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CAR OUTPUT ENDS 
PEAK QUARTER 


ist Quarter 3rd so 
(New Record)* Make (Old Record) 
i— 476,670 Chev. 402,306— 1 
2— 488,600 Ford 325,278— 2 
3— 208,540 Plym. 225,431— 3 
4— 205,565 Buick 145,587— 4 
5— 156,664 Olds. 102,121— 7 
6— 156,072 Pontiac 123,579— 6 
7— 106,215 Mercury 83,687— 8 
8— 98,612 Dodge 124,325— 5 
9— 58,021 Chrysler 59,011—10 
10— 43,022 DeSoto  44,813—12 
ll— 42,991 Cadillac 35,318—14 
12— 42,889 Stude. 71,4438— 9 
13— 28,855 Nash 36,617—13 
14— 19,506 Hudson 28,069—15 
15— 18,853 Packard 10,606—17 
16— 11,061 Lincoln 8,907—18 
17j— 4,375 Willys 11,421—16 
18— + Kaiser 51,981—11 
19— + Crosley 1,976—19 
20— + Frazer 146—20 
2,116,461 Total 1,892,622 


* Estimated by Automotive News 
+ No longer in production 











UU Vi 


Published Weekly at 
2666 Penobscot Bldg. 





6 


nb igi 


DETROIT, APRIL 4, 1955 


The teas, the Industry 


S 


Entered as Second Class Matte 
at the Postoffice, Detroit, 


Mich 


This issue includes the monthly 


_... TRUCK SECTIO 
ieee r 
$8 Per Veen, = 








INADA Organizing Testimony; Makers Fear Market Reafttionn, ETROITS fo 


_Probers’ Warning: Public First 


By William Ullman 
Washington Correspondent 
ASHINGTON. — When—and if 
—the Senate Interstate Com- 
merce Committee decides to hold 
hearings on automotive marketing 
practices, it now appears certain 
that in any decisions made, public 
interest will take precedence over 
dealer profits. 

In other words, a careful study 
of the preparations being made 
left this correspondent with the 
impression that, although pres- 
sure from dealers initiated the 
investigation, those guiding it 
will not allow one group to use it 
as a pressure weapon against 
others. 

Meantime, NADA is holding se- 


: jeret meetings across the country in 





April Output Slated to Stay 
Near Alltime Record Level 


By Martin L. Whitmyer 
Staff Writer 

LLOWING a whirlwind finish 

that netted an estimated 781,021 

cars and 108,216 trucks in March, 

auto manufacturers this week 

headed into what should be the 

second greatest car-truck produc- 

tion month in the history of the 
industry. 

Continuing at its present rate of 


Ford Lifts Veil 
On Secrets of 


Gas Turbine 


IHICAGO. — The secrecy sur- 

rounding the inner workings of 
an automotive gas turbine was 
lifted for the first time Thursday 
by a member of the Big Three. 

Ford engineer W. Wai Chao 
gave the annual meeting of the 

American Power Conference here 
a detailed and graphic account of 
the components of a unit which 
holds the key to final adoption of 
auto turbines—the rotary regen- 
erator or heat exchanger. 

Ford disclosed at the SAE con- 
vention two months ago that it had 
been testing a rotary regenerator 
in its laboratories. Chao’s talk 
Thursday brought an “X-ray analy- 
sis,” although there was no indi- 

(Continued on Page 61, Coil. 1) 


Inside 
Standouts 


@ New York inspection con- 
troversy threatens to prove 
costly to dealers. Page 3. 


Dealer tells how he reaps 
a golden harvest from used 


trucks. Page 26. 


And another dealer tells 
how he makes his “guar- 
anteed” used cars pay off. 
Page 22. 


A California dealer’s unu- 
sual success story is out- 
lined. Page 2. 


Tem Dennte, Pose 2. New-car, 
truck registrations new-car 
prices, Page 48. oor auc- 
tions, A ag a a a 

by makes, Page 60. 





29,469 cars a day, the industry 
would produce in the neighborhood 
of 760,000 cars during the 26 work- 
ing days of April. 

This would be only a 2.8 per- 
cent dip from the record March 
output and a 5.9 percent increase 
over the 717,343 cars produced 
during June, 1950, the record 
prior to last month’s alltime ef- 
fort. 

In addition to monthly marks, 
two alltime quarterly marks were 
set during the first three months of 
this year. 


They were: 
. . 


l A QUARTERLY record of 
* 2,116,461 cars, surpassing the 
old mark of 1,892,622 set during the 
torrid third quarter of 1950. 
2. A quarterly car-truck output 
record of 2,378,253, eclipsing the old 
(Continued on Page 60, Col. 3) 





preparation for the investigation, 
and there is deep concern among 
manufacturers as to the public-re- 
lations aspects of the inquiry. 
* * * 

— public-relations men feel 

that the hearings will be held, 
that all segments of the industry 
will come out tarnished and that 
the market for automobiles will 
suffer, at least temporarily. 

Particularly does the public- 
first sentiment prevail when so- 
called bootlegging of new cars 
comes up for consideration. Many 
members of Congress are not 
convinced that the ultimate con- 
sumer —the average car - buying 
citizen — has been hurt in the 


process. 

But in all the automotive mer- 
chandising practices under fire at 
the moment—bootlegging, phantom 
freight, packing, etc.— the public 
interest is first thought in the con- 
gressional study now under way. 

* a ” 
c IS clear that public interest is 
getting as much consideration— 
or even more—than dealer com- 
plaints. Members of Congress, who 
presumably represent the people, 





°55 Fords Hard to Get, 


Used-Car Dealers Say 


DETROIT.—Out-of-town used- 
car dealers coming here to buy 
new Fords wholesale say they 
are running into a new obstacle. 


Their former Ford dealer 
sources tell them that because of 
the Ford factory’s efforts to dis- 
courage bootlegging, the only 
way the bootlegging dealers can 
sell is by titling the cars in the 
names of Michigan residents. 
This means the used-car dealer 
must pay the Michigan sales tax 
plus the customary fee over the 
enfranchised dealer’s cost. Re- 
sult: Other makes are becoming 
more attractive on the wholesale 
bootleg market in Detroit. 








ask these questions: 1. Does the 
consumer profit from the so-called 
new-car bootlegging? 

2. Would strict, but happy, 
maker-dealer agreements be in 
the public interest? 

3. Is the wrangling among new 
and used-car dealers just for greater 
profit at public expense? 

* r ~ 
- THE first week of his employ- 
ment as special investigator for 
the Senate subcommittee, Counsel 
David Busby talked to numerous 
members of Congress. In his second 
week he explored, among other 


sources of information, AUTOMOTIVE 
News and the NADA library. 


Last week he visited at length 
with the Department of Justice 
and the Federal Trade Commis- 
sion. 

While this correspondent was not 
privileged to know just what Busby 

talked about with the officials of 
those two agencies, it is no secret 
that both the FTC and the Justice 
Department are inclined to protect 
the public interest first and last 
and that they have thus far been 
disinclined to go along either with 
(Continued on Page 4, Col. 1) 





50 years of Prestige Held in Peril. . . 


Hock-Shop 


By Fred M. Lazell 
Staff Correspondent 

ES MOINES. — Secretary of In- 
terior Douglas McKay, himself 
an automobile (Chevrolet-Cadillac) 
dealer in Salem, Ore., since 1927, 
biuntly told Iowa dealers here last 
week to have the courage to change 
their present “hock-shop” methods 

of doing business. 
Speaking at a luncheon of the 
Iowa Automobile Dealers Assn. 
state convention, McKay declared: 


“Never has there been a time 
in my total of 35 years in the in- 
dustry that the automobile busi- 
ness has been so upset or so 
unethical.” 

At one point he said: “We don’t 
need a subsidy and we don’t need 
legislation.” 

. ad ” 

Mrs sentiments were echoed 

partially by Frederick J. Bell, 
NADA executive vice - president, 
who referred to “gimmicks” and 
other “fast sales” practices and de- 
clared “heaven knows the industry 
needs a whale of a good job of pub- 
lic relations.” 

McKay, in his speech, said, 





Charting New-Car Market Penetration 
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The swift comeback of Chrysler Corp. in the closing months of 1954—coincident with the introduction of '55 models—is clearly 
indicated in this graph, which traces the variations in market penetration for the Big Three and other makers since January, 1953. 
Chrysler's gain has been at the expense of both Ford Motor Co. and General Motors, as well as all other makers, according to 
R. L. Polk registrations. Ford's best showing during 1954 came in June and October, with both GM and Chrysler showing sags 
in those months. GM hit its peak in the closing months of 1954, as Ford slumped. The market penetration of “all others" was 


off sharply in December, 1954, and January, 1955, as members of the Little Three were in the midst of new-model changeovers. 


Tacties Hit 


“We’ve thrown away 50 years of 
prestige by the way we do busi- 
ness now. We’re operating like a 
‘hock shop.’” 

He condemned long terms and 
high tradeins and added “merely 
selling the most cars is a good way 
to bankruptcy. We're in a legiti- 
mate business and we're entitled to 

(Continued on Page 4, Col. 5) 





Top Cars 
New-car registrations for one 
month, plus 18 states for Feb- 


ruary: 
1955 Pos. Make 1954 Pos. 
1—107,712 Ford 96,911— 2 
2— 93,631 Chev. 97,220— 1 
3— 59,300 Buick 29,492— 4 
4— 56,008 Plymouth 38,658— 3 
5— 46,952 Olds. 17,311— 7 
6— 42,379 Pontiac 29,007— 5 
Ii— 25,205 Mercury 27,945— 6 
8— 24,141 Dodge 13,669— 8 
9— 15,571 Chrysler 10,702— 9 
10— 14,489 4,318—14 
ll— 10,498 DeSoto 14,976—11 
12— 8,022 Stude. 9,215—10 
13— 5,506 Nash 6,954—12 
14— 3,173 Hudson 3,525—15 
15— 2,497 3,155—16 
16— 2,291 Packard 4,865—13 
17— 855 Willys 1,684—17 
18— #235 Kaiser 563—18 
2,966 Misc. 2,004 
Total All Makes 
521,436 405,174 


Further details on Page 48. 





Hot Salles Bissle 
Pair Off Nearly 
All Car Makes 


By Robert M. Lienert 
Associate Editor 

BASED on new-car registration 

figures alone, there appears to 
be a trend toward one rake bat- 
tling it out for position against 
another, with no reference to class 
competition. 

Throughout the listing of cars, 
arranged according to registra- 
tion totals, adversaries have be- 
come bracketed by pairs, even 
though they may represent dif- 
ferent price classes. 

So it is now Ford vs. Chevrolet, 
Buick vs. Plymouth, Oldsmobile vs. 
Pontiac, Mercury vs. Dodge, Chrys- 
ler vs. Cadillac, DeSoto vs. Stude- 
baker, Nash vs. Hudson and Lin- 
coln vs. Packard. Only Willys and 
Kaiser, at the bottom of the list, do 

(Continued on Page 7, Col. 1) 











2 





Other Atlanta Finance Firms Re 


AUTOMOTIVE NEWS, APRIL 4, 1955 


rt Stability...” /< 





Lender Sees Repossession 


By E. C. Bash 
Staff Correspondent 

ATLANTA.—While new-car deal- 
ers are enjoying a continued rise in 
1955-model sales in the lanta 
area, at least one finance company 
here is beginning to worry about 
possible repossession of some of 
these cars.in a few months. 

A spokesman for a leading na- 
tional finance company which op- 
erates an Atlanta branch said that 
repossessions, especially among the 
lower-priced models, were increas- 
ing daily. 

“We've liberalized credit too 
much,” he said, “I believe that 
before the next six months have 
passed, we will have to review 
our policies and de-liberalize 
credit.” 

Other finance companies here re- 
port a rise of about 20 percent in 
business over the same period of 
1954 and deny being troubled by 
repossessions. 

However, the finance company 
spokesman insisted that credit had 
been liberalized to the danger point. 
“People are buying new cars to- 
day who should be purchasing used 
cars,” he declared. 

“How some of them manage to 


Truck Prices Raised 


By Chevrolet, GMC 


DETROIT.—With the introduc- 
tion of 1955 models, General Mo- 
tors has increased prices through- 
out its truck lines. 

A spokesman for Chevrolet said 
that all trucks carrying the divi- 
sion’s nameplate had been boosted, 
with the hike on many units aver- 
aging 6 or 6% percent. 

Increases instituted by GMC 
Truck & Coach were said to aver- 
age about 4 percent on light mod- 
= 2 percent on heavier-duty 








- 





Bennett Showroom Becomes Red Cross Unit— 


make a $90 car payment on a $300- 
a-month salary, I can’t figure out.” 
He observed that many of these 
people were making payments on a 
home and furniture at the same 
time. 


He also decried the current 
“price - packing” trend. “We’ve 
been going along with this, but it 
isn’t right.” 

He said that even considering 
the stabilization of used-car prices, 
his firm was losing money on re- 
possessions “because a new car to- 
day with packed prices depreciates 
faster than it can be paid off.” 

If repossessions continue, he pre- 
dicted that finance companies 
would get cautious and refuse to 
take 30 and 36-month deals. 


However, another firm reported 
that “we are repossessing just 
about the normal load. Out of 2,800 
accounts, we have repossessed only 
13 cars this year and seven were 
1954 models.” 


Another firm reported only one 
repossession this year and “we 
asked for that one.” Another fi- 
nance company reported that 
dealers of the lower-priced lines 
were giving deals that were ex- 
tended too long. 

“They’re also overloading their 
customers,” said an official for the 
latter company. “If these same peo- 
ple were to buy a used car with 
low payments instead of a new car 
with high payments, they could 
easily meet their obligations.” 

This official added that most of 
his firm’s repossessions came with- 
in five or six months after pur- 
chase, before the buyer had any 
equity in his car. “In used cars, 
1948 and 1949 models are giving us 
the most trouble,” he said. 

Meanwhile, another finance 
company reported that its repos- 
sessions, all in the low-price field, 





During a recent Red Cross blood drive, Bennett Motors (Pontiac), Great Falls, Mont., 
offered the showroom for use as a blood collection center. The firm also supplied 
transportation to and from the center for donors. Carroll Bennett, owner, reported a 


big response to the drive. 


UAW’s Drive for GAW 
Swings Into High Gear 


By Joseph M. Callahan 
Staff Writer 

AST week the CIO Auto Work- 
ers swung into high gear in the 
annual wage at their convention in 

Cleveland. 
A large part of the week was 
devoted to securing 
a unanimous vote of 
approval for UAW 
President Walter 
Reuther’s plan to 
raise the dues of 
members from $2.50 to $7.50 a 
month. It was finally given an 


Excise, Corporate Taxes 


Extended Full Year 

WASHINGTON. — A bill ex- 
tending excise and corporation 
taxes at present levels for an- 
other year was signed last week 

President Eisenhower. 

Excise taxes on autos, trucks 
and parts had been scheduled to 
decline on Apr. 1 
Enactment of the measure pre- 
vented that cut. 








approval vote of about 98 percent, 
according to Reuther. 
Significantly, the Reuther group 
was successful in its desire that the 
anticipated $25 million strike fund 
would be meted out “according to 
need,” rather than at the rate of 
$25 per man, regardless of need, as 
bg proposed by the Ford Local 


Under the new dues schedule, the 
International’s monthly share will 
be boosted from $1.25 to $5.25 per 
man and the locals’ share will in- 
crease from $1.25 to $2.25. Dues 
will stay at the $7.50 level until] the 
fund hits $25 million. 

aa . * 


Meany Backs UAW 


i A precedent-setting appear- 
ance, AFL President George 
Meany attended the convention and 
declared that there was “no doubt” 
that the UAW would get AFL 
backing in its negotiations if the 
Auto Workers asked for it. 
Previously somewhat critical of 
the GAW, Meany said the UAW is 
(Continued on Page 61, Col. 3) 
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Wave 


were only two units above the 
comparable period of 1954. 

“We have a low percentage of 
repossessions because We person- 
ally inspect every car before put- 
ting it on our books and we cull 
our accounts,” said a spokesman. 


“Our business is good. I see noth- 
ing to worry about in the future as 
long as we keep a careful watch 
over accounts and accept only 
those which we are reasonably sure 
are going to pay off.” 
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DeSoto Promotes 
Pair in Sales 


Decentralization 


DETROIT. — An extensive re- 
organization of the DeSoto sales 
department, in line with the con- 





A. B. Nielsen 


P, Herpolsheimer 


tinuing trend toward greater de- 
centralization in Chrysler Corp., 
was announced last week by J. B. 
Wagstaff, DeSoto sales vice-presi- 
dent. 

A. B. Nielsen, former eastern di- 
vision sales manager, was named 
general sales manager. Paul Her- 
polsheimer jr. was appointed as- 
sistant general sales manager. He 
had been western divisional sales 
manager. 

As general sales manager, Wag- 
staff said, Nielsen will be responsi- 
ble for distribution, service, busi- 
ness management, parts and service 
sales and new-car, used-car and 
fleet sales. Nielsen joined DeSoto in 
1945. He was appointed to the east- 
ern divisional sales post in 1946. 

Herpolskeimer joined DeSoto in 
1939. Since then he has held vari- 
ous regional sales posts. 

Wagstaff also announced that 
E. H. Hancock, former director of 
regions, has been named director 
of organization. He is responsible 
for organization, personnel, sales 
agreements, market analysis, man- 
agement development, compensa- 
tion, dealer planning and analysis. 

In another appointment, Clarence 
E. Becker was named national 
used-car manager. 


Interfaith Group 


Honors Fairless 


NEW YORK.—Benjamin F. Fair- 
less, chairman of the board of U. S. 
Steel Corp., will be honored today 
(Apr. 4) at a dinner to be given by 
the National Conference of Chris- 
tians and Jews at the Waldorf- 
Astoria. 

About 1,000 industrial, civic and 
welfare leaders are expected at the 
affair. 

Climax of the event will be the 
presentation of the gold brother- 
hood award of the conference to 
Fairless “for outstanding achieve- 
ment in the field of human rela- 
tions.” 





of dealer integrity: 


dealer—that is—300-car operation. 


public can’t believe any price. 


NEW YORK. — San Gabriel Val- 
ley Motors, Lincoln-Mercury dealer 
in the Los Angeles area, has been 
appraised by the American Insti- 
tute of Management, the institute 
announced last week. 


The Institute said it applied the 
same 10 principles of Management 
Audit which it normally applies to 
publicly owned corporate enter- 
prises. This is the first year that a 
study of a privately owned com- 
pany has been made. 

“Its (San Gabriel Valley Mo- 
tors) record is a success story of 
unusual character,” the institute 
reported. 

The study showed that since the 
dealership was established in 1946, 
the company had increased the 
hourly production rate of the me- 
chanics from $3.15 to $5.76 and 
monthly parts and accessory sales 
had risen from $1,287 to $4,963 per 
man. 

Also, it was shown that in De- 
cember, 1949, the break-even point 
of the firm was 66 new-cars and 
that this has been reduced to about 
20 cars per month. 

Equipment was found to be op- 
erated at 70 percent capacity and 
labor turnover was found to be ex- 
tremely low with employe opinion 
polls indicating that the company 
has a good employe relationship. 

It was found that the firm’s 
files contain about 7,000 service 
customers and 2,300 new-car cus- 
tomers, and that about 41 percent 
of all new and used-car sales re- 
sulted from a former sale or 
through customer recommenda- 
tion. 

The advertising budget was found 

to be about $40,000 or one percent 
of sales. It was found that about 16 


Business Barometer 


Auto Production — 206,358 cars, 
trucks in week vs. 138,454 year ago. 

Business Failures — 232 in week 
vs. 277 year earlier. 

Department Store Sales — 14 
percent above same 1954 week. 


New-Car Sales — 521,436 tabu- 
lated to date for 1955 vs. 405,174 
year ago. ° 

New-Truck Sales—77,242 to date 
vs. 75,403 year ago. 

Oil Stocks — 261,719,000 barrels, 
an increase of 1,175,000 in week. 

Steel Output — 93.6 percent of 
capacity vs. 93.7 percent last week. 

Treasury Bills — 1.374 per year 
discount rate vs. 1.366 last week. 


Used-Car Prices — $868 overall 
March average vs. $875 in February. 
Wholesale Prices—110.1 percent 
of 1947-49 index vs. 110 in week be- 


fore. 
* * = 


Common Stocks 


Mar. Mar. 1955 
30 23 ~=High 


11% 13% 
70 74% 


Am. Motors 11% 

Chrysler 72% 
93Y, 
3% 
12% 13 


Average 38.45 38.43 





Dealer Calls for Return 
Of DEALER Integrity 


Eprror’s Note: Last week we quoted a dealer under the headline, 
“Dealer Calls for Return of Factory Integrity.” We have just 
received this letter from a New England dealer who calls for return 


“From where I sit, I’ve found a lot more integrity on the part of 
the factory than on the part of many a dealer,” he writes. 

“As a Chrysler-Plymouth dealer, neither factory has ever asked 
me to take a car I didn’t want; neither factory has ever pushed me 
toward a quota which might prove unprofitable for my operation. In 
fact, I have found both factories cooperative, particularly when I 
needed a certain car or cars for fast delivery. And I am not a ‘big’ 


“On the other hand, lack of integrity upon the part of certain 
other dealers—not necessarily Chrysler-Plymouth dealers, but deal- 
ers of all makes—has worn down the confidence of the public. 


“For example, many dealers are packing prices so high that the 


“In the case of other dealers, you can walk onto the showfloor and 
the salesman will quote up to a $300 discount after a minute of con- 
versation—or Jess. This, even on the price of a car in demand! 

“There are dealers who will sell a car to a prospect from ‘out of 
town’ for $150 over cost—and let it go at that! 

“One customer came into our place of business the other day. 
He wanted a new car—no trade. ‘I understand,’ he said, ‘that it 
just isn’t right to buy a new car without at least a $200 discount!’ 

“This business of integrity can go both ways. The dealer who is too 
lazy to sell, but will just push his new cars out to the highest bidder, 
is tearing down the entire dealer fabric. Discount prices, and packed 
prices are the basis of the major trouble in the automobile business. 
As far as we are concerned, we only wish more dealers would show 
the same kind of integrity reflected in our dealings with our factories.” 


Model of Management 


Institute Finds L-M Dealer in California 
Boasts ‘Unusual Success Story’ 







































percent of total sales were the re- 
sult of advertising. 

The study revealed that the com- 
pany hired untrained salesmen and 
provided as much training as pos- 
sible. It was said the sole penalty 
of this policy was “pirating” of 
salesmen by other dealers. 

It was found that the selling or- 
ganization received constant aid 
from all other employes in channel- 
ing prospects and other assistance. 

This was called “one of the out- 
standing reasons for the success 
of the business,” and was cred- 
ited to the firm’s profit-sharing 
plan. 

The study reported an “excellent 
control over inventory” and said 
there was a 90-day turnover of 
parts, a 60-day turnover of acces- 
sories, a seven-day average for 
used-cars and an 11-day average 
for new-cars. 

Inventory was maintained on 
12,500 parts in a permanent card 
file with entries made each day 
and balanced by 10 a.m. Compari- 
sons with physical inventory are 
made each six months. 


Anti-Coercion Bill 
Is Considered by 
N.C. Dealers 


RALEIGH, N. C. — As members 
of the North Carolina Automobile 
Dealers Assn. held local meetings 
to take a stand on a proposed anti- 
bootlegging and dealer-factory li- 
censing law, the association dis- 
closed provisions of the bill last 
week. 

Besides licensing manufacturers 
and dealers, the proposal would: 
Forbid unwarranted franchise can- 
cellations and shipments of unor- 
dered vehicles to dealers; require 
used-car dealers to advertise as 
such; ban new-car sales by other 
than franchised original dealers, 
and require dealers to have an.es- 
tablished place of business. 

NCADA noted, however, that the 
cost of licensing dealers and sales- 
men would increase dealers’ taxes. 
There would also be imposed on the 
auto trade many new government 
regulations, the association stated. 

Association directors have stipu- 
lated that the measure will not re- 
ceive NCADA support unless two- 
thirds of the membership give it a 
favorable vote. 
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Dealers tell me 


By John 0. Munn 
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Shop Investments at Stake .. . 





) gored can a dealer do to protect | almost any other business we know 


himself in this period of profit- 
less prosperity ? 

One of the answers is he may 
talk to his factory representative, 
in a nice way, about the need for 
a permanent contract. Talk to other 
dealers about the industry-wide 
value of such a contract. Support 
your trade associations. 

the meantime there are 
many things an auto dealer can 
do to advance his interest. There 
are methods and policies that he 
should pursue all the time. They 
are particularly important now 
with trade conditions so upset. 

Excellent advice in this regard 
has come to my attention from a 
bulletin of Southwestern Invest- 
ment Co, Amarillo, Tex. The 
author is Bertram Lewis, who for 
many years has been a strong sup- 
port of this trade with his coun- 
sel and advice that is based on 
many years of experience. 

I want to confirm his advice and 
make sure it is called to the atten- 
tion of column readers. I therefore 
give it to you below: 

*” . = 


Adventure Spirit Gone? 


Ore of the things that old-timers 
miss in the “feel” of the auto- 
mobile industry today is the thrill 
of adventure and opportunity that 
was so much a part of its earlier 
experience. 

It seems at this stage more like 
a treadmill operation than it used 
to and less like a field of explora- 
tion with limitless possibilities, 
than it did in the early days 
when everything was new and 
many of its trails had not been 
blazed. 

Yet we firmly believe that the 
dealer today has just as much rea- 
son for a sense of delightful adven- 
ture as his predecessars had and 
as many unexplored opportunities. 

The difference seems to be that 
many modern dealers have gotten 
themselves rutted and think of only 
one or two expedients to meet any 
situation that arises, instead of 
realizing that there are many pos- 
sible expedients for increasing vol- 
ume and profits (more than in 


Sutter to Speak 
At N.C. Parley 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers Assn. 
announces that Frederick M. Sutter 
will address the opening session of 
its annual convention May 5 at the 
Pinehurst (N. C.) Inn. Sutter is 
chairman of NADA’s Industry Re- 
lations Committee. 

Following Sutter’s speech, dealer 
meetings by franchises will be con- 
ducted. The convention will run 
through May 7. 

A Dodge-Plymouth dealer in Co- 
lumbus, Ind., Sutter has been an 
NADA director since 1947 and was 
the association’s secretary in 1951. 
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of). 

Alert operators are continually 
finding and applying new ways and 
every other dealer who works at 
his job and studies all its angles 
day by day can do the same. 

* * z 


Countless Opportunities 


S° MANY, many things can make 
a difference in the results of a 
dealer’s operations—type of person- 
nel, methods of training personnel, 
methods of compensating person- 
nel, methods of organizing work, 
methods of advertising, methods of 
compiling mailing lists and calling 
lists, telephone solicitation methods, 
methods of handling cold-turkey 
callers, methods of making cold- 
turkey calls, methods of phrasing 
the advertising appeal, methods of 
presenting the personal appeal, 
methods of selling the car against 
each kind of competition, methods 
of dealing with the chiseling pros- 
pect, methods of demonstrating, 
methods of taking in, recondition- 
ing, displaying, advertising and 
selling used cars, methods of pro- 
moting sales of service, and acces- 
sories, methods of handling service 
customers, methods of handling 
cars in service, methods of pricing 
service jobs, methods of accounting, 
methods of controlling the use of 
working capital, correspondence 
methods—all these and many other 
factors are involved in the dealer’s 
success and there are countless po- 
tential variations of the policies 
applied to them. 

So every dealer has a wide 
range of choice in determining 
how he should handle the details 
of his business in order to 
achieve the best results. Each 
day presents a new opportunity 
to tinker here and adjust there in 
order to approach more nearly to 
the ideal setup for promoting the 
volume of his business and in- 
creasing its profits. 

The difficulties that face the 
dealer are, undeniably, greater than 
they were when the industry was 
young—but the opportunities are 
also much greater and some of its 
greatest former difficulties have 
been completely eliminated. Today 
everybody wants a car and the very 
great majority of families can af- 
ford to own at least one. 

The market is there and it’s 
huge. Service needs are enormous. 
The market for accessories is large. 
No dealer today has to «-pe with 
a limited demand for the things he 
has to sell. The demand is almost 
universal. Hig chief problem is the 
chiseling methods of some of his 
competitors. i 

* 


Each Day a Challenge 


(Tames are many dealers all told, 
who have, by trial and error, so 
adjusted the profit factors in their 
business that they have sold cars 
and made money straight through 
the panic era that began in mid- 
1953. These men have found the 
business a stimulating adventure 
in spite of its difficulties. 

Each day hag been a challenge 
and meeting the challenge has 
been an exciting experience. 
Each has suggested its 
own solution and, once that so- 
lution hag been found the same 
problem is never so much of a 
headache 


Often the solution of what was 
formerly a problem works out to 
such advantage that the business is 
thereafter better off because that 
problem had to be surmounted. 

This writer remembers his years 
in the automobile business as by 
far the most interesting, challeng- 
ing and stimulating experience of 
a long career. 

It is his sincere belief that it is 
still such for able operators and 
that every dealer who makes a con- 
stant study of his operations and 
tries to meet each problem in the 
most constructive way will find it 
so. It is still a profitable business 
for many. We believe that it can 
be for all. 





$2,000 Deficit? — 


James Montesano, service manager of 
Brighton Auto Sales, Inc. (Packard), Roch- 


ester, N. Y., looks over testing machines 
that cost $2,000. Compulsory testing has 
incurred strong opposition from Gov. 
Averell Harriman and others. It is due to 


start May 1. 











| Dealers Face Red Ink 


In N. Y. Inspection Row 


ALBANY.—Are auto dealers who 
have invested $2,000 to $3,000 in 
auto testing equipment “in the mid- 
dle” now that Gov. Averell Harri- 
man has unequivocally opposed the 
compulsory testing law and may 
seek its repeal? 

Some 600 garage owners in 
four counties are looking for a 
“legal remedy” against the State 
for costs of the machines—which 
they said would be of little use— 
if the law is repealed or post- 
poned for a year. They will pro- 
test to the Legislature. 

Service experts, however, say 
that as far as auto dealers are con- 
cerned, much of the testing equip- 
ment is either essential or provides 
them with good selling tools with 


Salesmen’s Incentive Pay 


Tied to Total 


By W. C. Lockwood 
Staff Writer 


DETROIT. — Ray North, Inc. 
(Ford), has created a salesman’s 
incentive pay plan that—according 
to Russell Wismer, general man- 
ager—is “second to none.” 

It is unique in that it enables 
a salesman to participate im- 
mediately financially in each 
transaction that rolls along chain- 
action fashion from the time a 
new-car is sold until all the used- 
cars stemming from the sale are 
completely sold, or “washed out.” 

The salesman does not have to 
wait until the deal is completely 
“washed out” to get his commis- 
sions on each sale, but is responsi- 
ble for washing out his own deals. 

He gets his commission on each 
sale and then again on the total of 
the “washout.” As a result, the 
salesmen have an incentive in 
working for a profit to the dealer, 
since they share in the profit. 

Wismer gave a hypothetical ex- 
ample. “Suppose,” he said, “that 
the profit on the new-car is $250, 
then suppose the profit on the sale 
of the used-car is $200. The sales- 
man’s commission on that sale is 
$50. Fifty dollars from $200 leaves 
$150. 

“Then add that to the $250 profit 
on the new-car. That’s $400, isn’t 
it? So the salesman gets a com- 
mission of $100 on that. That 
makes him a total of $150 com- 
mission on the ‘washout.’ ” 

Danny Rocovich, a salesman, 
gave another example. He sold a 
1955 Ford and took in a 1952 Mer- 
cury; then he took in a 1951 Mer- 
cury on the ’52; a 1952 Ford on the 


Producers Riding 
Dealers Too Hard, 
Bell Declares 


WASHINGTON. — There is a 
tendency for manufacturers to keep 
too tight a rein on their dealers 
and at the same time to urge them 
forward with their spurs, accord- 
ing to Frederick J. Bell, NADA 
executive vice-president. 

“Perhaps the retailers need a 
greater freedom, a greater inde- 
pendence of action,” Bell told the 
Washington Chapter of the Ameri- 
can Marketing Assn. 


Pointing out that distribution re- 
quires more labor than production, 
he criticized the tardiness of retail- 
ing in improving distribution effi- 
ciency. 

Bell suggested, “Two reasons for 
this condition are the slowness of 
retailers to recognize need for a 
change and the tardiness of manu- 
facturers in comprehending the 
true place of distribution in the 
overall economy. 

He declared that consumption, 
not production, is the more accu- 
rate barometer of economic health 
today and that retailers must cre- 
ate “the will to buy.” 


Washout 


’51 Mercury and a 1948 Buick on 
the Ford. 

The Buick then was sold in a deal 
that involved no tradein. He drew 
a commission on each sale along 
the line and when the “washout” 
came his total net on these transac- 
tions was $175.63. 

“We don’t need a minimum 
here,” said Rocovich, “and here 
we've found that you don’t have 
to ‘give’ cars away to sell them.” 

“No,” chimed in one of his fellow 
salesmen, “and without this ‘wash- 
out’ plan, I'd just as soon go back 
to setting tile.” 

A glance at Rocovich’s pay 
voucher for March 1-16 showed this 
kind of a commission lineup: 

$175.63; $72.39; $82.78; $47.74; 
$53.60; $89.15; $52.49, and $28.17— 
the last being a commission split 
with another salesman who was in- 
volved in the deal. 

That makes a total of $601.95 for 
two weeks’ work. And he said his 
commissions for the last two weeks 
of March would hit near $1,000. 

Eddie Nicholas, another sales- 
man, pulled two paycheck vouch- 
ers from the inner pocket of his 


coat. 

“Here, look at these,” he said. 

They covered January. The first 
was for $737.64, the second for $1,- 
116.60, or a iotal of $1,854.24 for the 
month. 

“Under this plan, a salesman 
can make money even in a bad 
month,” Rocovich said. 

“Yes, we think we've got a pay 
plan here second to none,” Man- 
ager Wismer declared. 

With a graduated scale of com- 
missions and bonuses, the salesmen 
have an incentive for profiting as 
much as possible on each deal be- 
cause it reflects on their pay check. 

Rocovich told of a case where 

he sold a car for $100 more than 

the price quoted by another 

dealer to the same customer on 
(Continued on Page 4, Col. 1) | 


which to promote their service 
business. 

But they say that for the filling 
station or smal] independent shop, 
the equipment might constitute un- 
due overhead. 

The compulsory testing law was 
passed by the Legislature a year 
ago and is to go into effect May 1. 
It had been proposed by former 
Gov. Thomas E. Dewey and had 
been sought for 10 years by the 
New York Automobile Dealers 
Assn. 

Opposition to the law has devel- 
oped within the last month and 
Gov. Harriman has joined that op- 
position. 

John P. Farber, assistant vice- 
president of Chapin-Owens, Inc., 
an auto supply firm, said his com- 
pany and similar others had sold 
more than 400 headlight testing 
machines alone. 

He said that in Rochester, N. Y., 
for example, all auto dealers had 
installed or ordered testing lanes 
at ‘a cost of $2,000 to $3,000, princi- 
pally to keep their customers “at 
home” rather than to go to com- 
petitors for testing. 

Robert M. Murray, business man- 
ager of Whiting-Buick, Inc., Roch- 
ester, said his firm will operate 
only its brake and front-end test- 
ing machines, “making no charge 
to our customers.” 

He said the brake testing ma- 
chine punches out a card. “We give 
the customer a record and file an- 
other for ourselves,” he said. 

“We hope to pick up some front- 
end and brake business as the cus- 
tomer drives into our place for 
testing.” 

Harold H. Henry, president of 
Fincher Motors, Inc. (Oldsmobile), 
sees the inspection as a service to 
his customers. “If the tests show 
$50 in repairs, we’d look kind of 
foolish tacking on another $2 for 
an inspection fee,” he said. 


Colorado Statute 
Would Fix Auto 


Finance Rates 


DENVER.—The Colorado House 
of Representatives has moved to 
clip the wings of dealers who sell 
near-new automobiles at a big dis- 
count, then absorb the loss in grad: 
uated high interest rates. 

The House, in a unanimous bal- 
lot, established a graduated limit on 
interest both new and _ used-car 
dealers may charge in financing the 
vehicles, then sent the legislation 
to the Senate for concurrence. 

As drafted, the bill calls for a 
maximum interest rate of $8 per 
$100 charged on a new car, a maxi- 
mum of $10 per $100 on cars up to 
two years old, a maximum of $12 
per $100 on cars two to five years 
old and a maximum of $15 per 
$100 on cars five years old or older. 


On the House... . 


Senators declare that persistent complaints from 
new-car dealers led to the appointment of a sub- 
committee to investigate factory-dealer relations. 
Wonder how many of these dealers will stand up 


and be counted 


when the showdown comes. . 


Henry Eisenhower (no relation) succeeds the late 
Ray Palmer as general manager of the Brooklyn 


and Long Island 


association... 


Illinois association compares the 1954 sales race 
with the famed “Who’s on First?” ditty. “Now it’s 


; happened,” says 
Wemhoff 


the groups bulletin. “Two win- 


ners, with the only losers being the dealers who 
gave in to factory pressures to register unsold 


cars so the fiasco could become a reality.” 

Chicago-area Ford dealers report used-car sales up 35 percent in 
the first 20 days of March, while service and parts volume remained 
level with same period of February . 

North Dakota association’s directors will meet Apr. 25 in Fargo 
. .. Sales manager of a “hot” car last year tells me that, whereas 
his dealers lost money in the early weeks of the 1954-model year, 
they’re now averaging $240 net per car on the '55 models. 


—Prre Wemuorr, Editor, 
Automotive News 
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Harmful Market Reaction Feared .. . 





Public Interest Cited 


As Probe’s 


First Aim 


(Continued from Page 1) 


car manufacturers or dealers in re- 
quested selling-agreement changes 
to bar bootlegging. 

Hence, it is a fair conclusion, ob- 
servers agree, that public interest 
will be a prime consideration all 


along the line. 
* 
A SENATE subcommittee spokes- 

man told Automotive News that 
any announcement concerning the 
results of the present study, or 
whether or not hearings will be 
held, is unlikely for at least 30 
days. 

He added that unless the prelim- 
inary study and research provides 
a sound basis for such hearings, 
the whole matter may be called off. 
That would throw it squarely into 
the laps of the manufacturers and 
dealers—both new and used cars— 
to find grounds for agreement 
which would contemplate consumer 
interest also. 

Meanwhile, NADA has em- 
barked upon a series of regional 

meciings aimed to produce dealer 
witnesses when—and if — hear- 
ings are staged, either in Wash- 
ington or across the country. 

Many dealers who would make 
good witnesses, it is understood, 
are reluctant to testify at any time. 
And many more are reluctant to 
commit themselves now, since, if 
the hearings as projected by the 
Senate are held, the inquiry and 
the questions asked may lead to a 
broader inquiry than many dealers 
would care to be drawn into. 

* * * 


* * 


there has been no official 
NADA announcement concern- 


Salesmen’s Incentive Pay 


Tied to Total 


(Continued from Page 3) 


the same model. “No,” he re- 
peated, “we don’t sell price.” 

“No,” said Chuck Perkey, who 
had entered the office quietly and 
was listening to the conversation, 
“we sell Ray North, Incorporated.” 

“What he means by that,” ex- 
plained Wismer, “is that we give 
our customers service right down 
the line. If they think there's 
something wrong with the car they 
buy from us, we make them happy 
and keep them happy.” 

“Right now,” said Perkey again, 
“I’ve sold five cars to members of 
one family. I don’t mean in one big 
deal, but to different people all re- 
lated who started coming here 
through each other. And, I'll bet 
that within 60 days they'll all be 
back for a ‘package’ deal, in other 
words they’ve had their cars long 
enough to be in the market again, 
they’re satisfied with Ray North 
and they’ll be back.” 

‘“Yes, and we watch that serv- 
ice department. The other day I 
sold two cars right there,” said 
Wismer with a smile. “Oh, they 
didn’t sign a deal but I know 
they’re sold and they’ll be back.” 

He said they were a father and 
son. The father had accompanied 
his,son when he brought his Ford 
in for a tuneup. The men were 
greeted by Wismer. After some 
conversation — not about cars—the 
son asked Wismer: “What’ll you 
give me on a 1955?” Wismer said 
he did some fast thinking and shot 
back a figure. 

“Then,” Wismer said, “the fath- 
ers ears perked up. ‘What,’ he 
asked, ‘will you give me for mine?’” 

The general manager shrugged 
his shoulders and grinned. “I could 
see the wheels going round in their 

heads. They'll think it over and 
they'll be back. I’ll bet you on that.” 

Wismer said the firm stresses 
good relations with its salesmen. 
There are no “house deals” at 
Ray North’s, he said. “Every deal 
I sell goes through some sales- 
man who gets the commission.” 
Wismer said that frequently all 

the salesmen and their wives are 
taken out en masse to dinner. “To- 





ing the special conferences, AUTO- 
motive News learned that the pilot 


meeting was held in New York 
March 23. 
This one, it was said, had a 


larger attendance than those to 
come, was designed largely to map 
procedure, and was led by Execu- 
tive Vice-President Frederick Bell, 
assisted by General Counsel James 
Moore, Legislative Counsel Row- 
land Kirks, Information Director 
William Hamilton and Horace Hen- 
derson, associations’ coordinator. 

The second meeting, held in 
Washington March 238, was pre- 
sided over by Counselers Moore 
and Kirks. 

The third meeting was said to be 
held in Chicago March 29, and con- 
ducted by Bell. 

It was not learned just when and 
where future meetings will be held, 
except that they will span the 
country, in accordance with the 
NADA regional setup, and the par- 
ticipants will be at least one head- 
quarters official, the regional vice- 
presidents and the state association 
presidents and managers. 

By this means it is hoped, this 
correspondent was told, to locate 
and produce the best available wit- 
nesses, should the hearings be car- 
ried through as planned and cover, 
as the original Senate Interstate 
Committee announcement set forth, 
one phases of automobile market- 

ng.” 


Washout 


night, for instance, we're all going 
together for steaks.” 

The firm employs 17 new-car, six 
used-car and two truck salesmen. | 
For the month of February under 
the “washout” plan, the low man 
earned $516 and the high man—a | 
used-car salesman —earned $2,400 
and a total of $4,120 in monthly | 








bonuses was paid by the firm. 





lowa Dealers Elect Officers— 


Officers chosen by the lowa Automobile Dealers Assn. (from left) are: William 
Cramblitt (DeSoto-Plymouth), Ottumwa, first vice-president; Lee Thomas (Cirysler- 
Plymouth), Burlington, president; Dale Norton (Chevrolet), Spencer, second vice-presi- 


dent, and Alfred W. Kahl, Des Moines, executive vice-president. C. L. 


Dickerson 


(Studebaker-Packard), not shown, was named treasurer. 


SAN FRANCISCO. — Harlow H. 
Curtice, General Motors president, 
told newsmen just before the GM 
Motorama opened here that the 
U. S. is making great progress to- 
ward increased highway safety. 

He disputed the idea that higher 
horsepower increases highway haz- 
ards. Curtice, chairman of the 
President's committee on traffic 
safety, contended that it increased 
highway safety. 

Charles A. Chayne, GM engi- 
neering vice-president, said that 
the fatality rate (number of 
deaths per hundred million miles 


| driven) dropped below seven for 
| the first time in 1954 when it fell 


to 6.5. 

“And that in spite of the fact 
that we have been building these 
‘terribly dangerous’ high - powered 
automobiles,” he said. 

He added that higher horsepower 
increases top speed very little, but 
provides more power in ordinary 
ranges which, he said, is a safety 
factor. 

Curtice also said: 

That GM plans production of 
L’Universelle, the Motorama “dream 
truck” built by GMC. Basically a 
panel delivery, the truck has the 


Used-Car Bulletin from Detroit . . . 


Latest Auction Priees 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


March 30 
(Good, clean cars still bringing 
good prices. Sold 130 cars out of 

BUICK "ss 

— Super Riviera coupe, §2,- 
250*, $2,150", $2,100*; RM ao 
coupe, $2,205* (ps). ’53 Super 4-dr., 
$1,410*; RM Riviera coupe, $1,405* 
(ps); Special 4-dr., $1,100. °51 Super 
4-dr., $650*; Special 4-dr., $620"; 
2-dr., $600. '50 Special 2-dr. $350*. 
’49 RM Riviera coupe, $400*.''48 RM 
2-dr., $175*. 

CADILLAC—'52 (60) 4-dr., $1,860". 

CHEVROLET—'55 Bel Air (6) 2-dr., 
$1,810* (ps). ’54 Bel Air Sport coupe, 
$1,590*; 4-dr., $1,400; Two-ten 4- 
dr., $1,205*; 2-dr., $1,180, $1,175. ’53 
Bel Air 2-dr., $1,085*; 4-dr., $990; 
Two-ten 4-dr., $865; 2-dr., $850. ’52 
SL Deluxe club coupe, $765; 2-dr., 
$695, $650*, $650; 4-dr., $690*; SL 
Special 4-dr., $500. '51 SL Deluxe 2- 
dr., $535*; SL Special 2-dr., $400, 
$395. ‘50 SL Deluxe 2-dr., $410; SL 
Special 2-dr., $210. °48 SM 2-dr., 
$165. '47 SM 4-dr., $105. 

CHRYSLER—’53 NY Newport, $1,225*: 
4-dr., $1,150*; Windsor club coupe, 
$1,065*; 4-dr., $1,050*, $990°. ‘52 
Imperial 4-dr., $715* (ps); Windsor 
4-dr., $685*. ‘51 Windsor club coupe, 
$440*. 

DeSOTO—'53 Fire Dome (3) 4-dr., $1,- 
200*, $885*. ‘50 Custom 4-dr., $360, 
$355°. 

DODGE—'55 %-ton pickup, $1,200. '63 
Coronet (8) 4-dr., $815*; club coupe, 
$810. '51 Coronet Sport coupe, $425°. 

FORD—'54 Main (8) Ranch Wagon, 
$1,620; Custom (6) 4-dr., $1,250. ’53 
Crest (8) Victoria, $1,225*, $1,210*, 
$1,200, $1,100; Custom (8) 2-dr., $1,- 
045°, $1,030*; 4-dr., $980, $965°; 
Custom (6) 4-dr., $895, $870*; 2-dr., 


$805*. '52 Main (6) 2-dr., $640, $575. 
"51 Custom (6) 2-dr., $590*, $425; 
4-dr., $410*. '50 Custom (6) Country 
Squire, $315. °49 Deluxe (6) 2-dr., 
$250. 

HUDSON — '53 Hornet 4-dr., $950*; 
Wasp 4-dr., $745. ‘51 Hornet club 
coupe, $360*. 

MERCURY—’53 club coupe, $1,350*; 
4-dr., $1,085. °52 club coupe, $975*. 
‘51 club coupe, $610*, $500. ’50 2-dr., 
$325, 

NASH—’55 Rambler 4-dr., $1,485. '53 
Ambassador 2-dr., States- 
man 2-dr., $770; 4-dr., $715. 

OLDSMOBILE—’53 (98) 4-dr., $1,430° 
(ps); (88) 4-dr., $1,350*, $1,240. ’51 
(88) 4-dr., $760*; 2-dr., $7607. 

PACKARD—’53 club coupe, $990. ‘51 
conv., $615*. '50 4-dr., $285. 

PLYMOUTH—’54 Savoy station wagon, 
$1,250; Cambridge club coupe, $960, 
$925. °'53 Cranbrook 4-dr., $765*; 
Cambridge 4-dr., $645, $615. "52 Cam- 
bridge 4-dr., $525; club coupe, $425. 
"51 Cranbrook station wagon, $605; 
4-dr., $450; Cambridge Business 
coupe, $275. 50 Special Deluxe sta- 
tion wagon, $470; 4-dr., $355. °49 De- 
luxe 2-dr., $100. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
440* (ps). ‘54 Chieftain (8) conv., 
$1,810*; 4-dr., $1,675* (ps); Cata- 
lina, $1,610*. '53 Chieftain (8) 4-dr., 
$1,150*; Catalina, $1,110*; 2- dr., 
$840. '52 Chieftain (6) 2-dr., $650. '51 
Silver Streak (8) 2-dr., $640*; Cata- 
lina, $610*; Silver Streak (6) 2-dr., 
$500*. '50 Silver Streak (8) Catalina, 
$510; 2-dr., $410; Silver Streak (6) 
club coupe, $290. '49 Silver Streak (6) 
4-dr., $285. 

STUDEBAKER—’'53 Commander 4-dr., 
$845, $775*. '52 Champion 2-dr., $415, 
$400*. '50 Champion 2-dr., $175. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 44, 45, 46, 47, 50 





Powerful Engines Safer? 


GM President and Aide Cite Fatality Figures 
To Defend Horsepower Hike 





engine located behind and beneath 
the driver to provide more visi- 
bility. 

That GM defense contracts 
have declined substantially in the 
past year. 

That everyone should support the 
President’s highway plan. He said 
GM took no position on how the 
program should be financed. 


That GM has no plans to enter 
the farm machinery field. 


Chayne commented that he 
thought safety belts offered little 
promise and that GM does not plan 
to provide them. 


Packard Starts 
Sales Meetings 


In 19 Cities 


DETROIT. — Sales officials of 
Packard are starting a series of 
sales meetings in 19 cities for con- 
ferences with Packard dealers on 
a marketing and advertising pro- 
gram built around promotion and 
demonstration of the Packard tor- 
sion suspension system. 

The first meeting is scheduled in 
Detroit today (Apr. 4). Following 
that, Packard’s new sales-manage- 
ment organization, headed by Dan 
O’Madigan jr., general sales man- 
ager, will split into two teams to 
conduct meetings simultaneously in 
eastern and western cities. 

The eastern team, led by O‘Madi- 
gan, will conduct meetings with 
Packard dealers in Boston, Apr. 5; 
Syracuse, Apr. 6; New York, Apr. 7; 
Washington, Apr. 8; Philadelphia, 
Apr. 11; Pittsburgh, Apr. 12; Cin- 
cinnati, Apr. 13; Atlanta, Apr. 14; 
Memphis, Apr. 18, and St. Louis, 
Apr. 19. 

The western team, led by Donald 
R. Stuart, Packard sales manager, 
is scheduled for meetings as fol- 
lows: Chicago, Apr. 5; Minneapolis, 
Apr. 6; Seattle, Apr. 8; San Fran- 
cisco, Apr. 11; Los Angeles, Apr. 
12; Denver, Apr. 13; Dallas, Apr. 15, 
and Kansas City, Apr. 18. 


Nation’s 
Leading 
Auctions 


On Page 62 today are ad- 
vertisements of leading used- 
car auctions in the nation. 


You will find, in Automotive 
News’ Classified Section each 
week, a directory of these lead- 
ing auctions arranged in geo- 
praphical order. 

Tam 0... 


Page 62 Now 





'Hock-Shop Tacties 
Scored by McKay 


Iowa Dealers Told 
Of Lost Prestige 


(Continued from Page 1) 


a legitimate profit—but we've got 
to work for it.” 

McKay reminded the dealers that 
“the public is not sympathetic be- 
cause some of us robbed them by 
loading down cars with accessories” 
after World War II and the boom 
following the Korean War. 

* * + 


bp most of the public are not 
chiselers and that is one thing 
some of us have forgotten,” he con- 
tinued. “We must be realistic to 
survive. A dealer must have the 
|courage to make a profit. If you 
can’t make money, get out of the 
business. We don’t need a subsidy 
and we don’t need legislation.” 

Bell touched on the problems of 
dealer-factory relations. “The deal- 
ers must not always resist,” he said. 
“They must be alert to changing 
conditions. We can no more have 
a@ guaranteed annual income than 
we can have a guaranteed freedom 
from headaches,” he said. 

“Tll admit there are some 
among us who are saying ‘let’s 
fight,’ but we can’t settle the 

overall picture by mere grudge 
fights. I think perhaps this in- 
dustry needs a good dose of Billy 
Graham evangelism,” he said. 
James J. Nance, Studebaker- 
Packard president, expressed strong 
optimism when he appeared on the 
same program with Bell. 

Nance said he expects passenger 
car sales to top six million in 1955. 
“It could be the greatest year in 
the history of the auto industry,’ 
he said. 


- 7 * 

E SOUNDED a note of caution, 

however, with regard to the la- 
bor situation. During a press con- 
ference Nance declined to venture 
an opinion in response to a ques- 
tion regarding a possible UAW-CIO 
strike this year. “Reuther never 
has actually spelled out that (guar- 
anteed annual wage) demand,” he 
observed. : 

He urged something “big and 
specific” on roads, saying that 
they were rapidly becoming the 
“bottleneck of the entire national 
economy.” 

Resolutions adopted by the con- 
vention “wholeheartedly” supported 
NADA’s five-point program for im- 
provement of dealer-factory rela- 
tions and “recommended” that 
NADA “give consideration” to a 
national uniform certificate of title 
law. 

A resolution also called on the 
Legislature to enact a law hiking 
the state gas tax another penny to 
six cents for “modernizing and wid- 
ening” Iowa’s primary roads and 
making permanent the “fifth cent” 
of the present gas tax, which was 
passed into law two years ago as a 
temporary measure. The proceeds 
from that one cent now are used 
only on crushed-rock surfaced 
roads. 





* * * 


HE convention asked that the 

Legislature kill a proposal to 
increase the present 2 percent use 
tax on sale of autos and trucks to 
3 percent. The bill presently is 
“buried” in a committee. 

M. R. Darlington jr., managing 
director of the Inter-Industry 
Highway Safety Committee, Wash- 
ington, told the dealers a bill will 
be introduced in Congress to ex- 
empt dealers from excise taxes on 
autos donated or loaned to high 
school driver classes. 

The convention, at the annual 
banquet, honored fathers and sons 
or sons-in-law who are operating 
Iowa dealerships together. 

Johnny Lujack, former Notre 
Dame and pro football star, spoke 
for the sons. He is with his 
father-in-law, Frank Schierbrock, 
in Schierbrock Motor Co. (Chrys- 
ler-Plymouth), Davenport, Ia. 

The convention ended with a 
dealer-management clinic with the 
theme “Let’s All Thrive in ’55” with 
10 Iowa dealers acting as a panel. 
Ralph Hoitsman, NADA manage- 
ment consultant, served as director 
and Wesley H. Osterberg, Pruden- 
tial Insurance Co., senior research 
analyst, acted as moderator. 
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MORE SALES 
WITH LESS EFFORT 


from Plymouth trade-ins! 




















Used car prospects who come to your used car lot are buying unused mileage. Plymouth ranks No. 1 in the toughest, Through the years 
That’s why the facts (described below) about the low-price cars on your lot biggest round-the-clock proving ground of Plymouth has “out-engi- 





are so important to you and your retail salesmen. automotive endurance. There are more neered” every other make 
When a particular make of car has the features which give it the ability to Plymouths used as taxicabs than all other in its class, Here’s proof 
“stand up,” that car is easier to sell—and is more profitable to you. makes combined! (Further, Plymouth the “facts favor Plym- 
Plymouth excels all other makes in its class in this important matter of leads the low-price 3 in victories in national outh”! Show these fea- 
“standing up.” Here are the facts to pass on to your customers as proof! stock car races!) tures to your customers: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
, Plymouth CarA Car B Plymouth CarA CarB 












SAFETY-RIM WHEELS ......-.2ceeces RESISTOR-TYPE SPARK PLUGS ....... YES NO NO 

























2-CYLINDER FRONT BRAKES.......4.-. EXHAUST VALVE SEAT INSERTS ....... YES NO NO 
INDEPENDENT PARKING BRAKE....... CHAIN-TYPE CAMSHAFT DRIVE ....... YES NO YES 
ELECTRIC WINDSHIELD WIPERS. ...... GURITE FUEL PUTER cae cw ee ce YES NO NO 
ORIFLOW SHOCK ABSORBERS .......- FLOATING OIL INTAKE. ..... cece YES NO YES 
WIDEST, MOST RIGID FRAME ....-ee«e-s ROTOR-TYPE OIL PUMP ....-.- ee ees YES NO NO 

COWL VENTILATOR ....... os 2 2 ee OIL BATH AIR CLEANER ..... 2-2 eee YES NO NO 
BAKED-ENAMEL FINISH ......-eeee-s *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 





year. Most of these Plymouth engineering advantages apply in other model years as well. : -= 






W” 


Best buy new...best buy used 


PLYMOUTH. 
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Tin and Rubber Boom Helps... 





Singapore Auto Outlook Bright 


Epiror’s Note: This is another 
in a series of reports on automo- 
tive markets around the world 
by Mrs. George M. Slocum, chair- 
man of the board of AUTOMOTIVE 
News, who is on a world tour: 

* * * 


By Mrs. George M. Slocum 


INGAPORE.—This British crown 
colony off the tip of the Malay 
Peninsula in Southeast Asia is one 
of the few spots I have visited out- 
side the U. S. this year where the 
automotive outlook is encouraging. 


In many other places, sales 
have been hamstrung by high 
prices, Government restrictions 
or currency exchange difficulties. 
While there is a 15 percent im- 

port license on vehicles here, the 
market does not seem to suffer. It 
is true that the volume of sales is 
not great—by U. S. standards—but 
the total appears quite satisfactory 
when judged against the economic 
limitations of Singapore’s polyglot 
population of 1,200,000. 

In chatting with me in his pleas- 
ant offices, Chua Boon Unn, of Cy- 
cle & Carriage Co., Ltd., estimated 
that sales in this area this year 
would total 6,500 new cars and 1,250 
new trucks. 

* * 
C HAS been my impression in 
traveling about this teeming port 
city that there are cars and cars 


and cars—all makes and kinds. No | 


wonder Automotive News is read 
all over the world. 


As is the case in most British 
colonies and other areas of the 
Commonwealth, British vehicles are 
most in evidence in Singapore. 

However, I’m sure if one stood 
on the street corner in front of 
the New Hotel Cathay long 
enough, he could see cars repre- 
senting virtually every make in 
the world. 

Small cars—at least those with 
limited horsepower—are preferred 
in Singapore because gasoline prices 
are so high. Perhaps that is why so 
many British-built cars ard in evi- 
dence. 

4 + * - 


QE of the reasons that the au- 
tomotive market is : thriving 
here is that Singapore—and the 
entire Malay peninsula—is boom- 
ing. The economy is based mainly 
on rubber and tin, and with world 
demand for these two important 
commodities being what it is, plenty 
of money is in circulation here. 
Of course, the very nature of 
the rubber and tin industries 
makes motor transportation a ne- 
cessity. Trucks are vital to the 
operation of the gigantic rubber 
plantations which spread out on 
the peninsula proper and to the 





Studying India's Market— 


In Madras, India, Mrs. George M. Slo- 
cum, chairman of the board of Automotive 
News, interviews A. N. Antharamakrish- 
man on aspects of the auto markets of 
India. Mrs. Slocum is visiting various auto 
markets throughout the world. In the back- 
ground is a display of some of the auto 
parts handled by Addison & Co. 








working of tin mines further up- 
country. 

Singapore is the major market 
place and the main port for these 
industries and for most of the peo- 
ple connected with them. There- 
fore, many vehicles used elsewhere 
in Malaya are imported into Singa- 
pore and sold there. 


I wonder how many brand-new 
vehicles purr northward across the 
Johore Causeway to the mainland, 
never to return to Singapore. Per- 
haps that is one way to solve the 
dealer’s problem of 1,000- mile 
checkups. 


Many of the trucks do return, 
laden with raw materials which 
will be shipped from Singapore’s 
bustling harbor to far-flung des- 
tinations. Actually, so many junks 
crowd Singapore’s harbor that I 
sometimes doubt that freighters 
can find space to load and unload. 

Bg * * 


CH of the auto business is 
limited to Singapore and neigh- 


Plua- Quatity 


boring areas of the State of Johore 
because of the difficulty of cross- 
country travel. While roads are 
adequate, there is a certain amount 
of political turmoil and military 
unrest. 

Communist raiding parties can 
make tnavel by auto dangerous, 
I’m told. Trucks, however, do go 
through — often under armed 
guard. 

Local vehicle use continues heavy. 
Cars are utilized by business men 
and traveling salesmen—and espe- 
cially as taxis. Just as in the U. S., 
the housewife likes her car, too. 

Trucks are used widely within 
Singapore by haulage companies 
and contractors. 


There is also a market of certain 
dimensions for buses here. How- 
ever, buses and taxis don’t get all 
the motorized transport business. 
Open trucks jammed with people 
can be seen frequently on the 
streets—often decorated with ban- 








ners. Perhaps the riders are work- 
ers or picnic-goers. 
* ” 


| ” 
I BELIEVE the market here 


closely parallels that in the U. S. 
in One way—cars and trucks are 
considered a necessity. In too many 
other foreign ports of call, they 
fall in the class of luxury. 

There is one noticeable differ- 
ence here, however. In America 

there is always a demand for the 
new models just for the sake of 
their newness. In Singapore—and 


| this is quite evident—cars and 


trucks are kept operating as long 
as they can wheeze along the 
crowded streets. 

Some of the ancient jalopies I 
have seen careening through traffic 
here, I suspect, will fall apart some 
day, just like the storied Deacon's 
“one-hoss shay.” 

And so the sales effort goes on 
here. According to Chua, of Cycle 
& Carriage, about 90 percent of ad- 
vertising effort is confined to news- 
papers. About 5 percent appears in 
national magazines, he said, and 
another 5 percent is taken up with 
direct mail and movie “trailers.” 

Movie-going is popular in Singa- 
pore, and the filmed ads probably 
have far greater impact than they 
would in the U.S. 








Dealer Diversifies— 

Ray M. Whyte, Detroit and Cleveland 
Chevrolet dealer, has organized Penin- 
sular Autoparts, a new firm which will 
manufacture parts and accessories. The 
company’s first product, a plastic air vent 
extension deflector, will be known as 
“Draft-Eze."" The firm will have two plants 
in East Detroit. Whyte also is president of 
Ray M. Whyte Co., manufacturer of ma- 
chine parts; Ray Whyte Electric Products, 
wiring materials, and Peninsular Distribut- 
ing Co., appliance distributors. 


HE new tubeless tires that are standard equipment 
on the new 1955 cars, provide wholly new con- 


cepts of safety and economy for the car owners of 
America. But all tubeless tires are not alike! They 
differ greatly, in performance, in safety and in quality. 
One tire, and only one, the new Firestone De Luxe 
Champion Tubeless Tire, gives you, at no extra cost, 
exclusive built-in extra value that you cannot get in 
any other tubeless tire. Many of the most important 
features of these plus-quality tires cannot be copied 
by other tire makers. 

Until now, tubeless tires have always sold at pre- 
mium prices. But Firestone, after years of research 
and after investing many millions of dollars in engi- 
neering, in facilities and in new equipment, showed 
the industry how to build them to sell at the price of 
a conventional tire and tube. 

You can have your present car equipped with a 
set of new Firestone De Luxe Champion Tubeless 
Tires without changing your present wheels or rims. 
They cost no more than conventional tires and tubes 
and your nearby Firestone Dealer or Store will give 
you an allowance for the unused mileage in your 
present tires. You can buy on convenient budget 
terms, if you desire. 





This is the only complete cord treating factory of its kind 
in the world. In it, the cord used in the bodies of Firestone 
tires is Gum-Dipped and Safety-Tensioned to “set” the cord 
so it cannot expand when it gets hot from fast driving, caus- 
ing the tread to crack and separate from the tire body. 
Safety - Tensioning and Gum - Dipping were originated by 
Firestone. No other tires can give you this extra safety 
feature. 








C 


‘Firestone - 


STANDARD EQUIPMENT ON THE NEW 1955 CARS ...YOU CAN PUT THEM ON YOuR 


Enjoy the Voice of Firestone on radio or television every Monday evening over ABC 























Class Lines Crossed... 


Car Makers 


In Hot Sales Duels 


(Continued from Page 1) 


not fit into the evolving new pat- 
tern of competition. 
* + + 
yy overall competition does 
exist, of course, the sales fig- | 
ures show each make with its sin- | 
gle, elemental rival; its one, front- 
ranking competitor; its lone, keen 
sales enemy. 

Competition, with a capital C, 
has frequently been cited as a 
prime factor in the new-car mar- 
ket in recent months by sales 
managers on all levels from the 
factory to the dealership. 

Nobody is allowed to forget that 
competition is blazing at a 15-year 
high. But in the excitement of sales 
drives and general nervousness of 
high-volume operations, this grow- 
ing trend toward a series of two- 
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Paired Off 


make races is frequently over- 
looked. 


* ® * 


a brackets by competitive | 
pairs seem firmly established 
and limited, too. In other words, 
the top dog in the Buick-Plymouth | 
bracket apparently has no chance | 
of challenging the Ford-Chevrolet 
bracket. Nor is the Buick-Plymouth 
bracket in any foreseeable danger 
from the best seller in the Oldsmo- 
bile-Pontiac race. 

That is true all the way down 
the line and is particularly well 
illustrated in the case of Dodge, 
which is running nearly double 
its comparable ’54 pace, but which 
is still in eighth place and firmly 
bracketed with Mercury. 

Market observers would be great- 

ly surprised if either Dodge or 





Dealer Business Aides 


Appointed by DeSoto 

DETROIT. — J. B. Wagstaff, 
sales vice-president of DeSoto, 
last week announced the appoint- 
ment of a field business manage- 
ment manager for each of the di- 
vision’s 19 regions. 

“This is part of a continuing 
expansion program to strengthen 
our field force and be of greater 
assistance to DeSoto - Plymouth 
dealers,” Wagstaff said. “Each 
appointee has been a successful 
district manager and is well qual- 
ified in the fundamentals of good 
dealer business management.” 

Head of DeSoto’s new field 
business management department 
will be R. S. Dunsmore. 





Mercury presented any serious 
challenge to the next higher—or 
Oldsmobile-Pontiac—bracket. 

* x * 


URDLES between the two-make 
brackets appear virtually insur- 
mountable at this point in the sales 
year, although market fluctuations 
could bring a change in the picture 
later on. 
Surprisingly, one of the coolest 


races right now is the Ford- 
Chevrolet affair. Ford has a lead 
of 15 percent—larger than any it 
enjoyed at any time last ycar 
during the periods when it ran 
ahead of Chevrolet. 

In other two-way races in the 
Top Ten, Buick has a lead of 5.9 
percent in its bracket with Plym- 
outh, Oldsmobile is 10.8 percent 
ahead of Pontiac; Mercury is 4.4 
percent up on Dodge (the closest 
competitive flight), and Chrysler 
has a 7.5 percent advantage over 
Cadillac. 

The Lincoln-Packard bracket 
also is close, with Lincoln ahead 
8.9 percent at the moment. The 
competitors are spread farther 
apart in the DeSoto - Studebaker 
and Nash-Hudson brackets. 

+ * + 

HE Nash-Hudson and Oldsmo- 

bile-Pontiac races are, of course, 
family brawls. But, as anyone 

knows who has survived one, a 
family battle can be the bloodiest 
of any. 

Particular interest can be at- 
tached to the Chrysler-Cadillac 
and Lincoln - Packard brackets 
because competition exists there 
on a traditional basis as well as 


S TiRE-Plu 


Only Firestone Gives You All of These 





Sit 


Blowouts Practically Eliminated 

With the new Safety - Tensioned Gum- 
Dipped Cord Body, the new Safety-Liner 
and Tubeless Construction, damage which 
might cause a blowout in a conventional 
tire merely causes a slow leak in the new 
Firestone De Luxe Champion Tubeless Tire, 
giving you plenty of time to bring your 
care to a safe, straight-line stop, even from 
high speeds. This tire is so strong and the 





tread so tough that it gives protection even 
against terrific impacts. 





ai 


= 





Seals Punctures Against Air Loss 

If a nail or any other sharp object should 
possibly penetrate the extra-tough tread and 
cord body, the Safety-Liner, which is in- 
separably welded to the inside of the tire 
body, grips the nail and prevents loss of 
air, thereby minimizing the danger and 
annoyance of punctures. You can keep on 
going until you have time to have the nail 
removed and the tire repaired at a service 
station. No need to change tires on the 
highway. 
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Hushes Squeal, Whine and Hum 


Unequalled Non-Skid Protection 








The Silent- Ride Safety-Grip Tread is 
scientifically designed for quiet running. 
Instead of adding stabilizers to the tread as 
an “after thought,” the outer grooves are 
stabilized by the elements of the tread itself, 
thereby eliminating the cause of squealing 
on turns. Furthermore, the traction elements 
in the tread overlap each other, which 
prevents annoying whining and humming 
on the road, even on wet pavements and 
on wet brick. 





Something New in Riding Comfort 

The new Firestone De Luxe Champion 
Tubeless Tire absorbs bumps and road 
shocks which conventional tires transmit 
to the frame and body of the car and thus 
to you and your passengers. It provides a 
super-soft cushion of rubber and air which 
helps smooth out even the roughest roads. 
It makes steering easier . . . and it has an 
extra-tough Curb Rib which protects white 
sidewalls against damage and scuffing and 
preserves the beauty of the tire. 





The new Silent-Ride Safety-Grip Tread 
provides greater protection against skidding 
and side-slips and greater traction than any 
other tire on the market except, of course, 
special winter tires. The tread elements are 
scientifically-angled for maximum skid- 
resistance in all directions and for utmost 
traction. The new Firestone De Luxe Cham- 
pion Tubeless Tire has more inches of 
non-skid edges than any other tire of 
similar type and price. 





Most Miles Per Dollar 

Every part of this amazing new tire is 
built for long, trouble-free mileage. The 
Silent-Ride Safety-Grip Tread is made of 
extra-tough, wear-resistant rubber. It is 
road-level flat for maximum contact with 
the road and utmost mileage. The Safety- 
Tensioned Gum-Dipped Cord Body is 
locked or “set” so that it cannot expand or 
“grow” and cause the tread to crack and 
separate, thereby ruining the tire. It is so 
strong it can be retreaded again and again. 


‘DELUXE CHAMPION 


Tubeless Tires 


PRESENT CAR AT NO EXTRA COST AND WITHOUT CHANGING WHEELS OR RIMS 


Copyright 1955, The Firestone Tire & Rubber Co. 


*Also available for use with tube, , 
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on the current registration basis. 
That also holds true for the Ford- 
Chevrolet match. 


While the Ford-Chevrolet and 
Buick-Plymouth struggles are tra- 
ditional, they are spiced by the fact 
that Ford and Buick are leading in 
their respective brackets—which is 
not the traditional state of affairs. 


Scrambling for position will con- 
tinue throughout the year, but right 
now the limits of competition seem 
pretty well established. 

* * * 

OMPETITION or no, new-car 

“ deliveries continue at stagger- 
ing levels, according to factory and 
field reports. Preliminary figures 
put the March sales total well past 
650,000 units. 


Most recent factory claims cover 
the period through the second 10 
days of March. 


E. M. Braden, general sales 
manager of the Chrysler division, 
said retail deliveries in the first 
20 days of the month totaled 
10,580, of which 5,485 came in the 
second 10 days. The 20-day total, 
he said, was 67 percent better 
than that for the comparable pe- 
riod of last year. 

An alltime General Motors record 
was set when 217,120 new cars were 
sold by GM in the first 20 days of 
March, according to Harlow H. 
Curtice, president. This, he said, 
was 135.9 percent of the 1954 fig- 
ure for the same period and 135.2 
percent of the previous high, set 
in 1953. 


GM sales in the second 10 days, 
Curtice said, totaled 106,719, or 129.1 
percent of the 1954 total for the 
corresponding period. 


GM sales for the year through 
March 20, he said, totaled 759,135, 
or 147.2 percent of 1954 totals fo 
the same period. p 

ag Ed * 


UICK alone sold 22,066 new cars 

during the second 10 days of 
March, said Ivan Wiles, general 
manager. Deliveries in the first 10 
days were 22,755. 

“This marks the first time that 
retail deliveries have exceeded 
22,000 units for two consecutive 
10-day periods,” Wiles said. 

Buick’s March total, when com- 
piled, should set an alltime record, 
Wiles said. The highest previous 
March was 54,878 last year. The 
alltime monthly mark is 59,535, es- 
tablished in February, 1955. 


* x * 


MZ4ANWHILE, R. M. Critchfield, 

general manager of Pontiac, 
announced that Pontiac sales to- 
taled a record high of 32,657 cars 
in the first 20 days of March. The 
total was 60 percent ahead of the 
corresponding 1954 period, he said. 
Sales for the first 2% months of 
1955, he said, set a record of 115,000 
deliveries. 

Oldsmobile dealers delivered 
17,028 new cars in the second 10 
days of March, according to J. F. 
Wolfram, general manager. This 








10-day total was the second-high- 
est in history, topped only by the 
17,427 deliveries in the first 10 
days of March, Wolfram said. 

A Ford division spokesman said 
that sales of Ford cars were run- 
ning at alltime record levels and 
were 20 percent higher than a year 
ago. 

January and February were rec- 
ord months, he said, and prelim- 
inary reports put March in the 











| record-rending category, too. 
How Makers Fared 
| In Car Sales 
| January 
1955 Pos. Make 1954 Pos. 
1—89,814 Ford $1,413— 2 
2—77,810 Chev. 82,2338— 1 
3—50,588 Buick 23,679— 6 
| 4—47,364 Plym. 33,362— 3 
| 5—39,893 Olds. 13,777— 7 
| 6—36,614 Pontiac 24,655— 4 
7—21,249 Mercury 23,860— 5 
8—20,651 Dodge 11,583— 8 
9—13,347 Chrysler 9,033— 9 
10—12,530 Cadillac 3,219—14 
11— 8,963 DeSoto 6,964—11 
| 12— 8,338 Stude. 7,884—10 
| 18— 4,645 Nash 5,771—12 
| 14— 2,494 Hudson 2,941—15 
| 15— 2,179 Lincoln 2,669—16 
16— 1,690 Packard 4,094—13 
17— 727 Willys 1,404—17 
| 18— 201 Kaiser 479—18 
2,625 Misc. 1,768 
Total All Makes 
440,024 340,788 
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NO OTHER CAR EVER 


PACKARD with exclusive Torsion-Level Ride—the greatest ride development 
in automotive history—exceeds endurance marks and wins public acceptance! 


Traveling a distance greater than the earth’s circumference 
at better than 104 miles per hour, in an A.A.A. sanctioned 
and certified performance, a Packard test car with a pre- 
production engine topped all previously recorded speeds for 
this distance. Day and night, rain and shine, for ten grueling 
days Packard roared ’round the 244-mile track at express 
train speed. Mile after mile, hour after hour, automotive 
history was made. This was the final test for Packard’s great 
new V-8 engine . . . the engine that develops 275 horsepower 
in the Caribbean and 260 in the Patrician and Four Hundred 
models . . . the engine that delivers more driving force to 
the rear wheels at normal road speeds than any other 
American passenger car power plant . . . the engine that 
kept the test car traveling so far . . . so fast! 


And no other car ever captured the imagination of the 
motoring public so fast! Immediate and enthusiastic was the 
response to the sensational Torsion-Level Ride. Packard 
has completely eliminated conventional coil and leaf-type 
springs and uses a torsion suspension system to absorb and 





smother all road shocks. This is the greatest demonstration 
feature ever possessed by an American automobile. The 
Levelizer action, which keeps front and rear ends on a level 
line regardless of how light or heavy the passenger and 
luggage load, can be demonstrated right on the showroom 
floor. And a ride over a rough road is a real sales clincher! 


Automotive men say the new Packard and 1955 Clipper are 
outstanding in their price classes . . . high-powered for high 


DISTANCE 
25,000 miles 


TIME 
238 hours — 41 minutes 


SPEED 


104.73 m.p.h. — average 
INCLUDING ALL PIT STOPS 
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TRAVELED 
SO FAR...SO FAST! 


performance . . . styled to stand out . . . constructed with There are still opportunities in a few selected areas to 
incomparable craftsmanship. Knowing this, dealers in record associate yourself with the company and cars that are going 
numbers are signing the franchise with two great lines of so far ...so fast! 


cars tailor-made to meet the demands of their markets. 


Keeping pace with its progress in products is Packard’s PIAL — 
progressive concept of dealer relations. The right to make ie (TAL al (mA 


er 


a living and do a little living at the same time is the basis 
for a sound future for the dealers who acquire the valuable 
Packard franchise. It is tremendously impressive that more 
than 1,000 new dealers have endorsed the Packard dealer- 
relations philosophy by signing the Packard franchise. 


A New Era of Dealer-Factory Relations! 


PACKARD DIVISION 





STUDEBAKER-PACKARD CORPORATION 
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AUTOMOTIVE WASHINGTON 


Capital Called ‘Natural’ 
For NADA Convention 


By William Ullman 


hington Correspondent 

a Capital’s second largest industry—the tourist busi- 
ness—got under way for the 1955 season last week with 
the annual Cherry Blossom Festival. 
Washington’s largest industry, of course, is the Federal 


Government. 


About 4,000,000 visit annu- | 


ally and come by train and 


bus, but mostly by auto. 

It is estimated that they spend 
about $250 million, which—in great 
measure — soothes the headaches 
they create. 

In addition, there are many busi- 
ness conventions, but these have 
been falling off in recent years, 
mainly due to inadequate hotel fa- 
cilities. 

There probably will be more 
again due to a happy circumstance 
which provides an optimistic out- 






















aera 
| look for the next NADA gathering. 
NADA’s new home should be 





William Ullman 
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ready for occu- 
pancy by conven- 
tion time and two 
of Washington’s 
largest and finest 
hotels are con- 
structing spacious 
additions which 
also should be 
completed in time. 

These are the 
Shoreham and the 
Sheraton Park 


twin convention 








headquarters located somewhat 
away from the business heart of 
the city, but not too far. 

The new Sheraton Hall just 
added to the Sheraton Park Hotel 
will be a happy spot for both the 
NADA equipment exhibition and 
the business sessions. 

Together with their first view 
of NADA’s new Washington 
headquarters, those attending the 
convention may look forward to 
@ personal greeting promised by 
President Eisenhower. 

He will address the delegates in 
surroundings unsurpassed any- 
where for comfort and beauty. Both 
hotels house many of Washington’s 
official and social dignitaries. A 

watchful eye and a good memory 
will bring you face to face with 
many famoug news-names. And you 
will find most of them friendly, 
everyday people, even as you and I. 
* oJ * 


Happy Circumstance 

Pa thought in holding the 
1956 convention in Washington 

was, naturally, to coincide with the 

opening of NADA’s own building. 

Then, it looked like the National 


Guard Armory would have to be} 


used for the equipment exhibition 
and the business sessions. 
That is why it is a happy cir- 


SYTHOIVIGIATO 


Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 
Stromberg* — the carburetor built for lasting performance. 


ECLIPSE MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 


Stromberg* Carburetor & Bendix* Electric Fuel Pump & 
Bendix* Folo-Thru Starter Drive Ss 


mance in Today’s Cars 
f be Tomorrow’s 
strongest Selling Point! 


1955 


cumstance that both the Shoreham 
and Sheraton Park decided to en- 
large their convention facilities. 
The two adjoining hotels became a 
natural for the NADA convention. 


Many of the delegates probably 
will stay downtown, near the 
NADA building. There are plenty 
of good hotels nearby—the May- 
flower, Statier, Carlton, Hay- 
Adams—and it is but a short and 
easy run through pleasant scenes 
to the Shoreham and Sheraton. 

NADA officials believe the 1956) 
convention will be the greatest in 
association history. It should—con- 
sidering the historical and political 
importance of Washington, the at- 
tractive setting provided by the 
Shoreham and the Sheraton Park, 
and the added fact that one Dwight 
D. Eisenhower has promised to be 
present. 

Here is the 1956 NADA conven- 
tion committee: 

A. Leftwich Sinclair jr., Wash- 
ington new-car dealer, chairman; 
Foster W. Talbott, Baltimore, vice- 
chairman; James A. Ayres, Chatta- | 
nocga; Allen Mims, Rocky Mount, | 
N.C.; Paul R. Lauritzen, Richmond, | 
Va.; Orville R. Harrod, Frankfort, | 
Ky., and Maurice J. Murphy, man- | 
ager, Automotive Trade Assn. 

Walter M. Kiplinger is the NADA 















| of 


|; of escape highways 
| needed. 


| sales. 


promotion director in charge of 
conventions, and LeRoy J. Smith, 
exhibition manager. 

+ * * 


Second World Meeting 


International Road Federa- 

tion, with headquarters here, 

last week announced that its sec- 

ond world meeting would be held in 

Rome Oct. 2-8. The first world con- 

clave was held in Washington in 
1952. 

Representatives from more than 
60 countries are expected to attend 
the Rome meeting. Gen. J. A. An- 
derson, commissioner of the Vir- 
ginia Highway Dept., will lead the 
discussion and evaluate papers sub- 
mitted on technical training for 
highway engineers, traffic engi- 
neers, and operators and mechanics 
road-building equipment and 
motor vehicles. 

* Ed * 


Colbert to Speak 
L L. COLBERT, president of 

Chrysler Corp., has been sched- 
uled for the leadoff address at the 
first general session of the 43rd 
meeting of the U. S. Chamber of 
Commerce, May 2, in Constitution 
Hall here. He will talk on “Ameri- 
ca’s Future.” 

Some of those to follow the 
Chrysler chief at later sessions 
include former President Herbert 
Hoover; Sen. Harry Byrd; Dr. 
Norman Vincent Peale; Robert 
Anderson, deputy Secretary of 


Defense, and Walter S. Robert- 


son, assistant Secretary of State 
for Far Eastern Affairs. 


More than 3,500 delegates and 


| visitors have made reservations for 
|the meeting, it was said. 
| x * * 


Highway Need Told 


ESTIFYING before the Senate 
Public Works subcommittee on 
roads, Val Peterson, Civil Defense 
administrator, declared that im- 
provement of highways is a vital 


| step toward protecting city-dwell- 


ers from H-bomb attack. 

Peterson contended that pre-at- 
tack evacuation of target cities is 
the only answer to the H-bomb and 
warned that an expanded system 
is urgently 


* x * 


| Rubber Plant Victory 


HE Administration has won a 
complete victory in Congress 
over the question of sale of syn- 


| thetic rubber plants to private in- 


dustry. The final round ended when 
the Senate voted 56 to 31 to reject 
a resolution disapproving of the 
Previously the House had 


| also overwhelmingly rejected a dis- 


*REG. U.S. PAT. OFF. 


AVIATION CORPORATION 





approval resolution. 
Eo * * 


|Market Inquiry Halts 


vos Senate Banking Committee 
has temporarily concluded its 
stock market study with Chairman 


| Fulbright stating the committee 


had not found any “major abuses” 
in the market. He also said he saw 
no need for any new legislation or 


| regulations now. 


Hearings probably will resume 
later this month with attention fo- 
cused on special phases of the mar- 
ket, such as proxies and tipster 


| activities. 


* * * 


Two on Carpet 


IONEERS, INC., Oakland, Calif., 

manufacturers of AD-X2, the 
battery additive, and the P. Soren- 
son Co., Woodside, N. Y., manufac- 
turers of auto parts and supplies, 
were back on the Federal Trade 
Commission calendar last week for 
formal hearings. Pioneers is 
charged with misleading advertis- 
ing and Sorenson with price dis- 
crimination in violation of the Rob- 
inson-Patman Act. 


‘Largest’ Prize Contest 
Set for Dodge Salesmen 


ATLANTA. — “The largest and 
most extensive prize contest ever 
conducted by Dodge” was unfolded 
here to dealers and salesmen from 
the Atlanta region by L. T. Hago- 
pian, Dodge merchandising man- 


ager. 
L. P. Jones, Atlanta regional 
manager, said that a complete 


newpaper advertising program will 
be conducted in support of the 
dealer-salesmen incentive program 
designed to further encourage 
Dodge sales. The new contest is 
called “Take Command” and will 
run through May 10. 


= 





— A —--- 
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Why is it that Holiday readers get such a kick out 
of taking the family buggy for frequent and lengthy 
spins? 

Whatever the reasons (and there are plenty), 
they certainly leave the rest of the nation’s auto 
owners miles behind. 

For instance, Holiday families take a liberal aver- 
age of nearly 3 vacations annually (mostly by car). 
They drive an astronomical total of 15 billion miles 
per year .. . the equivalent of 80 round trips to the 
sun and back. These people know our highways 
and byways from personal experience. 

We’re talking here of a circulation of about 
850,000 families . . . and an even larger number of 


Some people are more at home on the road... 


cars (well over a million! ). Obviously a big market, 
not only for new models but also for spare parts and 
services, with a potential of 9 million spark plugs, 
2% million oil filters, and 600,000 batteries, to 
name a few. 

And, in Holiday, you cultivate these families at 
just the right time! For Holiday puts its readers in a 
motoring mood. It prods their restless imaginations, 
puts a gleam in their eyes and a road map in their 
hands. 

More than 50 of the nation’s top automotive ad- 
vertisers currently do their selling in these pages. 
Just shows that when it comes to getting results, 
there’s no place like Holiday. 
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AUTOMOTIVE NEWS PLATFORM 


¥ !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


“Stimulator dealers,’ with inferior facilities in fringe lo- 
calities, today are causing established new-car dealers more 
trouble than lots selling bootleg cars, reports Fred M. Sutter, 
head of NADA’s Industry Relations committee. 


These dealers last about as long as the fast buck is to 
be made, and the factories are to blame, says Sutter. 


Announcing NUCDA’s intentions to oppose NADA’s leg- 
islation to outlaw bootlegging, President Ray Miles declares 
the proposal is “seeking a monopoly of automobile retailing.” 


The used-car dealers’ view on a grave problem. 


Assn. of Better Business Bureaus, Inc., reports a sharp 
rise in the number of complaints against auto dealers during 
the past year, with advertising getting the most attention. 


Have you taken a good look at your dealership’s oper- 
ations lately? 


Both U. S. and Canadian auto makers have been rewriting 
the production record book during the past few weeks, and 
there are more alltime marks in the offing. 


_Wonder where the saturation point is, or is there sech 
an animal? 
* a * 


The entire stock of 47 million cars now in the hands of 
American motorists has a market value of more than $35 
billion, according to L. Walter Lundell, C.1.T. vice-president. 


They won’t be worth that much very long, if they don’t 
get some good roads to travel on. 


“If through the medium of the ‘no-money down’ plan we 
make new-car buyers out of those who are logical used-car | 
buyers, we will hurt our used-car market which in turn will 
hurt our new-car sales,” NADA President Frank Yarnall | 
told the American Banking Assn. 


He warned that, unless something is done about the 
current crazy credit, Regulation W controls will be re- 
instated. 


| 
| 
| 
| 








Events 


Dealer Conventions 
Apr. 13-14—Automobile Dealers Assn. of 
— Claypool Hotel, Indianapolis, 
Ind 
Apr. 
Assn., 
Ariz. 
May 5-7— North Carolina Automobile 
oo Assn., Pinehurst inn, Pinehurst, 


‘17-19 — Arizona Automobile Dealers 
San Marcos Hotel, Chandler, 


May 10-11—Massachusetts State Automo- 
—. Dealers, Statler Hotel, Boston, 


Mey? OI. 23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 


tle Beach, S. = 
May 23-24 — Idaho Automobile Dealers 
Assn., Boise Hotel, Boise, Ida. 


May 26-28—W ashington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 

June 19-2I—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michi an. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Dealers 
— Samoset Hotel, Rocklane, 

Sept. 


"16—24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 


Sept. 16-17 — New Mexico Automotive 
ae Assn., Nickson Hotel, Roswell, 


Sept. 18- 19— South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19 — Minnesota Automobile Dealers 
oe Radisson Hotel, Minneapo 


Sept 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsylvania Automotive As- 
= William Penn Hotel, Pitts- 
burgh, 

Sept. 26-27 — Texas Automotive Dealers 
—— Shamrock Hotel, Houston, 
exas 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel oo Haddon Hall, Atlantic 


City, 

Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H, 

Oct. 9-10—Georgia Automobile Dealers 
een Bon Air Hotel, Augusta, 


Oct. 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Oct. ~~ Florida Automobile Dealers 
nm Sans Souci Hotel, Miami Beach, 


a. 

Oct. 26-28—Arkansas Automobile Dealers 
Assn., Moror Hotel, Little Rock, Ark. 

Nov. |—Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn, 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov. [3-14 — 20th Annual Convention, 
Automobile Dealers Association of 


_. Tutwiler Hotel, Birmingham, 


Nov. 13-15 — Ohio Automobile Dealers 
a) Netherland Plaza Hotel, Cincin- 
nati 

Jan. 28-Feb. 1—39th Annual National Au- 


tomobile Dealers Association Conven- 
tion aaa, D. 

Jan, 28-Feb. I|—39%th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* 2. *¢ 


Dealer Auto Shows 


i 20-23—Danville Auto Show, Danville, 

irginia. 

April ae terhridge Automobile Show, 
Mobridge, 

April 22- 
Pierre, S. 

April =e. — Winner Automobile Show, 
Winner 

Jan. 1g-Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 


(See CALENDAR, Page 56, Col. 4) 


oo Tn Automobile Show, 


20 Years Ago ai 
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“AND THIS /s THE 
WAY THEY LEARNED 
Te CVT ACCIDENTS 
BY 20% LVE Te 
MECHANICAL DEFECTS 

ar THE WNKERS 








@ TRE NOTED GOLFER 
IN THE BACKGROUND 
HAS ONE OF THE 
BEST DEFINITIONS 

n YET- HE SAYS: 

"/TS JST ANEW NAME 
FOR AN OLD TREND” 





Letterbox 





‘Moan Too Much? ... ” 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request, Address Ed‘tor, Automotive News, Detroit 26, Mich. 





Profit, Not Tears 


ix- 1 is all the 
Six-tenths of 1 percent is y | who handles them. 


deserve! 

I recently attended the NADA 
convention in Chicago, and listened 
with interest tinged with disgust 
to new-car dealers crying over 
their plight, and blaming everyone 
for their predicament except them- 
selves. 

They “Wanta make a law” for 
this, that, and them, that will guar- 
antee a profit, with no thinking, 
planning or effort except what may 
be involved in tomorrow’s golf 
game, tonight’s cocktail party or 
where shall we spend the winter. 

In view of General Motors profit 
of nearly 20 cents out of a dollar 
received, it is utterly ridiculous 
that dealers prove to their factories 
that Barnum was right. 

Let’s get a few facts straight. 

First, no so-called bootlegger or 


The Big Stories 


Incorporation of a new company to be known as Pierce-Arrow 
Motor Corp. has been effected, following the signing of a Federal 
Court decree approving the reorganization of Pierce-Arrow Motor Car 
Co. Arthur J. Chanter, president of the old company, will be president 


and chairman of the board... 


February sales of new cars through- 


out the U. S. totaled 170,615 units against 94,887 in February, 1934, a 


gain of 79.81 percent ... 


Graham-Paige Motors Corp. showed a 


profit in excess of $100,000 during the first quarter, during which 
period it shipped 8,752 cars, compared with 5,702 for the like period 


a@ year earlier . 





. A new convertible coupe with unusual strength 


and rigidity is manufactured by Plymouth and sells for $695. It fea- 
tures two frames, one the regular chassis frame, the other a sub-frame 
built inside the convertible body. The two, bolted together, form a 
steel girder comparable to girders used in the construction of sky- 


scrapers. 


—From the files of Automotive News. 





| used-car dealer can buy a new car 


for less than the new-car dealer 


Second, it is a simple matter for 
a dealer to find out what it costs 
to sell a new car. Merely divide 
the total expense of that depart- 
ment by the number of cars sold 
(the past 12 months) to get this 
figure. 

Third, find out the wholesale cash 
value (by proper appraisal and 
market study) of the used car 
being traded. 

Fourth, figure out the actual gross 
profit in the new car being sold, 
and deduct expense of selling it, 
plus a few dollars for net profit. 

Fifth, take the difference left, 
between new car gross and expense 
plus profit, and add that to the 
used-car wholesale net value. This 
is the total, final and most allow- 
ance you can make on that deal. 
Try for less! 

Sixth, buy only what new cars 
your experience tells you you can 
sell in a given period, and cut it 
short before the end of the model 
year—unless the factory gives a 
big, and I mean big, “kickback.” 

Sure, we have three to one trying 
to make a sucker out of us; 
namely, the factory, the public, and 
our own salesmen selling us the 
deal. 

Let’s be the boss for a while and 
write our own ticket. Who cares 
who sells the most cars; let’s make 
more money. 

Let’s quit being suckers! 

Just a mouthy Nash dealer with 
5.3 percent net who is sickened at 
seeing dealers throw away life’s op- 
portunity in the highest volume 
sales years we have knewn in my 
29 years in this business.—Luoyp L. 

(See LETTERBOX, Page 50, Col. 5) 
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e \ New i on » dakine. 


‘CHEVROLET i= 


Task-Force 
T R U > K S Brawny, heavy-duty styling that matches the job! 





43 -—— 







A great new measure of 


TRUCK VALUE 







Fresh and functional, light- and medium-duty styling! 






.. designed to bring 


Chevrolet 


Dealers even greater 
leadership in truck sales in 1955! 











Chevrolet Motor Division, 
General Motors Corporation, 
Detroit 2, Mich. 









News to Note... 





HARTFORD, Conn. — Massachu- 
setts and Connecticut authorities 
have arrested eight men allegedly 
involved in a ring to obtain driving 
licenses for non-English speaking 
persons unable to pass reading and 
writing requirements. 

Police said the fraudulent licenses 
sold for as high as $45 to Cuban 
and Puerto Rican laborers on the 
Connecticut River tobacco farms. 
The legal cost is $2 for the exam- 


‘ination and $8 for the actual li- 


cense. 
* * * 


Thirty-ninth Goodyear Plant 


To Be Built in Venezuela 

AKRON. — Goodyear Tire & 
Rubber Oo. hag announced plans 
for a new tire plant in Venezuela, 
about 100 miles from the capital 
city of Caracas. 

P. W. Litchfield, chairman of 
the board, said the factory would 


Wagner welcomes a searchin 
supplying products that give dependable service and cus- 
tomer satisfaction. Wagner products have set the standard 
of quality since the introduction of hydraulic brakes. 
All Wagner Lockheed Brake Parts for replacement use 
are manufactured to the same specifications, by the same 
machinery, as parts used in complete assemblies for 
original equipment. Your customers can look ahead to 
long, trouble-free service ... complete operating safety. 
The Wagner Lockheed line of hydraulic brake parts is 
the most complete on the market, and includes numbers 
not easily obtainable elsewhere. Every make and model 
of vehicle is covered. Parts are available individually or 


Auto World in Brief 





be the seventh Goodyear plant in 
Latin America and 39th in the 
world. He said it would be com- 
pleted by the end of the year. 
Production, said Litchfield, will 
consist of about 500 tires a day 
to start. 


oe + + 
Airline Cited for Safety 
CHICAGO —American Airlines 
has received the National Safety 
Council’s Award of Honor for its 
employe safety record in 1954. 
American Airlines employes estab- 
lished a new company record of 
89 disabling injuries per million 
manhours worked. The previous low 
was 11.4 set in 1953. 
* +” > 


Canada’s Exports Fall 


OTTAWA. — January exports of 
passenger cars increased to $214,- 
000, in contrast to $195,000 in pre- 


ceding month but still below the! 





AUTOMOTIVE NEWS, APRIL 4, 1955 


$409,000 in January last year, the 
Canadian Government has reported. 
Exports of trucks increased sharp- 
ly to $705,000 during January, 
against $439,000 in the previous 
month and $323,000 in January a 
year ago. 
a. + * 


Chain Belt Expands 


MILWAUKEE. — Chain Belt Co. 
has bought 47 acres near Downers 
Grove, Ill., for the purpose of ex- 
panding its Shafer Bearing division. 

* od om 


Tariff Appeal Allowed 

OTTAWA.—The appeal of Gen- 
eral Supply Co., of Canada Ltd., 
Ottawa, from a decision of the Min- 
ister of National Revenue that an- 
giedozers imported into Canada 
should be dutiable under a tariff 
section of lower rates was allowed 
by the Tariff Board of Canada here. 


* * * 


Swedish Car Population 


Rises to Half Million 
STOCKHOLM, Sweden. — The 


car population of Sweden is a lit- | 


tle over 500,000, according to the 


American Automobile Assn.,mak- | 


ing the country Europe's most 
highly motorized territory. There 
now is one car for every 13 


..-For safety’s sake insist on genuine 


WAGNER’ LOCKHEED BRAKE PARTS 


(available as replacements for all hydraulic brake systems) 


look at its reputation for 


Wagner Products are used a 


in factory-sealed kits. Cylinders are supplied in complete 
assemblies or parts may be purchased separately. 


See your nearest Wagner Jobber or write us. 


Wagner Electric @rporation 
6393 Plymouth Ave. © St. Louis 14, Mo., U.S.A. 
(Branches in principal cities in U. S. and in Canada) 
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Koup Adds Studebaker— 


In Watertown, N. Y., Alfred Koup (left), president of Koup’s Garage, Inc., signs 
the Studebaker franchise, while Don A. Reckeweg, district sales manager, looks on. 
Koup will continve te operate the Packard dealership which he has had since 1939. 


Swedes. In 1951, Sweden had only 
250,000 cars. 

Because of currency restric- 
tions, Sweden seeks to slow the 
| expansion by the imposition of a 
| 10 percent sales tax on both new 


Youngsters are coached to “look both ways” before crossing 
streets ...it will pay YOU to be equally cautious when purchasing 
brake parts for service needs... 








YOU can depend upon WAGNER QUALITY because 


s original equipment by 


manufacturers of cars, trucks, buses, and trailers. 


PEE ae 








and used cars, but dealers expect 
to sell at least 100,000 vehicles 
each year at an average price of 
$1800. The major part of Swed- 
en’s automotive imports comes 
from Britain and Germany. 

* * * 


Transit Riders Decline 


OTTAWA.—Fewer passengers 
were carried by urban and inter- 
urban transit systems during 1954 
than in 1953, with passengers drop- 
ping to 1,338,708,673 against 1,401,- 
924,392, the Canadian Government 
has reported. 

* * © 


Name Changed 


OTTAWA. — Studebaker Corp. of 
Canada, Ltd., has been granted sup- 
plementary letters patent by the 
Secretary of State Department, 
changing the corporate name of the 
company to Studebaker-Packard of 
Canada, Ltd. 

* 


* + 


| Goodyear Plant in Venezuela 


AKRON.—Goodyear Tire & Rub- 
ber Co. will build a tire plant in 
Valencia, Venezuela—the 39th pro- 
duction unit in Goodyear’s manu- 
| facturing facilities, and the 17th 
| foreign plant. 

a 


+* * 


Canada Aluminum Up 


NEW YORK. — Plans to more 
than double the capacity of Can- 
ada’s big aluminum smelter at Kiti- 
mat, B. C., to meet increasing U. S. 
and world demands have been an- 


nounced. 
* * = 


7 Ford Dealers Honored 


MILWAUKEE.—Awards for out- 
standing operations in 1954 were 
made to the following seven Mil- 
waukee Ford dealerships: W. M. 
Heiser Co., Northwestern Motor 
Car Co., Al Shallock, Inc., Robert 
Soerens Ford, Inc., Schwister Mo- 
tor Sales, Knippel-Selig Co. and 
Venus Motors, Inc. 

* x - 


Bus Escapes Ordered 


ALBANY. — The Public Service 
Commission has ordered push-out 
escape windows installed in all new 
{school and inter-city buses. The 
| regulation will require at least five 
windows on inter-city buses built 
after July 1, 1955, and at least two 
|plus a push-out windshield on 
a buses built after Sept. 1, 
1955, and will permit use of push- 
out windows on city buses. 

* a * 





| Failure to Convey Title 


| Draws Fine in Hlinois 


| SPRINGFIELD, Ill. — Thomas 
|Sagle, operator of Sagle Motors, 
|was fined $5 and ordered to pay 
| $25 court costs after pleading guilty 
|to selling a truck without deliver- 
| ing the title. 
| Assistant state’s attorney J. Wal- 
|do Ackerman said Sagle turned 
| over the title to the purchaser after 
the suit was filed in County Court. 
. ~ * 


| Yarnall to Address 


Old Timers in N. Y. 


PHILADELPHIA. — R. A. Harp, 
president of Auto Equipment & 
Service Co., Inc., has been elected 
regional vice-president of Automo- 
bile Old Timers for the North At- 
lantic States. 

The life membership has been re- 
duced from $150 to $100, the club 
| reported. Frank H. Yarnall, NADA 
| president, will address the club’s 
| (Continued on Page 60, Col. 3) 
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AUGMENTER EXTRAORDINARY 


@ Noah Webster’s book defines an augmenter as “‘one who or that 
which augments—enlarges, increases in size, amount, or degree; 
makes bigger.” 


That describes what Town Journal does to a ‘T’! 


Increasing the size of the audience reached can be a real problem 
for big advertisers. If the list is large, much if not most of any added 
circulation is likely to be only another approach to substantially the 
same audience. Town Journal has demonstrated an extraordinary 
ability to reach out and bring in important new customers in quantity 
at low cost. Literally, it’s like buying two and one half million circula- 
tion at a out half price! 


The how and why of this is easy to understand. Town Journal 


~ 

| THE LARGER Y | majors among small town and rural families. It competes with neither 

| ER YOUR LIST THE MORE YOU GET | farm nor urban media, complements both. 

| FOR YOUR MONEY WHEN YOU ADD TOWN JOURNAL | 

| Total Gross Circulation Size of Urban Magazine Required | Couple this with Town Journal’s unique ability to deliver high 

of your List of to Add Same Amount of | readership ratings among both men and women in the prosperous 

Urban Magazines New Circulation as TOWN JOURNAL : Country-Side market and it becomes easy to see why an ever-growing 
10,000,000 2,203,000 Ste : ‘ ‘ 

| 15,000,000 2.412.000 | number of the nation’s leading advertisers are buying Town Journal. 

| 20,000,000 2,466,000 | 

| 25,000,000 2,496,000 | 

j 30,000,000 2,615,000 | 

| TOWN JOURNAL has a low base rate per page per thousand. Unlike other magazines, | ? oO Wa 4d ad oO U re PG A i 

| TOWN JOURNAL concentrates among countryside families. That is why TOWN JOURNAL, | 

| with 1,600,000 circulation, adds new readers like an urban magazine with 24 million cir- | THE MAGAZINE TOWN FAMILIES DEPEND ON 

culation at about half the price. 

| Source: Farm Journal—Town Journal Research Department | Published by Farm Journal, Inc., P. hiladelp hia 5, Pa. 

a a a a a a { GRAHAM PATTERSON, Publisher RICHARD J. BABCOCK, President 
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v2 been told that further reduc- 
tions in wheel diameter will have 
no significant effect on car height. 
Yet, the impression remains that 
forces already at work may bring 
wheel sizes down to 13-inch diam- 
eters within three to five years. 
Since such a development would 
be feasible only after a tremendous 
amount of work on the part of 
automotive engineers (particularly 
those responsible for brake sys- 
tems), I was curious to find out 
just where the pressure for the 
smaller wheels is coming from. 
After sounding out several peo- 
ple on this subject, I find that no 
single, clear-cut answer is forth- 
coming. Stylists do want smaller 


TURNINGS 


John T. Benedict 


Engineering Editor 
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wheels—but apparently for es- 
thetic reasons that are entirely 
divorced from the minor car 
height reductions made possible 
by taking another two inches off 
wheel diameter. Wheel develop- 
ment also is tied in with body 
contour trends desired by stylists 
and body engineers. And design 
freedom gained by use of inde- 


pendent rear suspensions is a fac- | 


tor that should not be overlooked. 
In addition, tire considerations 








picture as a means of gaining lower 
unit pressures desired for the 
much - talked - about “car-lifetime” 
tire. 

Harley Ear] is said to have been 
a pioneer in advocating smaller 
| wheels. A possible clue to thinking 
in GM’s styling section is the La- 
Salle Motorama dream car—which 
has 13-inch wheels. 

Since the day of the 20-inch 
wheel, the curve of wheel diam- 
eters has sloped steadily downward. 
The signs are plainly seen that 
there is to be no permanent level- 
ing off at the present 15-inch size. 
Progress must be served — despite 
the groans and protests emanating 
from brake, wheel and chassis engi- 
neers. 





Limited Automotive Use 


For Electroless Plating 

| FNFORMATION on the Kanigen 
process of catalytic chemical 

nickel plating may be of interest 

to those who have heard the term 


are related to the ideas of those/| “electroless nickel plating” but are 
who look toward use of a wide-|as hazy as I was concerning the 


rimmed “hub” as the eventual goal 
for wheel development. This “dou- 
ble - pyramid” (cross - section) tire- 


wheel combination might enter the 


technique and its applications. 
Richard Landon, of General Ameri- 
can Transportation Corp.’s Kanigen 
division, informs me that no elec- 





trical currents are used with the 
Kanigen plating process. 

A hard, comparatively brittle 
nickel-phosphorous alioy is de- 
posited entirely by chemical re- 
duction. Composition is about 93 
percent nickel and 7 percent phos- 
phorous. The coating has excep- 
tional adhesion, with very low 
porosity. Landan says that zero 
porosity can be demonstrated in 
coatings as thin as 0.25 mil en 
highly polished plates. 

Plated hardness is about 49 Rock- 
well C, with an extreme hardness 
of 64 Rockwell C attainable by heat 
treatment. Further heat treatment 
reduces hardness somewhat, but in- 
creases ductility and gives maxi- 
mum wear resistance. 

An unusual feature of the chem- 
ical nickel-plating system is its 
ability to coat uniformly on all sur- 
faces of a part immersed in the 
bath. The description “100 percent 
throwing power” means there is no 
tendency to build up plating on 
edges or thin out in corners. (With 
electroplating processes, plated 
thickness varies across the contour 
of curved parts.) 

The ability to produce constant 
plating thickness makes chemical 
systems useful in plating parts of 
intricate shape, particularly those 
that would be impossible to plate 
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Ask for a free copy 
of this booklet on 
Automobile Dealer 
Accounting Systems. 
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Now car dealers can 


mechanize accounting 
without changing their 


factory-approved system 


With this accounting machine, the versatile 
Burroughs Sensimatic, you can mechanize to 
economize—and still conform to your factory- 
recommended system. All forms go through the 
machine, and the all-important Distribution 
Journals can be prepared three times faster! What’s 
more, changes in procedures, or growth of your 
dealership, won’t make the Sensimatic obsolete. 
The exclusive sensing panel—the master control 
that provides automatic operation—can be easily 
changed to adapt your machine to any new jobs. 
For the full story, and a quick demonstration of 
this easy-to-use accounting machine, call the 
branch office that’s listed in your telephone 
book. Or write to Burroughs Corporation, 


Detroit 32, Michigan. 


Burroughs and Sensimatic are trade-marks 


Burroughs 





PARTS, ACCESSORIES AND SERVICE 


cost cost SALES 
600 4as0 
or 2az a 247 : cR 40! 
A5 


¢c F 
PARTS-REPAIR ORDER 


32.01 27 
32.02 38.35 2301 | 36.35 
32.03 1.57 94; 157 
32.04 a8 24| 40 
32.05 2.87 244| 287 
77.63 8.30 133| 250; 180/| 3.20 
7764 18.05 305| 5.55 
7765 | 16.85 5.47| 995| 414| 690 
16.25 
69.9941 86.84 40.7742 2.87+3 4 ‘ 
86.84 24.4642 Asses 9.8544 5.9445 


by other methods. According to 
Landon, corrosion resistance of 
Kanigen plating is exceptional— 
and even surpasses pure nickel in 
many instances. 

* * * 


Coating Applied Directly 
To Surface of Metal 


i es chemical] plating may be ap- 
plied to such materials as iron, 
steel, copper, brass, bronze and 
aluminum. A plated coating is de- 
posited directly on the base metal, 
with no intermediate coating or 
processes other than a thorough 
cleaning. Present specialized appli- 
cations cited by Landon include 
“fairly wide acceptance for aircraft 
parts,” plus uses in hydraulic cylin- 
ders, valves, heat exchangers, bak- 
ery equipment and screw convey- 
ors. 

An application presently under 
development is a thin coating on 
aluminum to make the metal more 
solderable. Chemical nickel plating 
also is said to have wide usage as 
an adhesive base for electroplating 
over plastics, such as for printed 
circuits. 

Most applications to date have 
been in the industrial field, since 
such designs frequently require 
good corrosion and wear protec- 
tion on parts of complicated 
shape. Recent developments lead- 
ing to plating of high brilliance 
are said to indicate that there 
may be applications in the deco- 
rative field where unusual corro- 
sion protection is required. 

In the automotive field, the chem- 
ical plating process also has been 
used on high-temperature steels 
|and other special items for which 
electroplating was unsuited. A plat- 
ing specialist at one of the Detroit- 
area companies told me that such 
chemical systems now are being 
applied experimentally on a num- 
ber of highly specialized machine 
parts. 


He said that so far the electro- 
less processes are feasible princi- 
pally for parts on which uniform 
plating distribution is functionally 
important, and for applications 
where quality of the plated coating 
is so essential that the high cost of 
chemical plating techniques is jus- 
| tified. In his opinion, there is little 
| likelihood that the precision plat- 
| ing systems will supplant present 
| techniques used for such high-vol- 
|ume plated parts as bumpers and 
automotive hardware. 

We have, however, begun to hear 
|about a new “double-nickel” elec- 
|troplating system that is said to 
'look promising. It’s already being 
| used experimentally in bumper 
plating by one of the automobile 
manufacturers. We'll try to pass 
|along some of the latest informa- 
| tion on this process in a forthcom- 
ing column. 


Packard Sets Up 
‘Zones in Memphis 


And St. Louis 


DETROIT. — Packard division, 
Studebaker-Packard Corp., has es- 
| tablished new sales zone headquar- 
|ters in Memphis and St. Louis, 
| bringing to 21 the number of Pack- 
| ard zone offices in the U. S. 

Dan O’Madigan jr., Packard gen- 
eral sales manager, said addition 
of the two Zones brings the factory 
field sales operations up to a level 
necessary to maintain effective liai- 
son with Packard’s larger dealer 
organization. 

The Packard dealer force now 
totals 2,000. Dealers were added at 
800 points during the last quarter 
of 1954. 

Named Packard zone manager at 
Memphis was E. E. Keith, formerly 
manager of the Packard dealer de- 
velopment department in Detroit. 
Keith has spent his entire business 
career in the retail and wholesale 
areas of the auto business. 

Named St. Louis zone manager 
was M. A. DuPont, formerly assist- 
ant zone manager at Detroit. Du- 
Pont has been with Packard sev- 
eral years. 


Gullick Sells Out 


Al Gullick, a Pontiac dealer in 
Paris, Tex., for 27 years, has sold 
Al Gullick Pontiac Co. to W. G. 
Hollowell, who has been in the auto 
business in Dallas and Fort Worth. 
The firm’s name has been changed 
to Hollowell Pontiac. 
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| AUTO SERVES INDUSTRY 
dav Propucts 


OF THE HIGHEST QUALITY 


’ .. .WITH MORE THAN 





From the early days of the automotive industry, | the name Auto-Lite—the best-advertised name 
Auto-Lite has earned a reputation for building in the automotive aftermarket. It is reflected, 


products of the highest quality and dependability too, in the established Auto-Lite service facilities 


for cars, trucks, tractors, planes and boats, as 
well as for our government and industry. That 


quality is reflected in the public acceptance of 


throughout the world. Today’s buyers know 
“You’re Always Right . . .With Auto-Lite.” 
THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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BATTERIES * BUMPERS & GRILLES * CASTINGS — Gray Iron, Zinc and Aluminum 

HEADLIGHT DIMMERS * FUEL PUMPS * GENERATORS * HORNS * IGNITION 

UNITS © INSTRUMENTS & GAUGES * LIGHTING UNITS © METAL FABRICATED 

ASSEMBLIES * MOTORS — AUTOMOTIVE FRACTIONAL © STARTING MOTORS 

SPEEDOMETERS * SPEEDOMETER CABLE * PLASTICS * SEAT AND WINDOW 

MOVING MECHANISMS * SPARK PLUGS * SWITCHES 
WINDSHIELD WIPERS * WIRE & CABLE 


DETROIT PUSLIC LIBRARY 
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the someone in authority is a good 
checker. 3 
* 


Monthly Control Figures 


ERE are a few of the control 

figures that should be recorded 
each month on a columnar sheet 
in the form of a running record 
by months: 

“Fixed expense,” which is the 
grand total expense of the business 
less the selling expense items, 
namely, new and used-car commis- 
sions, fitting and delivery and war- 
ranty and policy expenses. How- 
ever, these so-called fixed expense 
items are not definitely fixed, they 
are only classified as such in this 
business because for the most part 
they all have to be paid out each 
month regardless of whether or not 
a dealer sells any merchandise dur- 
ing the month. 

They are mostly all controll- 
able from the standpoint of oper- 
ations, budgets and checking. 
Therefore, don’t get the idea they 
cannot be reduced if and when 
volume should decline. However, 
the expense items in this fixed- 
expense group that are usually 
definitely fixed are rent and taxes. 
That’s why it is so important to 
guard against the building of ex- 
pensive and beautiful monuments 
in this business. 

The next control figure of impor- 
tance to be taken from the state- 
ment and shown on the monthly 
summary control sheet is “fixed 
income.” 

Here again this term is only a 
trade term and does not mean that 
this class of income is definitely 
fixed. This fixed income is the total 
amount of prime gross profit from 
the total sales of service, parts, ac- 
cessories, gas, oil and grease. Or, it 
is the difference between the price 
this labor and merchandise sold for 
and the price a dealer paid for the 
merchandise and labor performed. 

* * * 


Dealer Business Counsel 


It’s Time to Eradicate Consumer Notion 
That Dealer Profits Are Skyhigh 


By J. B. Van Tassel penses—is averaging less than 12 

Dealer Business Counsel percent of the total new-car selling 

The buying public has the gen-| price. New and used-car direct sell- 

eral idea that auto dealers collect | ing expenses such as commissions, 

big discounts and profits on the/delivery and policy expense will 

sale of new cars. It is not uncom-| average better than 6 percent. So 

mon to hear the discount on new/| you see we are a long way from a 

cars for dealers referred to as high |50 percent selling profit on new 
as 50 percent. cars. _ 

Is it any wonder buyers of cars In our business, where we op- 
are looking for big overallow- | erate on such a narrow margin 
ances and discounts? Maybe now | of profit, we also must be on the 
might be as good a time as any | alert at all times for stopping 
to make John Q. Public ac- | small leaks as well as the large 
quainted with the true profit and | ones. 
loss facts of dealers. Just the other day I was telling 

The factories do not hesitate one |#, dealer that I considered a good 
iota to publicize the fabulous prof- checker one of the prime requisites 
its they make on new cars, and it|°f &@ good manager. All the fore- 
is probably this kind of publicity | °@Sting and budgeting in the book 
that gives the public the idea that|Won't help you to make more 
Automotive Electric Assn. Elects— dealers make the same high ratios | Money or reduce your losses unless 


From left: E. N. Robinson, new vice-president of the Automotive Electric Assn.; of net profit on their car sales. Of Smith Buys Out Mill 
, reelected tary-t G. Z. Spencer, reelected president;|course, nothing could be further t ¥ er 
Richard Durham, reelected secretary-treasurer; pencer, reelected presi ; Miller Motor Sales (DeSoto- 


, and Earl Marks, vice-president. from the truth. 
21. Finn, wice-presifen en ee The new and used-car gross| Plymouth), Bellefontaine, O., has 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE. NEWS gives you the entire story every week throughout the year. 'profit—or profit before any ex- been sold to Paul J. Smith. 


Discover todays BIG PROFIT 
in brake fluid service with... 


New DU PONT No.7 
BRAKE FLUID KIT! 


Your customer's life is constantly at the mercy of de- 








Easy to Compare. 


| | pregency of the fact that both 
the items of “fixed expense” and 
“fixed income” are more or less 
fixed is the reason they should be 
placed next to each other on the 
running monthly control record. 

This makes it easy for a dealer 
to compare the amount of so- 
called fixed income with the 
amount of fixed outgo. Also, by 
dividing the amount of the dif- 
ference between these two items 
by 25 (provided your total of 
fixed expense exceeds your total 
amount of fixed income), a dealer 
can tell each month how much it 
costs to open the doors in the 
place of business each work day, 
exclusive of new and used-car 
gross profit. 


Filler tube \ 


e Dispenser 


® Shut-off clamp re 
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N° 7 Brake FLUIO 
DISPENSER 


a 
BLEEDER 


eed 3: Tat eed 


© Bleeder plug 
connection 


ONE-MAN OPERATION. You can now fill master cyl- 
inders and bleed brakes faster—easier than ever before! 
It does the TWO jobs . . . but at only a fraction of the cost 
of expensive brake bleeders. It’s portable, no air connec- 
tion needed . . . no aeration or fluid contamination possible. 
Patented 4-way bleeder plug fits most master cylinders. 
Turn out more profitable brake jobs per day. Ask your 


wholesaler today. 








PLUS = 200 Customer Mailers 


1 Wall Chart—tllustrating Effect of Substandard Fluid [ip 
i 


1 Window Poster 


pendable brakes. Yet a recent survey found over 70% 
of all cars in need of brake fluid. And 44% of brake 
fluids sold were below S.A.E. standards! 

To help you meet today’s big need for dependable 
brake fluid service, Du Pont makes this special offer 
of an amazing new one-man-operation dispenser- 
bleeder, your choice of Du Pont Brake Fluids, and 
business-getting mailers, stickers, posters—everything 
you need to build up a profitable brake fluid service. 

The customers are already on your drive—and they'll 
be repeaters. Brake Fluid requires annual flushing and 
refilling, plus regular checking. It’s a cinch to sell de- 
pendable stopping power with Du Pont No. “‘7” Brake 
Fluid. Get your kit today! 


SPECIAL OFFER! 


ASSORTMENT “A” 


2—Gallons Du Pont No.“‘7’’ Heavy Duty Fluid. .$8.40 
1—Dispenser-Bleeder, incl. Pressure Tank 11.95 i 3 
Regular Dealer Price. .$20.35 | 


SPECIAL INTRODUCTORY OFFER $13.35 


ASSORTMENT “B” 


1—5-Gallon Du Pont No.‘‘7" Heavy Duty Fluid. $20.00 
1—Dispenser-Bleeder, incl. Pressure Tank . ..11.95 
Regular Dealer Price. .$31.95 





DU PONT No&“7” PRODUCTS 











The next control figure of impor- 
tance is the so-called “percentage 
of absorption” or “overhead recov- 
ery.” This percentage is determined 
by dividing the total of the fixed 
expense into the total of fixed in- 
come. 

Example: Fixed income $500, fixed 
expense $1,000, percentage of ab- 
sorption is 50 percent. The closer a 
dealer can keep this control figure 
to 100 percent or better, the greater 
are the chances of staying in this 
business and making money in 
good times and bad times. It was 
this 100 percent absorption and bet- 
ter that kept dealers in business 
during the war years. 

Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, in care of 
Automotive Néws. 


Auto-Train Plan 


Hertz, Penn. RR Unveil 
Travel Idea 


WASHINGTON. — The Pennsyl- 
vania Railroad and Hertz Rent-A- 
Car System have announced jointly 
the expansion of a rail-auto travel 
plan which they said provides flexi- 
bility without driving on crowded 
highways between cities. : 

The companies said the plan is 
being extended to 46 communities 
in 11 states. It is the combination 
of longer journeys by rail with lo- 
cal use of automobiles. The railroad 
is installing service counters, man- 
ned by Hertz agents, in its sta- 
tions. 

Cars will be available for arriv- 
ing travelers, in instances parked 
at the stations, the firms said. In 
other stations a direct telephone 
line is being installed so that a car 
can be ordered in a few moments. 
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OMING THIS MAY...THE BIGGEST NATIONAL 
SAFETY-CHECK IN AUTOMOTIVE HISTORY 


Co-sponsored by the National Safety Council, the Inter-Industry Highway Safety Committee and LOOK Magazine 
















A Complet « Propram Guide For Your 


VeHCL SAFETY: “CHECK 
















The program will have the enthusiastic sup- 
port of local public officials, police depart- 
ments and civic organizations. And it will be 
spotlighted by local radio and TV stations 
and local newspapers. 

National publicity includes a dramatic, 
illustrated feature in the May 3 issue of 
LOOK Magazine, which reaches an audience 
of nearly 20,000,000 readers, every issue. 


This special ‘‘Tabloid’’ will put a safety 
message in the hands of every motorist going 
through the check lanes... and will tell them 
about free prizes which will be drawn at the 
end of the campaign. 


Here’s How LOOK Will Help You Cash In On More Than 
2,000,000 Car Checks In Over 300 Cities 


Free LOOK posters, like the one at left 
with arrow, will be made available to deal- 
ers and jobbers who tie in with the program. 

A detailed “Program Guide” has been pre- 
pared to help communities work out their 
safety-check programs. The Guide will be 
sent without charge to dealers and jobbers 
interested in sparking safety-check drives in 
their own communities. 


Terrific New Feature: 8-Page “Tabloid” Describing Free 
Prizes To Step Up Driver Participation 


LOOK advertisers who offer prizes will 
have them featured in the center spread of 
this “Tabloid.” Here also, is a big opportunity 
for dealers to offer prizes of their own in 
each local campaign. 


Plan now to put this program to work for you. For particulars, write: Automotive 
Merchandising Department, LOOK, 488 Madison Avenue, New York 22, N. Y. 


; | J ( ) iN gets results! 
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Sales Conditions in Various Areas . 





Auto Market Reports 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the week ended 
March 12 were nearly double those 
of the previous week, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s index of general 
business mounted to 184 percent of 
the 1985-39 average. This is the 
highest point reached since late 
1958. The index had been 160.9 in 
the middle of January. 

Pittsburgh steel mills boosted 
operations to 93.5 percent of prac- 

tical capacity last week, the high- 
est in 15 months. Bank clearings 
also were up sharply. 

According Se the Pittsburgh Au- 
tomobile Dealers Assn., January 
new-car registrations in ‘Allegheny 
County totaled 3,151, compared with 
7,422 in December. 

Registrations by make were: 
Ford, 606; Plymouth, 465; Buick, 


443; Oldsmobile, 318; Chevrolet, 
285; Pontiac, 268; Dodge, 161; Mer- 
cury, 147; Chrysler, 133; Cadillac, 
107; DeSoto, 68; Nash, 43; Stude- 
baker, 33; Hudson, 17; Lincoln, 16; 

14; Willys, 8; Imperial, 6; 
Kaiser, 3, and miscellaneous, 10.— 
(Leon M. Leffingwell.) 


+ * * 


Salt Lake City 


In the seven-day period ended 
March 16 a total-of 216 new cars| 
and 17 new trucks were registered 
in Salt Lake County (Salt Lake 
City). 


Car registrations were: Chev- 
rolet, 51; Ford, 45; Buick, 22; 
Pontiac, 20; Oldsmobile, 16; 
Plymouth, 16; 14; 
Dodge, 7; Cadillac, 6; Chrysler, 
6; DeSoto, 4; Willys, 3; Hudson, 
2; Hillman, 1; Imperial, 1; Lin- 
coln, 1, and Studebaker, i, 


| 


national, 6; GMC, 5; Chevrolet, 3; 
Ford, 2, and Dodge, 1 


* 2 * 


Providence 
February new-car registrations in 
the Providence district of Rhode 
Island totaled 1,153, compared with 
1,581 in January, according to fig- 





ures compiled by the Rhode Island 
Automobile Dealers Assn. 


February truck registrations 
were 90, compared with 125 in the 
previous month. 

registrations by make 
were: Chevrolet, 219; Ford, 218; 
Plymouth, 148; Buick, 131; Olds- 
mobile, 108; Pontiac, 74; Mercury, 
58; Dodge, 36; Cadillac, 35; Chrys- 
ler, 35; DeSoto, 23; Studebaker, 
17; Nash, 16; Packard, 11; Lin- 


Truck registrations were: Chev- 
rolet, 27; Ford, 26; Intevuational, 


Truck registrations were: Inter- | 17; White, 5; Diamond T, 4; Dodge, 


3; Mack, 2; Autocar, 1, and miscel- | 


laneous, 5.—(Ruth Eddy.) 


* * * 


Detroit 


The “little three” captured a 
| larger share of an expanding mar- 
|ket during February in Wayne 
County (Detroit), according to fig- 
ures compiled by the Detroit Auto 
Dealers Assn. 


Total registrations in February 
amounted to 16,837, compared 
with 14,610 in January. The "little 
three” got 2.01 percent of the 
January market — or 295 units, 
and 2.69 percent of the February 
total—or 452 units. 

Ford wag far in front with 4,188 
registrations, followed by Chevro- 
let, with 3,112. Plymouth and Buick 
waged a stiff fight for third, with 
Buick nosing out Plymouth, 1,678 
to 1,636. In fifth place was Olds- 
mobile, with 1,301. 

A three-way fight centered about 
sixth place. Contestants were Mer- 
cury, 1,015; Pontiac, 1,000, and 
Dodge, 976 

Other registrations were: Cad- 
illac, 696; Chrysler, 390; DeSoto, 
259; Nash, 124; Clipper, 105; 
Studebaker, 99; Lincoln, 88; Hud- 
son, 80; Imperial, 46; Packard, 


Easy “Pay as you Profit” plan lets an Alemite 
on-the-car wheel balancer go to work for you! 





Now you can own a new Alemite On-the-car Wheel 


Balancer the easy way. A small down payment, and 
then the wheel balancer is on your pay roll! Just one 
job a week meets the easy payments! 

8 out of 10 of your customers’ cars need wheel bal- 
ancing. And you get a big bonus because you make 


more tire sales, too! 


Only the Alemite On-the-car Wheel Balancer bal- 
ances everything from hub cap to casing all at once — 
up, down and even dynamically (side-to-side) ! No com- 


plicated attachments! 





Exclusive Vue-Scale Meter shows 
your customers the need for wheel 
balancing — proves wheels are bal- 
anced once the job is done. 















HERE’S WHAT OWNERS SAY ABOUT 
ALEMITE ON-THE-CAR WHEEL BALANCER! 


“Net profit paid for my balancer in just 110 days!” 


“T’m a small dealer and had doubts. . 
3 weeks my Alemite Wheel Balancer made 









J.S., Oregon 
. but in 





21; Willys, 3, and miscellaneous, 
20. 


Truck registrations were: Ford, 
426; Chevrolet, 261; Dodge, 118; In- 
ternational, 48; GMC, 27; Divco, 23; 
Diamond T, 4; Willys, 4; Mack, 2; 
Reo, 2; White, 2; Autocar, s and 
Studebaker, = 


Pein, Wash. 


February registrations in Pierce 
County (Tacoma), Wash., totaled 
515 new cars and 59 trucks for a 
total of 574 vehicles. 

This represented a drop of about 
9 percent from January, but was 
53 percent ahead of February of 
last year. 


The breakdown in cars showed 
Ford in first place with 123. Fol- 
lowing were: Chevrolet, 109; 
Plymouth, 46; Dodge, 38; Pontiac, 
36; Buick, 32; Oldsmobile, 28; 
DeSoto, 18; Chrysler, 16; Hudson, 
14; Mercury, 12; Nash, 11; Stude- 
baker, 11; Cadillac, 7; Packard, 
6; Willys, 5; Hillman, 1; Jaguar, 
1, and Volkewagen, 1. 

Truck registrations were: Chev- 
rolet, 15; Ford, 14; International, 
10; Dodge, 9; GMC, 8, and miscel- 
laneous, 3.—(R. E. Seonce.) 

* : + 


Cleveland 
Heavy automotive sales continue 
to make the car market in Cleve- 
land one of the best in recent years. 


New-car registrations in the week 
ended March 19 soared to 2,190, just 
under the yearly high and up con- 
siderably over the total of 1,928 for 
the previous week. 

Used-car sales set a record of 
2,280. They had amounted to 1,954 
in the previous week. 

The record week in new-car sales 
—for all time as well as for 1955— 
was 2,372 units in the week ended 
March 4.—(Sanford Markey.) 


Charlotte, N.C. 


New-car registrations in Mack- 
lenburg County (Charlotte), N. C., 
totaled 811, while the new-truck 
count amounted to 122. 

By make, car registrations 
were: Ford, 254; Chevrolet, 174; 
Buick, 80; Oldsmobile, 70; Plym- 
Pontiac, 56; 





4; Studebaker, 4; Hudson, 1: 
Nash, 1, and miscellaneous, 2. 
Truck registrations were: Ford, 
41; Chevrolet, 29; International, 28; 
Mack, 12; GMC, 5; White, 4, and 
Dodge, 3.—(William P. Lampkin.) 


* * * 


Denver 

New-car registrations got away 
to a good start in Denver in 1955, 
with a total of 1,205 in January, an 
increase of 254 cars over the same 
month of 1954. 

Registrations, however, were far 
helow the December total of 1,927. 

January new-truck registra- 
tions amounted to 130, compared 

| with 239 in December and 155 in 
January a year ago 

Ford led in ey car and truck 
registrations for January, followed 

by Chevrolet in both instances. 

January car registrations were: 
Ford, 313; Chevrolet, 249; Buick, 
122; Oldsmobile, 118; Plymouth, 96; 
Pontiac, 85; Mercury, 41; Dodge, 38; 
Cadillac, 34; Nash, 16; DeSoto, 11; 
Hudson, 10; Linceln, 10; Stude- 

baker, 8; Packard, 5; Willys, 4; 
Volkswagen, 4; Hillman, 1; Kaiser, 
1; MG, 1, and Triumph, 1. 

Truck registrations were: Ford, 
50; Chevrolet, 44; International, 
18; GMC, 9; Dodge, 5; Willys, 3; 
White, 2; Kenworth, 2; Mack, 1, 
and miscellaneous, 1. 





FREE demonstration proves it! Your Alemite repre- 
sentative will show you just how easy 
it is to take advantage of this money- 
making opportunity. And he'll see 

to it that you get the big promotion 
kit that puts you in the wheel bal- 
ancing business—ties you in with 
Alemite national advertising in 


me $174.00 profit...” 


“It has helped increase service sales, enables us to 
completely satisfy customers on front end complaints.” 
N.W.Y., New York 


“Keeps up customer return . . . stimulated 
sales of tires . .. average about three jobs a 
day. One of the best investments we have 
made!” I. J.D., Vermont 


“The most profitable piece of equipment I have in my 


G. F., Louisiana Sales of used cars are reported 


good in the Denver market—espe- 
cially on later models. — (Ira R. 
Alexander.) 
















+ * * 
Dallas 
February new-car registrations in 
Dallas totaled 4,605, an increase of 
26 percent over January’s total of 
3,634. 
New-truck registrations, at 602, 


the Saturday Evening Post. place of business!” R. E. S., Washington were up 25 percent from the pre- 
: ! “ : vious month’s total of 480. 
Call him TODAY! In this one year I have made over $2,000 of F am iliag was 


profits from this unit, which does not include 


the tires it has helped me sell!” Givided an fellows: Ford,. 1578; 


Chevrolet, 1,121; Buick, 415; Pon- 








CELTS M. W.., Louisiana tiac, 877; Oldsmobile, 355; Plym- 

a outh, 272; Mercury, 234; Dodge, 

HH 111; Cadillac, 95; P. i ; 

ALEMITE Mag Rey 


Soto, 41; Lincoln, 20; Nash, 10; 
Hudson, 8; Willys, 7; MG, 6; 
(Continued on Page 21, Col. 1) 
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1826 Diversey Parkway, Chicago 14, Illinois 
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Auto Markets 


(Continued from Page 20) 


Jaguar, 6; Austin, 1; Kaiser, 1, 
end Volkswagen, 1. 


vious week, according to the Bu- 
reau of Business Research of the 
Truck registrations were: Ford, University of Pittsburgh. 
o59: Chevrolet, 189; International, | After seasonal adjustments, the 
63: Dodge, 29; White, 22; GMC, 19; bureau’s index of general business 
Studebaker, 9; Willys, 7; Diamond ctivity stood at 1828 percent of 
T 3: Kenworth, 1, and Reo, 1— the 1935-39 average. It had been 
(Ruby Fenoglio.) | 178.6 in the previous week and 160.9 
. * * | in mid-January. 
The steel ingot rate held un- 
Atlanta : changed at 93.5 percent of practical 
New-car registrations in Atlanta capacity.—(Leon M. Leffingwell.) 
totaled 3,481 in February, one unit * * «& 
more than the total titled in Jan- Columbus, O. 


uary. ‘ ‘ 
. k registrations amounted | _New-car registrations in Frank- 
ee lin County (Columbus), O., during 


ie 1 the first 15 days of March increased 
Ford set an alltime record for |Sharply over the same period of 
any make by registering 1,034 | February, moving up to 1,347 from 
cars during the month. It was | 1,91. 
followed by: Chevrolet, 861; Buick, | New-truck registrations in the 
329; Pontiac, 297; Plymouth, 228; | first half of March nearly doubled 
Oldsmobile, 210; Mercury, 134; (the total for the same 15 days of 
Dodge, 109; Cadillac, 76; Chrys- February, reaching 124 as com- 
ler, 57; Studebaker, 42; DeSoto, | pared with 67. 
38; Packard, 26; Nash, 23; Lin- 
coln, 12; Hudson, 2; Willys, 1, 





393; Chevrolet, 268; Plymouth, 
139; Buick, 182; Oldsmobile, 87; 
Pontiac, 74; Mercury, 62; Dodge, 
45; Cadillac, 31; Chrysler, 27; 
Packard, 17; Studebaker, 17; De- 
Soto, 17; Nash, 10; Hudson, 8; 
Lincoln, 6; Imperial, 5; Volks- 
wagen, 3; Willys, 3; Austin, 1; 
King Midget, 1, and MG, 1. 
Truck registrations were: Ford, 
53; Chevrolet, 25; Dodge, 17; Inter- 
national, 16; GMC, 5; Mack, 3; 
Willys, 3, and White, 2.— (Bert 
Strang.) 


* 


* * 
Rochester, N. Y. 

Sales of new cars in the Roches- 

ter (N. Y.) area during January 


were 16 percent ahead of the cor- | 
responding month a year ago, ac-| 


cording to the Rochester Chamber 
of Commerce. 

While pointing out that new- 
car sales held at an “encourag- 
ingly high level in January,” the 
Chamber hesitated to predict a 
continuing trend. It said: 


“Month - to- month and year - to- 


|year comparisons of these sales sta- 
| tistics call for much more interpre- 
|tation at this particular time than 


is usually required, partly because 
the early 1955 figures are only pre- 


Car registrations were: Ford, ‘liminary estimates and partly be- 





and miscellaneous, 1. 

Truck registrations were: Ford, 
136; Chevrolet, 77; GMC, 36; Dodge, 
26; International, 19; White, 10; 
Mack, 7; Studebaker, 5, and miscel- 
laneous, 2.—(E. C. Bash.) 

* * * 


New Orleans 
New-car registrations in New Or- | 
leans for February amounted to 
2,077, an increase of 181 units over | 
January and 675 units over Febru- | 
ary of 1954. 
Truck sales totaled 256 for Feb-| 
ruary, the exact number sold in| 
January. 
Registrations of individual pas- 
senger cars were: Ford, 693; 
Chevrolet, 507; Pontiac, 172; 
Plymouth, %82; Buick, 128; Olds- | 
mobile, 128; Mercury, 81; Dodge, 
53; Studebaker, 41; Cadillac, 37; | 
Chrysler, 37; DeSoto, 27; Lincoln, 
13; Packard, 8; Volkswagen, 5; | 
Willys, 4; Nash, 4; Hudson, 3; | 
Jaguar, 3, and English Ford, 1. 
Truck registrations were: Ford, 
115; Chevrolet, 97; International, 
24; Dodge, 6; GMC, 6; White, 4; 
Studebaker, 3, and Diamond T, 1.— | 
(Gordon Hebert.) 
of 


* * | 


Milwaukee 

New-car registrations in Milwau- 
kee County (Milwaukee), Wis., in 
February totaled 2,835, compared 
with 1,805 in February of 1954 and 
2,934 in the record February of 
1951. 

There were 2,550 new cars regis- 
tered in January, 1955. 

Ford ran far in front by regis- 
tering 757 cars in February. or | 
more than the 752 registered by | 
Chevrolet in January and Febru- 
ary combined. Chevrolet regis- | 
tered only 472 cars in February. 

Other reeistratiens were: Buick | 
372: Oldsmobile. 288; Plymouth. 208: | 
Pontiac. 192; Dodge. 107: Mercury. | 
95; DeSoto, 67; Nash. 58: Chrysler | 
57: Cadillae. 56: Stwdehaker, 26: | 
Hudson, 23; Packard. 18; Willvs. 17: | 
Lincoln, 2; Kaiser. 1. and miscel- 
laneous, 22.—(John E. Hubel.) 

* 


dl * 


Louisville | 

New-car sales in Louisville con- | 
tinue exeellent. with February reg. | 
istrations totaling 2.045, compared | 
with 1.620 for Januarv. 
Resistrations in the first two/| 
months of 1955. therefore. totaled 
3.665, comnared with 2.601 in the} 
same neriod of 1954. 
Razzle - dazzle ads have been 
prominent so far this year. 
New-car registrations in Feb- 





ruaryv were: Ford. 596: Chevrolet, 
555; Buick. 229: Oldsmobile, 145; 
Plymouth. 125; Pontiac, 101; | 
Dodge, 73; Mercury. 66: Stude- 
baker, 32; Cadillac, 27; Chrvsler, | 
26; Nash, 24: DeSoto, 21: Pack- | 
ard, 14; Hudson, 8; Lincoln, 2; | 
Willvs, 2; Henry J. 1; Hillman, 
1; Triumph, 1, and Volkswagen, 1. 
Truck registrations in February 
totaled 242, compared with 210 in 
Januarv. Leaders were Ford. 102: 


fifty years and more 


Chevrolet, 59; International, 28, 
and Dodge, 13.—(A. W. Williams.) 
* - 7 | 
Pittsburgh | 


N ew-car registrations in the 
Pittsburgh area in the week ended 
March 19 were down from the pre-' 


Why? Because Quaker State Medium HD 
meets every normal warm weather driving 
need! It is the oil that forms a Miracle Film 
on vital engine parts—a pure heat-resisting, 
cleansing film that protects as it lubricates. 
It’s a great sales leader for summer. 
Quaker State is truly a remarkable oil- 

a product resulting from Quaker State’s 


automotive lubrication. It represents the 
progress and achievement that comes from 


cause the earlier introduction of 
new models has altered the usual 
seasonal pattern of car purchases.” 
—(George E. Toles.) 


Ottawa 
New-car sales in Ottawa in 
March are running much better 
for some dealers than they had ex- 
pected, with business running far 
above last year’s comparable pe- 
riod. 


Dealers are surprised by the 
sudden, sharp rise in demand for 
good used cars, particularly ’52s 
and ’53s. Customers show an un- 
usual interest in better used cars 
and deals involving $500 to $000 
in cash are common. 

Many dealerships have added ex- 
tra salesmen to handle the increas- 
jing number of customers.—(M. L. 


Schwartz.) 
= + 


Clevelan 


Another week of strong sales has 
been reported in the Cleveland area 
as sales of new cars mounted to 
2,069 and used cars to 2,093. New- 
truck sales totaled 134, and used, 
92. 


Both figures fell just short of the 
previous week, but were up sharply 





21 


over the comparable week of 1954. 

In commenting on the auto 
market, the Federal Reserve 
Bank of Cleveland said that in 
the three-week period ended 
March 26, some 400 more cars 
were moved than in any other 
three-week period in the postwar 
history of Cleveland auto sales. 

March new-car sales were 50 per- 
cent better than in February, and 
used-car sales are up 40 percent.— 
(Sanford Markey.) 


Oklahoma Seizes 
1,500 Junkers 


OKLAHOMA CITY. — Over 1,500 
used-car titles have been turned 
|over to the State Tax Commission 
| for examination after a crackdown 
|on 42 auto salvage yards by police 
|in Oklahoma County. 


Officials said at least 29 yards 
;|were found to be violating State 
|laws. Offenses cited included tam- 
|pering with motor numbers, han- 
|dling of used-car titles and failure 
to surrender titles and current li- 
|cense plates of junked cars. These 
| practices, police said, aid activities 
of bigtime auto theft rings. 











constant 


of specialization in 


research and testing—and the 


quality that comes from the skillful 
refining of 100% Pure Pennsylvania Grade 
Crude Oil. 

You can sell Quaker State Medium HD, 
like all Quaker State products, with com- 
plete confidence that there is no finer prod- 
uct on the market. The protection, per- 
formance, 
customers brings you more customers—helps 
build your business! 


and economy that it gives your 


Member Pennsylvania Grade Crude Oil Association 





..and Ill need plenty of Quaker State 
Medium HD, with warm weather ahead!" 


a 
QUAKER 
mr Vi2 


MOTOR OIL 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
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Warranty for 4,000 Miles or 90 Days... 





U.C. Guarantee Pays Off in Profits 


By Ed Brown 
Staff Correspondent 

NEW YORK.—A 4,000-mile or 90- 
day (whichever occurs first) parts 
and labor guarantee on every used 
car sold has become standard for 
Arc Motors (Studebaker) on Broad- 
way. 

Mark Rosenstock, partner in Arc, 
appears as an enigma in this day 
of dealers who complain of high 
volume and small profits. He says, 
“We made a nice little profit last 
month, and it looks like this month 
will be even better.” 

Rosenstock and his partner rely 
heavily on the used-car end of 
their business to bring in a sub- 
stantial portion of the profit. Ros- 
enstock characterizes the used- 
car business as their “bread and 

” 

“We consider our new-car profit 
in the same category as our retro- 
active and our reserve—pure gravy. 
Sure, we have to discount in line 
with other dealers, but we do make 
@ profit on each new car. And that 
profit is promptly forgotten, so that 


we don’t take it into consideration 
in any further dealings. It’s not 
always easy, but we manager.” 

“T’s in the used car that we really 
have the advantage,” Rosenstock 
explains. “There are no two used 
cars of the same year, make and 
model that are exactly alike. We 
trade on that difference.” 

Every used car put on the lot 
at Arc is completely reconditioned. 
Then a premium price is placed on 
the auto. Premium is considered 
to be anywhere from $75 and more 
than competition is asking for a 
similar car. 


The 4,000-mile or 90-day guar- 





Dealership Brags 
Of Bootlegging 

KANSAS CITY. — Bootlegging 
is not entirely a secret business. 
Watts Motor Co., Fifteenth and 
Oak, advertises: “New Car Boot- 
leggers—That’s Us—Save Up to 
$1,000—All Makes and Models.” 





antee in writing is part of every 
used-car sale and accounts for 
this difference in price. 

“The public is generally cautious 
in the purchase of a used car,” Ros- 
enstock explained. 

“When a customer thinks our 


price is higher than competition we| 7] 


explain our written guarantee. Then 
we ask the customer to visit our 
competition and see what kind of 
guarantee he can get. The custom- 
er invariably returns and is willing 
to pay extra for that little slip of 
paper which guarantees him a cer- 
tain amount of security in the pur- 
chase of his auto.” 

“See that automobile over there?” 
Rosenstock asked, pointing to a 
four or five-year-old Studebaker. 
“We let that go for about a $150 
less than ordinarily. We sold it to 
a friend of one of the girls in the 
Studebaker zone office. We let the 
woman have it for far less than 
we could get for it. But the good 
will we create comes back to us.” 

Rosenstock said that in all the 
time he has been guaranteeing 


Chrysler Citation— 


Schreyer Motor Co. (Chrysler-Plymouth), 
Faribault, Minn., was the recipient of the 
Chrysler service award for high standards 
of facilities, equipment and workmanship. 
From left: Chet Erickson, district service 
representative; Paul Lippold, Chrysler dis- 
trict sales manager, and Mel Schreyer, 
dealer. 


cars, he has never had any major 
comeback. His partner is a serv- 
ice specialist. All used cars taken 
in trade are given a thorough in- 
spection. All major and minor dif- 





Cuntis 





AUTOMOTIVE SERVICE EQUIPMENT 






FANK MOUNTED AIR COMPRESSORS 


Y% hp. to 15 h.p....1 cu. ft. to 78 cu. ft. 
displacement per minute ...A.S.M.E. tank for 
200 Ibs. working pressure. Single stage or 
two stage. Precision-built ... Timken-bearing- 
equipped ...self-oiling. For continuous 
operation or with automatic stop and start. 
Also base-mounted units up to 300 cu. ft. 


per minute. 


ISS 10 f. 19353 
yous 














Curtis also offers a 
Two Post Shop Lift... 
Single Post Roll-on Lift... 


HIGH PRESSURE HYDRAULIC CAR WASHER 


Promotes a faster, easier job ... more profit from cor 
washing. Unit operates at 300 Ibs. pressure... 
self-oiling pump, brass-lined cylinders, exceptional 
accessibility. It’s precision-built . .. quiet-running. 


FULL HYDRAULIC FRAME LIFT 


Speeds up under-car work... provides 
maximum accessibility for lubrication, 
adjustment and repairs. Car springs are 
relaxed and bearings free, lubrication is much 
easier. Faster wheel, tire and brake work, 
too, because wheels hang free. 


Single Post Free Wheel Lift... 
Two Post Truck and Bus Lift. 






has 


ties 
Curtis PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue @ S$t, Louis 20, Mo. 








ficulties are eradicated before the 
auto reaches the lot. 

This care pays off in extra profits 
and repeat business. Rosenstock in- 
dicated that his used-car profits 
average somewhere between $350 
and $400 per unit. 

A few cars taken in trade are 
in such condition that recondition- 
ing and guaranteeing would be im- 
practicable. In such cases the auto 
is wholesaled. But Rosenstock takes 
a dim view of the dealer who feels 
it necessary to wholesale all of his 
trades. To him it is like money un- 
necessarily being thrown away. 


Generally, a buyer is on hand 
for a good automobile even before 
reconditioning is complete. In one 
recent case he had three people 
waiting to purchase an auto be- 
fore it had gone through his shop. 


Another interesting angle is that 
Rosenstock charges himself full 
labor of $5 an hour for all recondi- 
tioning work. 


No rule of thumb is applied to 
older cars such as dumping them 
after 30 days in stock. But they are 
carefully scrutinized, as is the con- 
dition of the market in general, 
with an eye toward getting rid of 
a piece when it appears to have 
outlived it’s usefulness. 

This can generally be accom- 
plished through wholesaling. Even 
here it is possible to sell at a 
small profit because of the recon- 

ditioning policy. 

Service facilities alone command 
the respect of the used-car buyer. 
Rosenstock feels the franchised 
dealer—in contrast to the used-car 
dealer—can point to his stability 
and service facilities. The customer, 
he says, appreciates the fact that 
he is welcome to return at anytime, 
rather than being treated as a one- 
shot proposition. 


H. K. Porter Purchases 


Riverside Metal Co. 


RIVERSIDE, N. J. — Riverside 
Metal Co. has been purchased by 
H. K. Porter Co., Inc., it has been 
announced by T. M. Evans, Por- 
ter’s president. Riverside, a 100- 
year-old firm, manufactures non- 
ferrous metals in sheet, strip, rod, 
wire, bar and circle. 

All directors of Riverside have 
resigned, and the new board con- 
sists of T. M.-Evans; C. R. Dobson, 
Porter’s executive vice-president; 
F. A. Rehorst, Porter’s secretary; 
J. C. Leslie, Porter’s treasurer, and 
J. M. Shoffner, assistant to the 
president of Porter. Evans is presi- 
dent of Riverside; Dobson, vice- 
president; Rehorst, secretary, and 
Leslie, treasurer. 

Riverside is the fourth company 
bought by Porter this year. 


Don’t miss the Dealer Doings columns. 
They'll keep you abreast of what fellow 
cealers are doing. 
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Better farming makes him 
a better customer for you! 





With the better farming tools within his reach, the average farmer can COUNTRY GENTLEMAN -THE MAGAZINE FOR 
boost his net income by 25%. : 

Our job is to inspire farmers to reach this better farming goal—to keep Better K arming 
top farmers abreast of the newest and best. This makes more customers 
for you. For what you sell is needed for better farming. 

Better farming on more farms. . . more sales to more prosperous farmers 
—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 





A Curtis publication 





Top farmers like Lloyd Rooke get top yields using modern pesticides. 
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Highways & Safety . . . 


States Agree on Roads 
But Not Financing 


—— hearings held in recent 
weeks by the Senate Public 
Roads Subcommittee brought out 
the fact that 
there is full agree- 
ment on the need 
for modern high- 
ways but a wide 
divergence of 
opinion on how 
to finance them. 

Meanwhile, 
James J. Nance, 
president of the Automobile Manu- 
facturers Assn., urged before the 
committee adoption of three major 
points of the President’s proposal: 

Fall modernization of the inter- 
state system; completion of the 
plan within 10 years, and use of 
“accepted business practice” of 
long-term financing. 

The subcommittee, which is 
headed by Senator Albert Gore, 
Tennessee Democrat, heard prom- 


inent officials give their views on 
the President’s reeommendations 
for a 10-year, $101 billion highway 
construction program. 

Gov. Robert Kennon of Louisi- 
ana declared that the interstate 
system proposed by the President 
will not be built on a matching 
basis. “It will not be built,” he 
said, “unless the Federal Govern- 
ment assumes the financial re- 
sponsibility.” 

“There is a crying need,” he 
added, “for an adequate interstate 
system—we'd be closing our eyes 
to necessity if we don’t build it.” 

Kennon said that it was “obvious 
that these roads will have to be 
bullt on credit.” He urged adoption 
of the President’s program unless 
there is agreement on an alternate 
plan. 

* * * 

OV. Walter Kohler of Wiscon- 

sin told the committee that 


many states would not be able to 
inerease their matching funds as 
would be required under provisions 
of the Gore bill, whieh would in- 


erease Federal appropriations from Detroit 


$175 million to $500 million annu- 
ally. 

Gore asked how, in that event, 
the states would raise the other 
$28 billion proposed in the Clay re- 
port as part of the $54 billion in- 
crease during the next 10 years. 

Kehler replied that the states 
could raise gas taxes, registration 
fees or truck levies. He explained 
that this was different from 
matching, as there are no set 
—' provisions for each 


or Your bill,” Kohler told Gore, 
“would certainly build roads, but it 
would not build the interstate sys- 
tem. Gore retorted that his bill rec- 
ognized the importance of the in- 
terstate system, while still provid- 
ing for all other classifications of 
roads. a 


OV. Ed Johnson of Colorado 

said that as far as his state’s 
needs are concerned the Gore bill 
wag preferable to the Clay plan. He 
added that Colorado is able to com- 
ply with the matching require- 
ments of the Gore bill. 

We don’t like to see the Fed- 





‘Flags of Doom’ Fly 
When Traffic Kills 


police have found a 
new way of symbolizing the state 
of traffic safety 





Pleading for a network connect- 
ing all cities, Johnson said he did 
not understand “why we should 
change the system which for so 
long has served us well.” 


(Colorado’s opposition is ex- 
plained by the fact that the pro- 
posed interstate system would not 
go across that state.) 

Johnson urged a pay-as-you-go 
basis. “If an interstate system plan 
is justified,” he stated, “I think we 
should face the issue and raise 
taxes.” 

= * * 
KLAHOMA’S viewpoint was 
brought out by C. A. Stoldt, di- 





New Motorola car radio installed 
in 20 minutes gives you more 


gross profit than ‘60 0 of was 











Did you know that more and more new cars are now 
shipped without car radios? That many old cars don’t 
have them either? This means that lots of potential 
car radio profits drive into your station every day. 
And now you can get those profits quick and easy 
with the new Motorola 5M car radio. Fits almost 


all cars. Installs 


with 3 simple tools in just 20 


minutes. Average gross profit: over a dollar a minute. 


Want full details? 


Phone your Motorola distributor 


—or write us. Motorola, Inc., Chicago 51, Illinois, 
Toronto 4, Canada. 


There's a Moterola to fit the 


needs (and budget) 


every customer who stops at 


your station. 





Model 395 


$3995 Self-contained, includ- 


Under dash or in- 


ing speaker. 
dash installation. 
power. 





Model 555 


elgg Push-button con- 
trol. Self-contained, includ- 
ing speaker. Under dash or 
in-dash installation. 


of almost 


Stepped-up 


Model 595 


6x9 speaker, 
smaller case. 


Prices subject to change without notice. 


$5695 Same as 


model 555 with in-dash 
and 
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Model 5M features: 1-piece universal unit. Volu- 
matic (no fadeout wherever there’s a signal) Auto- 
matic Volume Control. 6 tubes (including rectifier). 
6 x 9 in-dash Extended Tone Speaker. 6 or 12-volt 


electrical system. Tone control. 


Motorola 





World's Largest Exclusive Electronics Manufacturer 


Controls fit 
through dash 
opening as 
small as 


Model CTMS 


$4995 Simplified 
Chevrolet custom in- 


stallation. Tonecontrol. 
6x9 in-dash speaker. 
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other models 
from 53995 


Model CTA5S 


$6995 Simplified 
Chevrolet custom instal- 


lation. Push-button con- 
trol. 6 x 9 in-dash speaker. 


recter of the Oklahoma highway 
department. 

Stoldt emphasized that Oklahema 
ceuld not match the Federal appro- 
priatieons as provided in the Gore 
bi and that at most 


He added that the administration 
and construction of the interstate 
system should be controlled by the 
states. 

Asked how he would finance the 
program, Stoldt said that he was 
in favor of tolls “if it was the only 
way these roads would be con- 
structed.” However, he added, an 
increase in the Federal gas tax by 
about 1% cents would “be less ob- 
jectionable than toll roads.” 


In supporting the President’s 
financing plan, Nance said that 
AMA has always been opposed to 
the tieup of earmarked funds with 
the Federal gas tax, but added: 

“We do not propose to be ada- 
mant. We feel that getting the 
roads is the - —— thing.” 


Turnpikes Unleash 


Trade Rivalries 
Between N.Y., Pa. 


“The New York Thruway will 
divert commerce and industry from 
northern Pennsylvania,” Senator 
| Hugh J. MeMennamia, Lacka- 
| wanna Democrat, told the Pennsyl- 

| vania Senate highway cemmittee 
lat a hearing on an east-west ex- 
tension of the state’s turnpike. 


McMennamin urged the group to 
recommend adoption of the exten- 
sion to make northern Pennsyl- 
vania more accessible to Philadel- 
phia and New York markets. 


Rivalry between New York and 
Pennsylvania for east-west trade 
dates back to the days of canal 
building more than 100 years ago 
and railroad construction 75 years 
ago. 

Senator Arthur, Erie Republican, 
said that a northern turnpike 
would not cut revenues of the 
existing toll road, but divert traffic 
that would go over the New York 
Thruway instead of from parts of 
| the Pennsylvania system. 

* 


Driver Retesting 
\Fails in Wisconsin 


The idea of compulsory reexami- 
|mation of Wisconsin drivers has 
|been abandoned by Gov. Walter 
| Kohler after the motor vehicle de- 
| partment had warned that such a 
system would be an enormous ad- 
ministrative burden, while advisory 
committees said they preferred to 
institute other reforms first. 

The administration has now 
asked the Legislature to adopt a 
bill requiring licensing every two 
instead of four years and giving 
| State examiners exclusive respon- 
sibility for the tests. 

At present most tests are given 
by local police. 

Kohler said he regards the driver 
licensing reform as one of his chief 
,goals, second only to his road 
|safety program. 
| Sponsors of the bill argue the 
system would give assurance of 
efficient testing of applicants and 
uniform testing all over the state. 

* * 


Road Courtesy 
Bill Seeks Light Dimming 
By Car in Rear 


Legislation to require motorists 
to dim headlights when approach- 
|ing from the rear has passed the 
| New York State Assembly and gone 
| to the Senate. 

The measure would prohibit mo- 
torists from using their high-beam 
| headlights when their vehicle is 
|within 250 feet of another vehicle 
ahead. 


* ® * 


| Raymond Buys Truck Line 
MINNEAPOLIS. — Gordon F. 





| Raymond, president of Raymond 
Motor Transportation, Inc., has an- 
|mounced the purchase of Minne- 
| sota-Illinois Truck Line, extending 

|the operation of Raymond east to 
|Chicago. A new $400,000 terminal 
| is now being built here. 
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When MODERN 
means “Profitable” 


Here’s good functional CCST ae Ta integrated 
transmission-axle driving unit 
CO ees] especially for a farm 
tractor, through Clark 
Rar hye) et a 
This CO tt te 

ely modern; and 
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..: on the new 
ELECTRIC TOWING TRACTOR 


Clark’s new electric towing tractor, rated up to 3000 
lbs. breakaway drawbar pull, is the first true tractor- 
type electric machine on the market. The driver sits 
where he belongs—at the rear of the tractor, within 
arm’s reach of the coupler. He does not have to get 
off the tractor to couple onto a load. He does not have 


SS 


to jockey around to get in position to hook-up, 
because he can see the coupler from his seat. This 
means time savings and energy savings (for both 
driver and batteries). 

Another advantage of this basic design is the well 
balanced distribution of battery weight for both maxi- 
mum driving and steering traction. Regardless of steep 
ramps or heavy pulls, there is no “bucking” with the 
maximum battery weight positioned within the wheel- 
base. And like Clark electric lift trucks, the new tractor 
is designed to work a longer cycle without recharg- 
ing batteries—the maximum in battery efficiency. 


Easy on-and-off access 

Finger-tip direction control 

Rigid box-type frame: Heavy integral welded plates pro- 
vide strength for bumping, pushing or pulling. 

Four speeds forward and reverse 

Four coupler types available 

Straight series wound motor: develops comparatively large 


increases in torque with only moderate increase in cur- 
rent draw; 36 to 48 volts; sealed-for-life bearings. 


Parts interchangeability: Many components are common to 
the Clark line of electric lift trucks. 


Industrial Truck Division, CLARK EQUIPMENT COMPANY, Battle Creek, Michigan 













+ BALTIMORE. — Purported sav- 
“ings of $752 in the cash delivered 
‘price of a Ford V-8 Customline 
two-door are offered in a “news- 
letter” issued by Peterson, Howell 
& Heather, a leasing and manage- 
ment service for companies operat- 
ing auto fleets. 

The pitch on prices is based on 
a comparison of salesman-owned 
cars with company-owned cars— 
apparently cars purchased 
through PH&H. 

According to the brochure, Ford 
dealers in Baltimore pack the price 
$125, making the “list price” $1,863, 
compared with $1,738 through 
PH&H. 

In regard to discounts, 
chure says: “Dealer will discount 
the full amount of ‘pack’ if neces- 
sary. May increase later in season.” 

PH&H offers a discount of $261, 
which it says results in a “net 
price after discount” of $1,738 at 
franchised dealers and $1,477 at 
PH&H—a difference of $261. 

After adding $209 to the price of 
the car for Federal tax and freight, 
the brochure delves into the prob- 
lem of accessories. 

On every dealer-delivered car, 

the brochure says, there are $131 

' worth of “gadgets which add 

nothing to a car’s resale value, 

but which dealers invariably put 

on @ car and you take them for 
granted.” 

PH&H says it recommends only 

~,@ standard heater and turn signals, 

which cost $63. At a dealership, it 
says, if a salesman were buying 

his own car, he most likely would 

get talked into taking a deluxe 
radio, deluxe heater, automatic 

rs ¢ransmission and other items 
4 adding up to $393. Right there, it 
says, PH&H can save a buyer $330. 

The dealer handling charge is 


the bro- 





Tool Engineers 


Plan 4 Awards 


DETROIT. — The American So- 
ciety of Tool Engineers has estab- 
lished four awards to honor an- 
nually outstanding achievements in 
the field of tool engineering. 

The Gold Medal will honor out- 
standing service through published 
literature, technical writing or pa- 
vers. The Progress Award will cite 
accomplishment in the field of 
manufacturing technique or pro- 
duction methods. 

The Joseph A. Siegal Memorial 
Award will honor leadership, vol- 
antary support or timely acts of 
benefit to the society. The Engi- 
neering Citation will honor unusual 
skill in the development of tool en- 
gineering principles. 

Nominations for recipients will 
he received by the Honor Awards 

owmmittee, American Society of 

» fool Engineers, 10700 Puritan Ave., 
Detroit 38, Mich. 
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Car Leaser’s Pitch 


Claims Huge Savings for Business Firms 
In Buying or Renting 















$55, the brochure says, while 
PH&H charges $25, for another 
saving of $30. 

The ultimate “total cash deliv- 
ered price” is $2,526 at a dealer 
and $1,774 at PH&H, the leaflet 
says—resulting in the claimed sav- 
ing of $752. 

“In addition to paying a high 
price for his car initially,” the 
brochure says, “the salesman 
must insure the car and usually 
finance it as well before he can 
drive it. 

“Assuming the finance charge is 
based on a downpayment of $631 
and monthly payments of $101.94 
for 24 months, the interest cost 
over the two-year period would 
amount to $227. In addition, the 
individual salesman would probably 
buy complete insurance coverage, 
which would cost about $325 over 
this same two-year period.” 

Thus, it says, for a salesman to 
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buy a Ford in a typical retail deal, 
he must have cash or credit 
amounting to approximately $3,000. 

There are, therefore, three obvi- 
ous objections to salesman owner- 
ship of a car, the brochure says, 
and lists them as follows: 

1. An auto is a necessary tool of 
the selling trade. Therefore, a sales 
executive must consider the finan- 
cial status of applicants as well as 
their sales ability when hiring field 
personnel. 

2. It is an expensive proposition 
for the company. If a salesman 
drives 42,000 business miles and 
6,000 personal miles in two years, 
and is reimbursed at 7% cents per 
mile, it will cost the company $1,- 
575 per year. 

3. System of allowance is inequit- 
able to salesman because it is based 
on a hypothetical average car. 

PH&H claims in the brochure 
that on an average salesman’s car, 
a@ company can save $411 per year 
on the company-owned plan, and 
$327 to $407 per year on a leasing 
| plan, when costs are compared with 
fei ogee ayy at the rate of 7% 
cents per mile. 


Canadian Dealers Pin 


Price War on 


TORONTO. — Local auto dealers 
are taking advantage of the Fed- 
eral budget due next week (Apr. 5) 
to stir up business with a high- 
powered advertising campaign 
based on the appeal of a “price 
war.” 

Ostensibly this is a “purging of 
inventory to escape losing the 
amount of the excise tax” in case 
the 15 percent levy is dropped from 
the new budget, as rumor has it. 

These rumors have caused 
business to drop sharply as buy- 
ers “wait and see” if the tax cut 

will come. The present “price 
war” is aimed at overcoming this 
although discounts offered are 
far greater than the $300 excise 
tax, so—if the “price war’ was 
real—they couldn’t win for losing. 

So far this type of advertising 
has been confined to Toronto. 

Here’s the way the sales man- 
ager for a large Windsor (Ont.) 
Ford dealer !ooks at it: 

“It’s just a gimmick. Take the 
price of the Ford I’ve seen them 
advertising. It lists at $2,465. 
They offer it for $1,699 with $195 
down and $55 to $60 per month. 

“But the way they work it, the 
$195 ‘down’ is really off the top of 
$1,699, so you add the two and get 
$1,894—right? Then you find that 
the car they’re advertising isn’t in 
stock—frankly, you can’t get one 
of those models right now—so the 
customer is told he’ll have to take 
a higher-priced one. 


“And, of course, there are no 


extras included in the price. There’s 
an extra $35 for makeready, $7.50 
for antifreeze, $80 for a heater, so 
much for a radio, etc., etc. 
“Soon — bingo! — you're right 


What Is a Truck? 


The following was read before the Detroit Adcraft Club by 


Walter W. Belson, ATA public 


relations director: 


A truck is a Bible on its way to a tired soul. 
A vial of penicillin for a sick child. 
A frilly gown for a sweet young girl’s first date. 
A loaf of bread for a hungry miner. 
A steel beam for a 600-foot skyscraper. 
A dozen cant hooks for a Washington logging show. 
A Geiger counter for uranium prospector. 
A refrigerator for a cottage in Kentucky. 
A side of beef for a broker’s deep freeze. 
A case of oranges from the Imperial Valley. 
A gallon of gas for a second-hand car. 
A package of seed for a garden. 
A True Confession magazine. 
A new car for a country doctor in Kansas. 
A bassinet and a high chair. 
A ton of flour from a Minnesota mill. 
_| A flacon of perfume for a 5th Avenue window. 
' | A job that sends a boy through medical school. 
A NEW WAY OF LIFE FOR 160 MILLION PEOPLE. 


—ANONYMOUS 





Budget 


back up to the list price of $2,465 
or more. Price war, my foot, it’s 
just a gimmick to get people into 
the salesrooms. I could do the 
same thing myself, but it just 
isn’t worth it.” 

In Ottawa, some Members of 
Parliament claim the “loose talk” 
about possible tax cuts are hurting 
retail business, both in automotive 
and nonautomotive lines. 


A prominent Ottawa dealer said: 
“Yes, some dealers in Toronto ap- 
pear on the face of their ads to 
be gambling on a tax cut. But most 
of us are not gambling. We're 
going to wait and see what hap- 
pens in the budget, even if this 
will lose us a little business in 
March.” 


Reports from other Canadian 
cities also indicate this “price war” 
is strictly a local phenomenon, one 
that will die a norma] death on 
Apr. 5. 


Fruehauf Reports 
Flood of Orders 


For ‘Volume Van’ 


NEW YORK.—Orders for Frue- 
hauf trailers stand at a record level, 
Roy Fruehauf, president of Frue- 
hauf Trailer Co., said in the annual 
report. 


Fruehauf said the demand for 
Fruehauf products increased sharp- 
ly after mid-1954, adding: “The out- 
look for 1955 is good.” 


Many of the new orders are for 
the Volume Van, the high-cube, 
aluminum trailer. In order to meet 
the demand for this unit, Fruehauf 
said, production is being expanded 
to five times the original capacity 
set for this trailer. 


Sales for 1954 totaled $152,818,738, 
compared with $193,592,531 in 1953, 
Fruehauf said. Net earnings in 1954, 
he said, were $4,510,238, compared 
with $6,950,344 in the previous year. 

Fruehauf Trailer Finance Co., 
a wholly owned subsidiary organ- 
ized in 1948 to aid truckers pur- 
chase trailers on a time-payment 
basis, showed a 5.7 percent increase 
in earnings during 1954, Fruehauf 
said. 

During the year, the parent Frue- 
hauf Trailer Co. received dividends 
from the finance company totaling 
$1,150,000, compared with $1,125,000 
in 1953, he said. 


Robertson Takes Helm 


Of N. H. Dealer Group 


KEENE, N. H.— (UTPS) — Ellis 
Robertson has been elected to suc- 
ceed Gordon Sargent as president 
of the Monadnock Auto Dealers 
Assn. 

Other officers include Ernest 
Batchelder, vice-president; Carl 
Woodward, secretary-treasurer. Di- 
rectors are Walter Woodward, 
John Belluscia, Edward Sweeney, 


Ernest Batchelder, James Wyman, | 12186 Petoskey, Detreit 4, Mi 


Sargent and Robertson. 
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GREATER CAPACITY 
LIGHTER WEIGHT - LOWER COST 
LIMA, OHIO 


SLL menses 


Special units available to meet state requirements 









Capacities up to 
130 barrels 


Trailer Corp. 


PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 
NOW 
AVAILABLE 


Quick, Easy 
Installation 


Cannot Be Seen 
Treated Material Resists 
Fuel 





Ol, Grease, Water end ; For Standard Models 
Eliminates Unsightly Drip Pans a wee s Detroit, ¢ ¢c. 0. D. 
ive Make 
a $13.50 “7 
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D & M TRUCK TOP CO. 


chigan PHONE: WEbster 3-1613 
lacturers of Stake and Pick-Up Tops 
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Commercial Car News 


Truckin’ 


Maal oes 


Buses, 


..» by Jack Weed 





HE “new look” of Chrysler Corp. 

was much in evidence at the 
Detroit showing of the Dodge truck 
line to dealers. 

In addition to the Dodge passen- 
ger-car top brass such ag Bill New- 
berg, Bob Somerville and Lee 
Desmond, as well as Bill Bird of 
Plymouth, there was a liberal rep- 
resentation from the corporation 
level. Among those I caught up 
with were Tex Colbert, Abe vander- 
Zee, Charlie Jacobson, Nicholas 
Kelley sr.. Frank W. Misch and 
George W. Troost. 


This was the first time in years 
that I had seen such a galaxy of 
“top corporation billing” mingling 
with the dealers at any new-truck 
presentation. 

I was in the back of the room 
surrounded by dealers and sales- 
men when the stage show was put 
on and couldn’t help but get a kick 
out of a remark made by a dealer 
sitting in front of me. He turned 
to the guy next to him and said, 
“Gee, that was a good show. They 
didn’t try to tell us that selling 
trucks was easy.” 

I met a Pontiac dealer handling 
the Dodge truck line. To satisfy my 
curiosity, I asked him, “Wasn’t the 
GMC line available?” 

He said, “No, the Chrysler dealer 
has GMC in our town and I wanted 
a truck line, so I took on Dodge 
and it’s working’ out fine.” 

Just how mixed up can this truck 
business get? 


* = * 
Shot in the Arm 
HE terrific shot in the arm that 


Phil Monaghan, pilot of GMC 
Truck & Coach, gave the truck 


business in his talk to the press a/| 
few days ago took me back to my) 
early days when the publishing 


company I was with then estimated 
that we would have 10 million 
trucks in operation by 1950. 


I believe that Phil’s estimate of 


30 million trucks by 1975 will be | 


accepted much better than the 
original prophecy, however, for 
we have come to expect the near 
impossible these days. Back in 
1920 when that other prophecy 
was made, even the truck makers 
themselves had a hard time vis- 
ualizing the growth. Maybe that 
is why we nearly missed the ful- 
fillment of that prognostication. 

Today I think more businessmen, 
and especially automobile men, will 
go along with Phil’s prophecy with- 
out question, as well as his predic- 





Top Trucks 


New-truck registrations for one 
month, plus 21 states for Febru- 
ary: 


1955 Pos. Make 1954 Pos. 
1—23,914 Ford 23,460— 2 
2—23,822 Chevrolet 26,292—1 
3—10,220 Internat’l 7,610— 3 
4— 6,189 Dodge 6,231— 5 
5— 6,207 GMC 6,611— 4 
6— 2,479 Willys 1,304— 6 
I— 1,213 White 1,135— 7 
8— 975 Stude. 1,109— 8 
9— 748 Mack 522— 9 

10— 274 Diamond T 278—10 
ll— 244 Reo 230—11 
122— 98 Brockway 106—12 
559 Misc. 515 
Total All Makes 
T1242 q 
Further details on Page 48. 





tion that we will have an annual 
production of around three million 
units. 

Dick Woodhouse’s estimate of a 
million-unit truck year for 1955 will 
be taken in full stride, especially if 
a rumor I hear about truck scrap- 
page is borne out by the official 
figures when they are released. I 
am led to believe that truck scrap- 
page last year may equal the num- 
ber of new trucks that were put on 
the road, in the neighborhood of 
829,000 vehicles. 


If this scrappage figure turns out 
to be anywhere near correct, I can 
imagine that a great many truck 
dealers are going to be awfully red 
in the face after they look over last 
year’s truck profit and loss state- 
ments. 

* = * 


Some Who Prospered 


OODHOUSE declared that 

GMC’s dealers averaged net 
earnings about four times higher 
than those reported for car deal- 
ers, but he was talking only about 
direct dealers. He didn’t include 
the car dealers who also sell GMC 
trucks, as these dealers report to 
their own factories and not to GMC 
on their business statements. 


Thus these dealers’ truck figures 
are lost in the total operation fig- 
ures to quite a degree, unless the 
dealer has an accounting system 
that separates his truck profit and 
loss figures from the rest of his 
business. 

The direct exclusive truck 
dealer, however, can reach a defi- 
nite figure on each phase of his 

(Continued on Page 31, Col. 1) 


those who make, 


A 


distributors indicates that the prac- 
tice of distributors “paying off” 
truck salesmen for the sale of 
bodies and other pieces of equip- 
ment is not general across the 
nation. 

Thus far, at least, it is quite 
spotty and most in evidence in 
the larger metropolitan markets. 

This practice seems most preva- 
lent in Chicago, St. Louis and 
Southern California, although in- 
stances of it have shown up in 
Colorado and in Salt Lake City. 

+ + ca 
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sell and service 


Equipment Distributors 
Rip Dealers’ Attitude 


{merica’s Trucks, 


Commercial Vehicles and Equipment 





CHECK of a number of top| salesmen now ask for a commission 
truck body and equipment | 


on bodies and equipment. This, 
;until recently, was sub-rosa but 
now it is in the open in many cases 
and we are losing a lot of business 
because we cannot bring ourselves 
to compete in this manner.” 

The incentive back of so many 
salesmen looking for some type 
of payment on bodies and equip- 
ment they sell is that the truck 
dealer does not give them credit 
for such sales, or if they are on 
a commission basis, does not pay 
@ commission on body and equip- 
ment sold on the truck. 

This practice is quite prevalent 


NE distributor in California|in practically every section of the 
writes, “Many dealers’ truck! country, according to body and 





How to Make Big Money 
Selling Used Trucks 


By Joseph M. Callahan 
Staff Writer 
OCHESTER, Mich.—How can a 
dealer make money on used 
trucks when many dealers consider 
them a loss item? 

Larry Jerome (Ford) does it in 
this city of 5,000 with a mixture 
of the right attitude, recondition- 
ing, good employe relations, good 
service and well-directed mer- 
chandising. 

Last year Jerome realized a gross 
profit per-new-truck sold of well 
over double the average for his dis- 
trict, mainly through his ability to 

' retail 135 of the 177 used trucks he 


Truck Sales by Weight Class 
("51-'52-'53-'54) 


Weight 
GvVw 


Sales, 1951 Sales, 
5,000 Ibs. orless ..... 46.78 
19.15 


19,501-26,000 
26,001 & over 
100. 





43.18 
19.33 
6.41 
19.73 
4.07 
4.44 
2.84 


Pet. es Pct. Share Pct. ne Pet. ane Mkt. Change 
of 


in Pet. Pts. 
°53-'54 

—L16 

~ & 

— 56 

+1.90 

— .09 


oO 
1952 Sales, 1953 Sales, 1954 
48.37 
18.34 
4.33 
18.10 
3.87 
3.49 
3.50 





gross profit of $442 on the truck 
bodies and equipment for each new 
truck sold. 

The Ford gross profit per-new- 
truck sold figure consists of all new 
and used-truck profits plus the 
profit on special truck bodies and 
equipment, divided by the number 
of new trucks sold. 

* * 2 

OST dealers,” according to 

Jerome officials, “fear trucks. 
We know the trucker is going to 
make money on the product he 
buys from us. So we insist on mak- 
ing a reasonable profit, too, on each 
deal.” 

To make this profit, the Jerome 
dealership accommodates the 
truck buyer. It thoroughly recon- 
ditions trucks to attract him; it 
equips the truck to do precisely 
the job the buyer has to do, and 
it is available at any hour of the 
night or day to service him. 

As a result, here is the Jerome 
record: 

1. His used-truck sales have risen 
260 percent in the last four years. 

2. His gross-profit-per-new-truck 
sold is one of the highest in the 
nation, according to Ford Motor 
figures. 

3. His salesmen make a definite 

(Continued on Page 28, Col. 1) 


equipment distributors contacted. 
Not all dealers fail to recompense 
their truck salesmen on body and 
|equipment sales, say the distribu- 
tors, or the practice of truck sales- 
men demanding to be paid off for 
pushing a particular make of body 
or equipment would be much more 
widespread than it is now. 


Nor is the practice of distribu- 
tors by-passing the dealer when 
they make such payments to sales- 


coming in from the field would 





indicate. This practice again seems 
to center pretty much in the larger 
metropolitan centers, especially in 
the Mississippi River area and 
Southern California. 


+ * * 


T= demoralizing effect to the 
body and equipment distribu- 
tor, however, of truck dealers giv- 
ing away their entire profit and 
telling the retail buyer the dealer’s 
net price, is prevalent in every 


| section of the country, accordin 
sold and the ability to make a) “es & 


to the distributors. And in many 
sections, th-y add, it has become 
so universal that it is making it 
extremely difficult for the distribu- 
tor to do business and protect the 





dealers who do play fair with them. 

This practice, in fact, say many 

of the old-line distributors on 
whom truck dealers depend for 
bodies and equipment, is the root 

of the constantly growing. num- 
ber of distributors who are selling 
direct to the retail buyer. 

Some of these distributors are 
selling only part of their volume 
direct and are still trying to play 
ball with the dealers in their trad- 
ing area who are trying to make 
money in the truck business. 
Others, however, have gone so far 
that they make no pretense of try- 
ing to protect the truck dealers. 

All distributors recognize that it is 
none of their business what the 
truck dealer does with the profit 
he makes on the sale of truck 
equipment. But when the dealer 
sends a retail buyer to a distribu- 
tor, either with a note telling the 
distributor to quote the prospect 
the same price he would quote the 
dealer, or shows the retail buyer 
the distributor’s invoice and tells 
him that he will give the buyer his 
profit on the body, then it puts the 

(Continued on Page 27, Col. 1) 


Only Heaviest Trucks Score Gain in °54 


prsurs and panels lacked only 
13,462 units of gulping down 
half of 1954’s truck sales total of 
829,101, but failed by 1.16 percent- 
age points to reach their 1953 mark, 
according to figures compiled by 
R. L. Polk & Co. 

Combined with the 5,001-10,000- 
pound GVW class, the two light- 
weights accounted for 66.71 percent 
of all trucks sold, a drop of 1.39 
percentage points from 1953. 


Their assault seems to nibble at 
their bigger brother in the 10,000- 
14,000 GVW class, which has 
shown a resultant steady decline 
from 7.01 percent in 1951 to 4.33 
last year (see accompanying 
Truck Sales by Weight table). 


The only GVW class to show al 


unit gain—as well as a percentage 
increase—last year were the levia- 
thans in the over-26,000 class. The 
big fellows inched up 0.55 percent- 
age points, and 1,997 more of them 


* * * 


(puns facts appear to be an ac- 
curate reflection of two trends 
that are affecting the market. 
First, the incorporation of more 
“luxury” features into the light- 
weights — plus a greater carrying 
capacity—is luring buyers away 


which they previously preferred. 
This was apparent in the plush 
1955 model lightweight trucks un- 
veiled recently. 

Second, a more liberal attitude 
is being shown by many state 
legislatures toward maximum 
truck weight limits, resulting in 
higher ceilings of tonnage per- 
mitted on the highways. If this 
continues, more of the over-26,000 
class can be expected to be pro- 
duced and put in service each 


year. 
The 14,001-16,000 GVW class also 








| centage points. 
from the 10,001-14,000 GVW class, | ee * 


hit the highways in 1954 than in|showed a percentage-point gain— 
1953. 


| of 1.90—but dropped in units sold 
from 150,729 to 149,919, a loss of 810 
for the year. 

The 16,001-19,500 GVW class 
slipped a mere 0.09 percentage 
points and the next GVW class 
(19,501-26,000) slid back 0.41 per- 


I SALES by GVW classes, Chev- | gyc 


rolet led the field with three 
first and one second; next was Ford 
with two first and four seconds; 


| International was third with two 


firsts, one second and one third 
place; GMC next with four third 
places; then Dodge with one third 


NEW PRODUCTS 
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spot, and White grabbed a second 
and a third. 

Leaders in order by GVW classi- 
fications were: 

Under 5,000: Chevrolet, Ford and 
International. 

5,001-10,000: Chevrolet, Ford and 
Dodge. 

10,001 - 14,000: Ford, Chevrolet, 

Cc 


14 001 - 16,000: Chevrolet, F ord, 


16,001-19,500: International, Ford, 
GMC. 

19,501-26,000: Ford, International, 
White. 

Over 26,000: International, White, 
GMC. 

Chevrolet led truck sales in 38 
states and the District of Columbia 
while Ford led the parade in the 
other 10. 

Only five states registered more 
trucks during 1954 than in 1953. 
(Continued on Page 30, Col. 1) 
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|tors go out of business. These| not, the truck user needs the dis- 


iipment Distributors Demoralized . . . 





Dealer Indifference Attacked 


(Continued from Page 26) 
body and equipment distributor | 


contained in his discussion on man-, clear picture of what some thought- 
ufacturers and distributors selling less actions on the part of a few 


directly behind the well-known | direct to the rctail buyer. 


eight ball. 
= o 
c PUTS the retail buyer in a 
position to demand that price on 
any future buys — which is bad 
enough—and in many cases the 
retail buyer spreads the word 
around to other users of the same 
type of equipment and makes it 
practically impossible for any other 
dealer to make a profit on this 
“plus sale” equipment. 

In the interest of fair play, say 
distributors and truck dealers 
who try to make extra profits 
from the sale of a complete 
truck, those dealers who wish to 
give away their body and equip- 
ment profits should do so in such 
a manner that the dealer price 
of the body and equipment will 
be buried in the total price of 
the truck. 

One large Midwestern distributor 
states his policy this way: “I be- 
lieve that a firm stand would be 
welcomed by the vast majority of 
truck equipment distributors on a 
policy whereby dealer protection 
would be offered and a refusal to 
sell wholesale to anyone but fran- 
chised legitimate dealers. 

“There most certainly would be 
a demand for a policy of discounts 
to large fleet operators and for 
selling replacement items not nor- 
mally sold or handled by truck 
dealer organizations. 

“I sincerely believe that the truck 
dealer igs entitled to the profit 
earned from equipment sold on a 
new truck—provided he has made 
any effort to equip this truck. If 
the truck is sold without being 
equipped, title issued to the pur- 
chaser and delivery made, then 
this customer becomes free prey 
to whoever has the best ability to 
sell him.” 


ok x = 
7 same distributor says of the 
truck dealer, “There isn’t a 


week goes by that we don’t have 
one or more dealers send their 
chassis in with their customer 
with instructions to give the cus- 
tomer what he wants to equip his 
truck and bill it at their cost. 

“This one item alone is doing 

more to damage the market than 
anything we can think of. It 
teaches the customer how to buy 
for less; it tells him what whole- 
sale costs are, and it makes him 
open prey for chiseling and un- 
fair selling practices. 

“Dealers would be better off 
selling the trucks alone than to 
continue a policy of this type. In 
many cases, we have had the cus- 
tomer bring in a letter authorizing 
him to purchase and charge to the 
dealer account. The customer then 
starts to shop from one distribu- 
tor to another and ends up buying 
the cheapest thing he can find.” 

This statement expresses the 
thinking of practically every body 
and equipment distributor who is 
trying to run a profitable business 
and play square with the truck 
dealers in his area. 

Such distributors are certainly 
entitled to the consideration of the 
truck dealer, whether he desires to 
sell bodies and truck equipment 
with his new and used trucks or 
not. 

~ * x 
HOWEVER, another equipment 
distributor issues a warning to 
all truck dealers, and to the truck 
factory sales executives as well, 
without meaning to do so. It is 


Legion Honor 
Thompson Products Cited 


On Hiring 


CLEVELAND.—Thompson Prod- 
ucts, Inc., has been awarded an 
American Legion certificate as 
“Ohio’s outstanding employer of 
handicapped veterans.” 

Wayne G. Smith, commander of 
the Legion’s 13th Ohio district, 
presented the award to Ray S. Liv- 
ingstone, human relations vice- 
President. 

According to the Veterans Ad- 
ministration here, Thompson em- 
ploys 325 physically handicapped 
veterans out of a total of 9,762 male 
employes including 2,750 veterans. 


“There are only a few instances 
(in his area) where manufactur- 
ers or distributors have endeav- 
ored to sell direct to the customer 
without attempting to protect the 
dealer but this method of sale is 
on the increase due to dealer 
indifference,” he says. 


truck dealers are doing to the 
retail truck business if he would 
| but sit down for an hour and dis- 
| cuss the truck body and equipment 
business with his favorite equip- 
ment distributor. 

As one distributor said recently, 
“If these practices continue for 
|another year we are going to see 





There isn’t a truck dealer in| a good pereentage of our solid old- 
American but who would get a line body and equipment distribu- 





tactics are making it practically 
impossible for a legitimate distribu- 
tor to stay in business. 

* * * 


HE MUST depend upon the truck 
dealers and their salesmen to 
sell the majority of his products. 
Even if he absorbed the entire 
dealer commission he couldn't af- 
ford, except in the very largest 
cities, to sell direct. And if the 
legitimate, solid, distributors of this 
nation are forced out of business, 
the truck business will certainly be 
in a very sad state. 


“Whether the truck dealer is 


27 


as a source of those 

items that make his truck an 
efficient working unit and the 
dealer shouldn’t be contributing 
to the distributors’ downfall. 

“We all know that the body and 
equipment distributor fills just as 
important a function to efficient 
and economical truck operation as 
does the truck dealer himself. Can 
you imagine the amount of addi- 
tional capital the average truck 
dealer would have to invest in his 
business just to carry the fast mov- 
ing bodies and items of equipment 
he needs to sell chassis if there were 


interested in making a profit on | no equipment distributors there to 


his body and equipment sales or 


do the job for him?” 


Inside ...Qutside... 
All around the car... 





PLEXIGLAS 


In more and more places on today’s cars, you'll find PLExicLas acrylic plastic molded 
parts. Tail light and back-up light lenses, front and rear medallions, instrument panels, 
parking light lenses, hood and steering wheel ornaments, hub cap inserts, sun visors, 
speedometer, radio, clock and gauge dials—all are being molded of PLexicLas for the 
1955 motor cars. 


Parts molded of PLexicas have gem-like sparkle, rich color, resistance to breakage and 
heat, excellent dimensional stability and outstanding resistance to weather. We will be 
glad to send you a copy of our detailed brochure—‘‘Molding Powder Product Design.” 


Detroit representatives: W. E. Biggers 
and R. C. Oglesby, 728 Fisher Building, 
Detroit 2, Michigan. Telephone: Trinity 3-3200 


Prexictas is a trade-mark, Reg. U.S. Pat. Off. and in other 
poe countries of the Western soniaiore 

ian Distributor: Crystal Glass Plastics, Led., 130 
Queen’s Quay at Jarvis Street, Toronto, Ontario, Canada. 
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FOR INDUSTRY 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
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(Continued from Page 26) 


effort to sell special bodies and 
equipment on each truck delivered. 
+ * * 

EROME, only 54, hag been the 

Ford dealer in Rochester for 33 
years. Rochester is the focal point 
for a trading area of 50,000, and 
is 25 miles north of Detroit. 

The dealership is typical of 
many small-town outlets near a 
large and highly competitive city 
in that its potential customers 
are torn between the flashy ad- 
vertising and possibly lower 
prices of the big city and the 
good service, nearness and 
friendship of the local dealer. 


In every phase of the Jerome 
dealership appears the ideas and 
industry of Larry Jerome, who is 
taking one of his rare vacations. In 
his absence, Dick Jerome, his son 
and partner, and Rod Arnold, the 
used-car manager, Were on hand to 
furnish information. 

Arnold said, “Larry built this 
business on service. We have serv- 
ice meetings every week to ex- 
change ideas on how better and 
more profitable service can be 
rendered. 

* * * 

“OVE week the managers of the 

service, parts and bump shop 
departments get together. The fol- 
lowing week these men meet with 
the entire backshop staff to impart 
the conclusions and ideas of the 
previous week’s meeting.” 

Noted for his used-truck sales, 
Jerome sold 177 used trucks and 
39 new trucks last year. The used- 
truck figure was 122 in 1953, a 
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A Small Town Dealer’s Success Formula: 


How to Reap Used-Truck Harvest 





total of 85 in 1952 and 68 used 
trucks in 1951. 


All used trucks are thoroughly 
reconditioned. At Jerome’s, this 
means restoring the vehicle as 
much as is humanly possible to 
its new condition, both mechan- 
ically and appearance-wise. 

Besides the usual engine over- 
haul, painting and bumping, the 
Jerome reconditioning includes the 
restoration of all chrome, the re- 
moval (when necessary) and clean- 
ing of upholstery and the replace- 
ment of every part that shows any 
degree of wear. 

+ * * 


— carefully eliminating and 
wholesaling all “unclean pieces,” 
Jerome spends an average of $150 
per unit for reconditioning. It’s not 
unusual for two men to work 3% 
days on one truck. 

Many dealers consider trucks a 
“necessary evil” and are content 
to take their minimum factory 
quota of trucks and to sell them 





at cost or sometimes below cost. 


Implying that this type of think- 


ing made it very difficult for other 
“truck-selling” dealerships, Arnold 
said, “Trucks are not just a neces- 
sary evil with us. 

“Unlike the car buyer, the truck 
buyer makes money by buying ve- 
hicles from us. It’s an investment 
for him. So, why shouldn’t we 
make a reasonable profit on the 
sale? 

* « * 
“ A&A LTHOUGH our sales are way 
up, we don’t take every deal. 
We do more reconditioning than 
most dealers and we make a 
profit on every sale, so our prices 
are probably high in some cases.” 

Other factors given for the in- 
crease in Jerome’s truck sales 
were: 

1. The growth of Rochester and 
its surrounding trading area. 

2. The state road building cam- 
paign, part of which is under way 
and part of which is proposed. This 
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|Jerome Cited by Ford— 


Larry Jerome (left), accepts his sixth 
Ford Motor Co. ‘4 Letter Award” from 


| of the Detroit district. 
* + * 


the “hottest” truck item. 
+ * ~ 





the requirements of each buyer, | 


Harry Pritchard, assistant sales manager ! 





each of whom hag his own prob- 
lems and requirements. 

“We like to keep about 35 trucks 
in stock, although we have had as 
many as 50 on hand. These should 
include trucks ranging from 1%- 
ton to 2-ton, with a variety of 
special bodies. A good, normal 
inventory would be worth about 
$75,000.” 

Jerome is very adaptable and 
cooperative in furnishing his cus- 
tomers the exact body and equip- 
ment they want. Approximately 
60 percent of the sales involve 
a body change and the company 
keeps a large supply of dump, 
stake and other bodies on hand. 
Discussing body changes, Arnold 
commented, “The trend currently is 
| toward longer and narrower bodies 
which more evenly distributes the 
| load on the front and rear axles. 

! * * * 


“To traditional eight-foot body 


is being replaced by the ten- 
foot body, which calls for extending 


has particularly affected the de-|the wheel base and the frame. 
mand for dump trucks, currently | which we are able to do here. Of 


course, this extra weight on the 
front axle isn’t too good for the 


AID Arnold, “To sell trucks, you | steering apparatus, engine or trans- 
need a large inventory to meet | mission, but the truckers like it 


(Continued on Page 29, Col. 1) 
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e Profit Doubled .. . 





How to Make Money 
Selling Used Trucks 


(Continued from Page 28) 


because it helps them get by more 
state load-limit inspections.” 

Jerome has no truck depart- 
ment and no full-time truck em- 
ploye, except for Merrill Niles, a 
missionary-like salesman who 
has become a familiar figure to 
truckers and businessmen within 
a 25-mile radius of Rochester 
during the past 10 years. 

Driving anything from a pick-up 
to a two-ton stake truck, usually 
loaded with cement blocks to make 
the riding easier, Niles spends all 
of his time on the road and sells 
about half the firm’s trucks. It is 
estimated that another 25 percent 
of the truck buyers are sent in 
by Niles. 


really knows trucks, any salesman 
ean sell trucks because there is 


always a truck expert present who 
knows more about the buyer’s 
needs than anyone else possibly 
could. HE IS THE BUYER.” 


* * + 


EROME officials dispute recom- 


mendations that truck inventory | 


should be turned over every 30 
days. They say that the turnover 
|period varies with the unit, rang- 
ling from 20 days for a %-ton 
|pickup to possibly 180 days for an 
extra-long, heavy-duty truck. 
Probably the most distinctive 
| feature of the Jerome operation 
is its emphasis on human engi- 
| neering. 
“Larry,” as he is called by his son 
and all the firm’s 42 employes, 
“considers good personnel the most 


| According to Dick Jerome, | 
Arnold declared, “Although Niles | 








Showroom Display Promotes Sales— 


When Hudspeth Motors (Ford), Harrison, Ark., displayed a bottler’s truck which 
had been sold to one firm, the exhibit led to the sale of several other units, two of 
them to fleets of users who had never dealt with the firm. When Verl Hudspeth, 
owner, sells a completely outfitted truck he gets permission from the buyer to put 
it in the showroom for a few days before delivery. 


| 


important element in his success.|add up to good, solid customer 
After good personnel, he wants| relations.” 


good facilities. These two elements| Jerome personnel are well paid. 








WARRANTY 


}GOLD COMET ENGINES 


When you buy Reo power, you buy insured performance. Insured up to 100,000 
miles or one year by Reo’s new iron-clad, factory-backed warranty. 

Reo’s 100,000 Mile Warranty covers Reo’s complete power range of rugged 
Gold Comet Engines—from gasoline and LP-Gas 6’s to Reo’s new 220 h.p. 
Gold Comet V-8’s, the most powerful V-8 truck engines ever built. 

Warranty covers engine models—255 OA, 292 OA, 331 OA, OH 160, OV 
195, OV 220, OH 160 LPG, 255 OA LPG, 331 OA LPG. Available through 
Reo Factory Branches, Distributors and Dealers nationwide. Buy Reo ... re- 
place with Reo . . . and be doubly sure of performance. 

See your Reo representative today for complete information. 
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Last year there were five employes 
who made $10,000 or more. Besides 
a weekly pay check, most employes 
receive an extra monthly bonus or 
commission on the volume of busi- 
ness he or his department did the 
previous month. Top supervisors 
also receive a year-end bonus. 
* * * 
AID Dick Jerome, “We try to 
make everyone here feel that he 
is a partner and not an employe. 
We hold quarterly dinner meetings, 
either in the showroom or at the 
Club Rochester. Every once in a 
while Larry has the whole gang 
out to his place for an evening.” 


Two or three years ago the 
Jerome salesmen were given a 
$400 monthly guarantee. After 
reaching this minimum, the 
salesmen work on a commission. 
Incidentally, each of the four 
salesmen is given complete au- 
thority to make his own deals. 


“We want our customers to have 
confidence in our salesmen,” said 
Jerome. “A customer won’t have 
this confidence if the salesman has 
to run to the boss everytime a 
figure is mentioned. The customer 
will soon realize that he might as 
well talk to the dealer himself.” 

+ * * 


FIRM believer that “the best 
advertisement is a_ satisfied 
customer,” Jerome also has an ex- 
tensive advertising program which 
includes these media: 

1. Direct mail advertising. A 
school teacher who works after- 
noons and Saturdays conducts this 
department. Each month about 20,- 
000 potential truck customers are 
contacted by mail. The mail iists 
are compiled from state registra- 
tions and old customer files. 

Included in this program is a 
monthly “News Letter” from 
Larry Jerome’s Used Truck Head- 
quarters which contains items 
of interest to truckers inter- 
spersed with sales paragraphs. 
| Example: “DID YOU KNOW? 
That a new mudflap law went into 
effect on Jan. 1. Every commercial 
vehicle must be equipped with 
mudflaps to prevent substances 
from being thrown from the rear 
wheels.” 

“HOW ABOUT—A nice little 
pickup to run around with while 
the work is slack. Make the little 
woman think you are busy — we 
have 1950 to 1954 models. Fords, 
Dodges and GMCs.” 

* 





2 RADIO. A spot radio commer- 

* cial is broadcast six days a 
week at noon. 

3. Newspaper. A steady schedule 
of advertising in the local paper. 

1 Jerome does not believe in sales 
gimmicks although he is a strong 
advocate of truck demonstrations. 

Dick Jerome said, “Frequently, 
we'll load a truck with gravel 
and take it right into one of the 
seven large pits near Rochester.” 

Or the demonstration might oc- 
cur at the pit of American Aggre- 
gate Co., which is considered the 
largest gravel pit in the world and 
is 12 miles from Rochester. 

How successful the Larry Jerome 
formula is, was recently noted by 
Ford Motor Co. which presented 
him with the “4 Letter Award” for 
|the sixth time in the last seven 
years. 

This award is given for sound 
finances, efficient management, 
competitive spirit and modern fa- 
cilities. 


New, Used-Car Dealers 


Team Up in Willimantic 


WILLIMANTIC, Conn.—Eighteen 
new and used-car dealers here 
have formed an association “for 
the consideration of mutual prob- 
lems.” 


Arthur J. Roy, of Roy Motors 
(Buick), was elected temporary 
chairman, and Theodore Wayland, 
of Wayland Lincoln-Mercury, Inc., 
was named temporary secretary. 


Appointment of a committee to 
draft bylaws was authorized, and 
another meeting is scheduled for 
March 16. 








hccelerator 
LEFT FOOT PEDAL 


Step on the gas with either foot 

with equol ease. Drive relaxed 
~ Guaranteed for the life of the car — 
which originally installed on. FITS ALL CARS. 


PRICE $695 
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Only Heaviest Trucks Gain in ’54 


(Continued from Page 26) 


They were Arizona, Georgia, 
Massachusetts, Nevada and New 
Mexico. 

Also, four companies were able 
to increase their truck sales total 
in 1954, despite the fact that it was 
a highly competitive automotive 
year. They were Ford, FWD, Peter- 
bilt and Willys. 

+ + + 
ie COMPARISON to production, 

1954 sales lagged by 14,349 units. 
In only two GVW classifications 
(see table below) did sales top pro- 
duction, indicating a carryover 
from 1953 in those classes. 

In the 10,001-14,000 GVW class, 
sales topped production by 2,421 
units and by 8,369 units in the 
14,001-16,000 class. 

A comparative table showing 
production and sales figures by 
GVW classes is published in Col. 2 
of this page. 

As the above table clearly indi- 





cates, dealers this year carried 


over an unusually low stock com- 














Signal-Stat 


DIRECTIONAL SIGNALS 
SWITCHES 
FLASHERS 


Legal and approved in all 48 states and the District 
of Columbia. In Canada wherever approval is required. 


pared to the yearly sales. This, cou- 
pled with the late introduction of 
1955 models, should mean that 
dealer stocks today are probably 
scraping bottom. 

Production ig just now swing- 
ing upward, with last week’s 
comparatively low output of 24,000 
being the high point of the year. 
However, with last year’s sales 

leader — Chevrolet — waiting until 
the end of March to present its 
1955 line and GMC edging it by 
very little and Dodge waiting until 


* * * 


Gvw 


Prod. 


|next week (April 11) it will be late 


spring before production gets roll- 
ing. 
* * + 
— too, International Harves- 
ter also waited until March to 
make public its new lines in two 
GVW classifications. 

And, added to these factors, is 
the fact that reports from all 
over the nation indicate a very 
low stock of used trucks, espe- 
cially for this time of year. 

So, with new models, low stocks 

- * 


Sales 


1954 1954 Dirt. 

5,000 Ibs. & less 406,016 401,088 — 4,928 
5,001-10,000 Ibs. ............ 153,931 151,760 — 2,171 
10,001-14,000 Ibs. .................... . $8,011 35,432 + 2,421 
14,001-16,000 Ibs. ...........0000..00..... 141,550 149,919 + 8,369 
16,001-19,500 Ibs. ...................0.... 33,520 32,376 — 1,144 
19,501-26,000 Ibs. ........... 38,454 29,091 — 9,363 
Over 26,000 Ibs. 36,968 29,435 — 7,533 

Total i 843,450 $29,101 — 14,349 
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and a booming market there is no 


reason why truck dealers shouldn’t | 
make money on truck sales in 1955. 


However, to do this there are 
three “musts” that must be kept 
uppermost in the dealers’ minds. 

First, they must go out after the 
prospects to sell them and not de- 
pend on the price buyers who will 
be haunting the salesrooms. 

Second, they must concentrate at 
the same time on body and equip- 
ment sales that produce “plus” 
profits. 

Third, they must make it a vital 
point to retail at least the better 
used tradein vehicles. 


Phibian Moves Plant 


To Grand Coulee, Wash. 
VANCOUVER, Wash.—The plant 
of Phibian, Inc., has been moved 
from here to Grand Coulee, Wash., 
where production of the Phibian 
automobile awaits the outcome of 
a $500,000 patent infringement suit. 
Constantinos H. Vlachos, devel- 
oper of the Phibian auto, is suing 
Vickers, Inc., Detroit, for alleged 
patent infringement. The patent 
covers a high-speed turbine-type 
rotary motor, which Vlachos says 
he will use in his car. The car 
would have a motor on each wheel. 
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Accidents make the headlines. If 
the prevention of accidents got the 
~ same attention, Signal-Stats would 
dominate the front pages. Signal-Stats prevent 
thousands of accidents every day—every night! 
They flash the unmistakable safety messages 
that tell exactly what the driver is going to do 
... 80 that other drivers know what to do. 


Signal-Stats are also symbols of quality. They 
bespeak the quality-consciousness of the men 
who use them on their vehicles and demon- 


strate their refusal to compromise with quality 


or safety. 


More trucks use Signal-Stat Class A—Type 1 
directional signals than all other makes com- 


bined. 


SIGNAL-STAT CORPORATION 
Signal-Stat Building, 523-539 Kent Avenve, Brooklyn II, N.Y. 








Two Truck Bills 
Vetoed in Wyo. 


CHEYENNE, Wyo. — Two truck 


| licensing bills passed by the Legis- 
|lature have been vetoed by Gov. 
|Milward L. Simpson. He said: 


“Their enactment would mean that 
80 percent of all trucks would be 
exempt from public service regu- 
lations. 

The bills would have raised the 
diesel fuel tax from four to six 
cents a gallon; exempted all trucks 
under 8,000 pounds; inereased fees 
on trucks over 16,000 pounds. 

The governor said this would 
have exempted about 19,349 trucks 
under 8,000 pounds and declared 
the diesel tax hike was “unreason- 
able.” 


Truck Briefs 


New Bulletin Describes 


Fageol-Leyland Diesels 


KENT, O.—Bulletin L-6841, a cir- 
cular describing Fageol-Leyland die- 
sel engines, is announced by Twin 
Coach Co., Kent, O. 

Mechanical specifications, horse- 
power and torque curves and di- 
mensional drawings are featured, 
along with descriptions of horizon- 
tal and vertical models of both the 
600 and 680-cubic-inch Fageol-Ley- 
lands. 

These engines, according to the 
manufacturer, are being widely em- 
ployed as replacements for worn 
gasoline engines in old large-capac- 
ity buses. Other uses include ma- 
ine, motor truck and industrial 
stationary applications. 

* * + 


Military Truck Body 
Being Built of Wood 


WASHINGTON. — Production 
of a prototype all-wood military 


| truck body has been started at 


the laboratory of Timber Engi- 
neering Co., research affiliate of 
the National Lumber Manufac- 
turers Assn., under contract with 
the U. S. Army’s ordnance de- 
partment. 

The body will employ refine- 
ments in the basic design and 
fabrication principles used by the 
laboratory in producing the Type 
III, solid lumber body. This was 
one of the three Teco-developed 
prototypes that underwent 14 
months of road tests at the 


| Army’s Aberdeen, Md., proving 


ground. 
+e ea * 
New White Engines 
CLEVELAND.—Folders describ- 
ing White Motor Co.’s 180 and 200 
horsepower diesel tractors and Mus- 
tang engines, has been announced 


| by J. N. Bauman, vice-president. 
* * * 


Fruehauf Buys Site 


For Oregon Branch 


PORTLAND, Ore. — Fruehauf 
Trailer Co. has purchased a 5% 
acre tract seuth of suburban Mil- 
waukie and plans to build a service 
branch, W. J. Jarvis, Portland 
branch manager, has announced. 
The investment will run around 
$250,000 and will be Fruehauf’s fifth 
plant in the U.S. 

- 


Superior Coach Offers 
Rust-Resistant Body 


LIMA, O.—Super-Kote Steel—a 
zinc-coated body steel used this 
year for the first time in school 
coach construction — has been 
announced by Superior Coach 
Corp. Superior says the new steel 
gives school coach buyers maxi- 
mum rust protection. 

* * * 


Galion Distributor 
GALION, O. — Galion Allsteel 
Body Co. has announced appoint- 
ment of C&M Equipt. Co., Minne- 
apolis, as Minnesota distributors of 
Galion Allsteel dump bodies and 
hydraulic hoists. A full line of 


|Galion hoists, bodies and electric- 


hydraulic end loaders will be 
stocked. 
* * oe 


Galion Names Acme 


Appointment of Acme Spring & 
Equipment Co., Columbus, O., as 
distributors of Galion dump bodies 


|and hydraulic hoists in central and 


southern Ohio, has been announced 
by Galion Allsteel Body Co., 
Galion, O. 
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(Continued from Page 26) 


truck business without any trou- 
ble. 

I’m prone to go along with in- 
dustry thinking that at least 75 
perccat of the “captive” truck deal- 
ers, such as those handling Ford, 
Chevrolet, Dodge and Studebaker, 
gave away as much profit as they 
made last year through lack of try- 
ing to make the plus dollars that 
were lying there waiting to be 
picked up. 

In making that statement, I am 
guided by the gross profit realized 
by two dealers in the same make 
of vehicle. Dealer A sold 56 new 
trucks and showed a gross profit 
to the washout of $306 per truck 
while Dealer B sold 55 new trucks 
and came up with a gross of $188. 

As you have surmised, the differ- 
ence was not in the profit gained 
on that one extra truck but in the 
fact that Dealer A was managing 
his truck business and Dealer B 
was “sloughing” his vehicles to get 
rid of them the easiest he could. 


Merchandising Story 

ET’S take a look at the differ- 

ence. 

Dealer A took in 40 used trucks, 
30 of which he sold at retail. 

Dealer B took in 21 used trucks, | 
14 of which he wholesaled. Those 
other seven must have been aw- 
fully clean and buyers must have 
come asking for them, or so I 
would judge from the other phases 
of his business. 

Dealer A made a gross profit, 
again to the washout, of $444 on 
bodies and other truck equipment 
for each new truck sold. 

Dealer B had a profit of $297 per 
new truck sold in bodies and equip- 
ment. 

Dealer A showed a trading allow- 
ance and used-truck gross, includ- 
ing reconditioning, of $138 while B 
got only $109. 

In retailing two-thirds of his 
used stuff and making a play for 
the body and equipment business 
on the new trucks he sold, Dealer 
A garnered a gross profit of ap- 
proximately $7,000 more with the 
sale of just one more truck. 

Many car dealers got a rude 
awakening around the first of De- 
cember when they examined their 
books and saw what had happened 
to their gross profit and operating 
expense, but that isn’t anything 
compared with what can happen if 
they continue trying to do business 
in both cars and trucks as they did 
the last quarter of the year. 

One of the ways in which they 
can salvage much of these losses 
if they are in the truck business is 
to go after the profits available in 
this end of the business. And one 
of the places where a great many 
dealers.can start is in paying their 
salesmen for everything they sell, 
bodies and equipment as well as | 
the truck chassis. This will help 
build plus profits. 


Golden Rule 


EALERS also can add to the 
pleasure of doing business for 
the truck-body and equipment dis- 
tributor if they would practice a 
little of that golden rule, “Do unto 
others as you would have others do 
unto you.” If you would like to 
have the equipment distrik .tors 
going around to your prospects tell- 
ing them what you pay your fac- 
tory for the trucks you sell, just 
continue telling your customers 
how much you pay for the bodies 
and other equipment you buy from 
the distributors or other suppliers. | 
That is the finest way I know to 
knock all of the profit out of the 
truck business. 

And I don’t know of anything 
that will shoot Phil Monaghan’s 
prediction as full of holes as a 
Swiss cheese than failing to build 
the proper roads on which to op- 
erate trucks and taking the 
profit out of the business. 

Despite the thoughtless actions 
of a comparatively few dealers who 
don’t like the truck end of their) 
business, by far the greater per- | 
centage of even the “captive” | 
truck dealers make money on their 


* | 





truck line. A smaller percentage, of | 
course, make very satisfactory 
profits. 

It takes only one rotten apple to 


spoil an entire bushel of fruit, and 
it takes but one thoughtless and in- 
different dealer in a town to spoil 
the truck business for every other 
dealer in the area. 

+ = * 


May’s Big Challenge 


ye oe up fast is the May 
Safety Check program, and last 


Gramm Buys Lima Plant 
From Buckeye Machine 


LIMA. — The former Buckeye 
Machine Co. plant here has been 
purchased by Gramm Trailer Corp., 
Delphos, O., and all its operations 
will be shifted to Delphos, accord- 
ing to Leonard Strick, Gramm 
president. 

Gramm also has entered into ne- 
gotiations to purchase its Delphos 
plant, which it now leases. Buck- 
eye production, sales and engineer- 
ing departments are included in 
the move. 








that should make every truck 
dealer plan to check as many trucks 
during that month as he can. 

Some 45 percent of all trucks 
checked in the 1954 program were 
found to have one or more faulty 
mechanisms. 

Rear lights led the faulty items, 
with 26.6 percent of the trucks 
checked needing correction or re- 
placement. Next highest were 
brakes, with 18.5 percent of all 
trucks needing brake work. 

A total of 12.3 percent needed 
front lights, 7.6 percent had bad 
exhausts, 7.4 percent had faulty 
steering, 7.1 percent needed new 
windshield wipers or blades, 5.8 
percent needed glass replacement, 
5.5 percent had faulty rear-view 
mirrors, 5 percent had faulty horns 
and 4.2 percent needed new rubber. 

With servicemen claiming that a 
truck repair job produces three 
times the revenue of the average 
car job, the May Safety Check pro- 
gram should present an opportun- 
ity for many dealers to line up a 
healthy bunch of repair jobs as well 
as give them a line on a goodly 
number of old trucks whose owners 
could be sold on trading for new. 





31 








Airline Uses Gar Wood Hoist— 


United Air Lines, which established the world's first flight kitchen in 1936, has 
installed a hydraulically operated end gate, manufactured by Gar Wood Industries, 
on its food trucks to facilitate the job of putting food containers into the high-bodied 
trucks. The truck body is raised up to the level of the plane door, and the food is 
put on the plane. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


e many 


other leading engine manufacturers 


selects and distributes... for 


authorized replacement service... 


2 in | chrome piston rings...the 





standard of comparison! 








COMPLETELY NEW LI 
FRANCHISE INCREASE 


Brand-new cars, highest gross-profit 









margin, and new profit-making franchise 
features have brought 233 new dealers to 


Hudson—just since 1955-model introduction 


The Hudson deal today is all-new! There’s new product, a new franchise, 
and a new approach to the entire dealer-factory relationship which 
recognizes that the Hudson Division and Hudson dealers are genuine 
partners in a bright, new opportunity. 


This fresh, new situation includes dealer advantages found no- 
where else in the industry. One of them is a sensational, new fund that’s 
paid to dealers in cash, beginning with the very first 1955 cars purchased, 
and which increases the payments per car as the year progresses. All 
this is added to the liberal discounts and area bonuses already in the 
Hudson franchise. 


The result: Hudson dealers now have the highest gross-profit 
margin in the industry! There are other great features in the Hudson 
franchise. And there are still some Hudson areas open in urban and 
rural communities for new dealers. Check the advantages listed below. 
If they sound good to you, contact your local Hudson zone office, or 
N. K. VanDerzee, Vice President in Charge of Sales, Hudson Motors 
Division, Detroit 32, Michigan, for prompt and complete information. 





— 


Look all your franchise gives you when you’re a Hudson dealer: 


@ Cars shipped only on dealer order — @ Rebates on previous models at new-model @ Special allowance protection against ob- 
Hudson doesn’t load you. time. solete parts. 
“ ; ‘ 

@ Hudson dealers don’t get pushed around. @ The Rambler — lowest priced car on the Weekly prepaid shipments Gn pasts. 
camila nihil tas initial @ 100% recovery on tourist warranty labor 
@ Lower prices for 1955. : ‘ ... and others which will be described to you 
, e “Disneyland,” smash-hit TV show with on request to the local Hudson zone office, or: 
$ tend ot cons thnk covers 95% af. te television’s fastest growing audience — N. K. VanDerzee, Vice President in Charge 
. supports Hudson dealers on 161 network of Sales, Hudson Motors Division, Detroit 

@ New-car price protection. stations. 32, Michigan. 


: HUDSON MOTORS DIVISION OF AMERICAN MOTORS CORPORATION, DETROIT 32. 








E OF CARS AND NEW 


/HUDSON SALES 1337 





The most beautiful performers of them all! Left to right — New Hudson Hornet Hollywood, Rambler Sedan, Wasp Custom Sedan. Photo from a Walt Disney TV Hudson commercial for “Disneyland.” 


Enjoy 


“DISNEYLAND” 


as more than 
44,400,000 people 
do every week. 


(Check your TV listing 
for time and station.) 


See for yourself 
how powerfully it supports 
Hudson dealers! 








Four great cars! Hudson Hornet, Wasp, Rambler 
and Metropolitan cover 95% of new-car market 


Here’s the line-up of beautiful performers that puts Hudson dealers in a 
position to do business with 95% of the new-car purchasers in their areas: 


Hudson Hornet —the National Performance 
Champion —all-new with V-8 or Championship 
Six engines—a brilliant, new value in the 
upper-medium-price field. 


Hudson Wasp — smartest new car in the low- 
medium-price field — a beauty inside and out, 
economical to buy and drive. 


The Rambler — in sedans, hardtops, station 
wagons, America’s lowest priced car. Perfect 
as a family car—for the second-car market and 
for women. 


Metropolitan — a unique sports car, family car 
or business car — sensationally low priced; gets 
up to 40 miles a gallon. 
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Planning National Safety Cheek Month— 


Plans for this year's National Vehicle Safety Check Program for Communities next 
Moy, which is sponsored by the Inter-Industry Highway Safety Committee and Look 
magazine in cooperation with the National Conference of State Safety Coordinators, 
were discussed at the Southern Conference of State Safety Coordinators in New 
Orleans. Seated (from left) are John W. Maloof, director of the Georgia Citizens 
Council; Don Costa, Inter-Industry Committee southern regional representative; M. 
R. Darlington jr., Inter-Industry Committee managing director; Col. 


SCSSC vice-chairman. Flanking them are safety officials of 14 southern states. 





Wondering how new-car and truck production and sales are making out? 
TIVE NEWS gives you the entire story every week throughout the year. 





Dodge 
Custom Royal 22.3 


Ford Fairlane 6 22.8 


R. W. Boyles, | 
SCSSC chairman; Bob Shinn, of the National Safety Council; N. W. Kimbrough, | 


AUTOMO- | 


Hudson Wasp 22.1 


Across the Nation... 








Auto Dealer Changes 


William Eich has sold his Dodge- | 
Plymouth dealership in Oakmont | 
and New Kensington, Pa., to F. E. 
Reuter, of Reuter Motor Co., and 


F. W. Talter and H. W. Palmer, of | 


Ken Auto Co. 


* x * 


Criss Takes Cadillac 


C. W. Criss, for nine years Cadil- | 


lac national business management 
manager, has opened Criss Cadil- 
lac-Olds, Inc., Providence, R. I. The 
dealership formerly was Capitol 
Cadillac Co. 


* * * 


Wilson Teams with Blackmon | 


Howard Wilson is now in part- 
nership with Harry Blackmon at 
Blackmon Motors (Dodge-Plym- 
outh), Jacksonville, Fla. 

* + * 


Pair Buys Trager 
Jay Kline, president of Jay Kline 


| Chevrolet Co. South St. Paul, Minn., 


and Shon Cerwinske, partner in 
Jay-Shon Chevrolet Co., Sioux Falls 


Chrysler 
New Yorker 19.0 


Lincoln Capri 18.8 








|Motors (Dodge - Plymouth), 


S. D., have purchased Trager Chev- 
rolet Co. in Sioux Falls. 


Lincoln-Mercury Signs 
4 in Pittsburgh Area 


Lincoln-Mercury has announced 
the signing of four new dealers. 

They are Peckman-Rojohn Co., 
McKeesport, Pa.; Theron C. 
Smith, Latrobe, Pa.; Callahan 
Motor Co., Clarksburg, W. Vsa., 
and Bowser Lincoln - Mercury 
Sales, Somerset, Pa. 


* + * 
Indiana Deal Expands 
Canter-Price Motors (Studebaker- 
Packard), Peru, Ind., has opened a 
branch unit at Wabash, Ind. with 
Cliff Hettmansperger in charge. 


* * * 


Dodge Back on Broadway 


As Lasker Adds Showroom 


Meyer Lasker, owner of Dexter 
has 
opened a new showroom at 1710 








Mercury Monterey 21,5 


Official Results of the 
NMobiigas Economy Run 





Nash Ambassador 
Super 6 


25.1 





Plymouth 
Belvedere V8 


19.3 





Studebaker 
Custom 27.4 


Commander 


Oldsmobile 88 22,5 


OFFICIAL WINNERS 


Packard Patrician 18.7 


Pontiac Chieftain 21.6 


Studebaker Commander Custom 27.4 m.p.g. 
Based on highest ton-miles per gallon. 


Class A Rambler Super 6 27.4 m.p.g. 

Class B Studebaker Commander Custom 27.4 m.p.g. 
Class c Nash Ambassador Super 6 25.1 m.p.g. 
Class D Buick Roadmaster 19.7 m.p.g. 


Cars pictured represent best mileage of each make. 


class, was in top condition— properly fueled with 
Mobilgas and lubricated with Mobiloil. 


Again, the Mobilgas Economy Run proved the 
mileage performance possible when good cars, good 
drivers, and good petroleum products work together. 
A regular stop at the Flying Red Horse sign of Mobil- 
gas will help you obtain “par” mileage on any course 


The sixth annual Mobilgas Economy Run which fin- 
ished at the foot of Pikes Peak, after covering 1323 
tortuous miles from Los Angeles in 242 days, proved 
one thing for sure: when American car manufacturers 
added horsepower, they didn’t sacrifice mileage. 


The 21 American cars, which were equipped with 
automatic transmission and certified absolutely stock 
by the American Automobile Association, averaged 
an impressive 21.5 miles per gallon, under road con- 
ditions a motorist would normally experience in a 
year’s driving. 

Each car, competing against others in its price 


you run.” 


SOCOmY vacuum 





SOCONY-VACUUM 
OIL. COMPANY, INC. 
and Affiliates: 

Magnolia Petroleum Company, 
General Petroleum Corporation 


Broadway, corner of 54th St., New 
York. Thus, Dodge - Plymouth, 
which hag been absent from Broad- 
way since the closing of Bishop- 
McCormick and Bishop, is back. 

| Lasker will retain his east side 
showroom and service facilities on 
First Ave. 

* + 


Partners Buy Chevrolet 


Richard C. Parker and Ralph W. 
Robb have purchased Reichhold 
Chevrolet Co., Walnut Creek, Calif. 
They have changed the named to 
Parker-Robb Chevrolet Co. 


Studebaker Signs 
24 Dealers 
Throughout Nation 


DETROIT. — Studebaker has an- 
nounced that franchises have been 
awarded to the following 24 dealer- 
ships: 

Dean Colter, Inc., Kendallville, 
Ind.; Malone Motors, Hattiesburg, 
Miss.; Shinn-Price, Inc., Oklahoma 
City; Walker Motor Co., Picayune, 
Miss.; Drennan & Wise, Stamford, 
Tex.: Matson Sales, Canton, Pa.; 
Smith Motor Co., Hillsville, Va.; 
Northwest Motors, Madison, S. D.; 
Emeral Pfeifer Sales & Service, 
Upper Sandusky, O.; Daniels Mo- 
tor Sales, Pittsfield, Mass.; Bero 
Motors, Escanaba, Mich.; Ansel J. 
Schloss, Inc., San Francisco. 

Merchantville Motor Co., Mer- 
chantville, N. J.; Warren Imple- 
;ment, Levelland, Tex.; Marietta 

Motor Mart, Marietta, O.; Kindrick 

| Motors, Pleasanton, Tex.; Max Las- 
|ko, Inc., New York City; Gentle 
Motors, Austin, Minn.; Rogers, 
James & Co., McLeansboro, III; 
Trabue-Habiger Motors, Chanute, 
Kans.; Nichols Motors, Morristown, 
Tenn.; Osage Motors, Osage, Ia.; 
i Rardall Motors, Middletown, N. Y., 
and Edward’s Motors, Swansea, 
Mass. 





* * ok ° 
Callaway for Oldsmobile 
DECATUR, Ga.— Callaway Mo- 
‘tors, Inc., headed by T. M. Call- 
| away jr., 231 West Ponce de Leon 
Ave., has been appointed an Olds- 
| mobile dealer. 


Crafton "Shifts to Nash 


W. F. Downing, former general 
|manager of Crafton Motor. Co. 
| (Buick), Crafton, Pa., has bought 
|the firm and switched to Nash. 
| Crafton had been a Buick dealer- 
ship for 18 years. 


Seantey Me atere Sold 


| Stanley Motors, owned by Stanley 

| A. Evans, Pittsburgh, has become 
Barton Motors Co. (Dodge-Plym- 
outh). It is owned by Norman C. 
| jr. and Vastes a. Barton. 


| Deacon "Takes ‘H udson 


Roman Motor Co., owned by A. 
|R. Roman, has had its Hudson 
| franchise transferred to Deacon 
| Motor Sales, Carnegie, Pa. It is 
owned by Samuel Deacon. 

* * * 








Carnelson Sells to Reimer 


Carnelson Motor Co. (Ford), 

| Hillsboro, Kans., has been sold 

| by H. H. Carnelson to Albert 
Reimer, Dodge City, Kans. 

i * 

Hammes Backs Sports 


Romy Hammes Co. (Ford), South 
Bend, sponsored the radio broad- 
cast of the Indiana high school 
| basketball tournament from _ the 
| first sectional to the finals at In- 
| dianapolis. 
| The dealership also is sponsoring 
| the radio broadcast of the Chicago 
| White Sox baseball games this 
summer. 

* * * 


Tesdall Gets Ford 


Tesdall Motors has been issued 
a Ford franchise in Red Wing, 
Minn. Howard Tesdall is the dealer. 

* = = 


Sioux Motors Founded 


Sioux Motors has been granted 
a Ford franchise in Sioux FalHs, S. 
D. The dealer, Frank A. Prather, 
took over the franchise formerly 
held by Bill McKean Ford Co. 

” * * 


| Sheldons Buy Paola 


Paola Truck & Tractor Co. (In- 
ternationa!), Paola, Kans., has been 
sold by Earl Wallingford, Olathe, 
Kans., to Clarence Sheldon, Ottawa, 
Kans., and his sons, Eddie, Frank- 


lin and John. The Sheldons have 
(Continued on Page 35, Co!. 1) 
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{cross the Nation... 


Auto Dealer Changes 


(Continued from Page 34) 


been International dealers in Ot- 
tawa since 1910. 
* * 


Mille Lacs Named 


Mille Lacs Motors has been 
named as a Ford dealership in Mil- 
aca, Minn. Burton A. Halland is 


president. 


* = 


* 


Wayzata Gets Ford 


Wayzata Motors has been 
granted a Dodge franchise at Way- 
zata, Minn. C. E. Huggins is gen- 
eral manager of the firm. 

* * & 


Bailey Takes Dodge Truck 

Bailey Sales & Service is the new 
Dodge truck distributor in Nor- 
wood, Minn. Dennie Bailey is the 


dealer. 


* * 


Studebaker Signs Adams 


George Adams has been named a 
Studebaker dealer in Corvallis, Ore. 
+. * 


Copeland Takes Dodge 


Dodge has named J. W. Copeland 
as car and truck dealer in Benton 
County, Ore. 


* 


Daniel Buys Spencer 


C. M. Daniel jr. has acquired 
Speneer Motor Co., Inc. (Ford), at 
Jackson, Ga. The new dealership 
will operate as Daniel Ford Sales. 
Daniel formerly was associated 
with Ernest G. Beaudry, Inc. 
(Ford), Atlanta. 


x * 


* 


Oregon Deals Sold 


Cc. E. Fisk and Don McConnell 
have purchased Milton-Free- 
water Motors (Ford), serving the 
twin cities of Milton-Freewater, 
Ore. Ray Mellish and Dee 
Thompson, former owners, have 
bought a Ford dealership in 
Oswego, Ore. | 


* * * 


Stevens Buick Opens 
Stevens Buick, Lancaster, N. Y., 
has opened its new building. Jack 
O. Stevens, a former Franklinville 
(N. Y.) Buick dealer, is owner. | 
* x x | 


Brother Joins Prestwood 
Gene Prestwood has sold a half 
interest in Gene Prestwood Co., 
Chattanooga, Tenn., to his brother | 
Jim. The firm hereafter will be} 
known as Prestwood Bros. 
+ ok * 


Eisele Takes Hudson 
Eisele Sales, Fort Worth, Tex., 
has been appointed a Hudson deal- 
er, according to C. O. Eisele, pres- 
ident. 








* * 


Hudson Names Beyers 
The appointment of Gerald Bey- 
ers Hudson, Bloomington, Ind., as 
a@ new-car dealership has been an- 
nounced by C. A. J. Hadley, Hudson 
sales manager. 
* 


Peterson Gets Franchise 


Larry Peterson Motor Co. has | 
been appointed a Hudson dealer- 
ship for Ames, Ia. 

ad x 


Muller-Gordon Switches 


Muller-Gordon Motor Co., former | 
Studebaker dealership in Albany, | 
Calif. has taken on the DeSoto- 
Plymouth franchise. George Muller 
and Gordon Schmidt are partners | 
in the firm. 


* 


* * 





* 





* * * 


Radford Buick Chartered | 


Radford Buick Co. has been in- 
corporated with a capital stock of 
150,000 in Lake Charles, La. 


Cooke Takes Chesder 
Cyril Cooke is the new Chrysler- | 
Plymouth dealer in Anaheim, Calif. | 

Cooke was, for many years, general 
manager for Glenn Austin on West- 
ern Ave. in Los Angeles. 

” * * | 


Nikolich Buys Deal 
The franchise of Gramm Motor 
Sales, (Hudson), Clairton, Pa., 
owned by Ray Gramm, has been | 
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transferred to Nikolich Service, 
owned by Mark P. Nikolich. 
* * a 


Hudson for Parker 
Leon Parker, Inc., Sparta, Mich., 


is a newly appointed Hudson dealer. | 


Sibley Joins Baird 
Ralph Baird has sold an interest 
in his Ford dealership in Kinsley, 
Kans., to Don Sibley. The firm is 
now known as Sibley-Baird Motors. 
* * + 


McGahey Parts Firm Sold 


To Christopher Motors 


Ben McGahey, Miami Dodge- 
Plymouth dealer and owner of 
Peninsular Motor Parts, Inc., has 
sold the wholesale parts distribu- 
tion firm to Christopher Motors 
(DeSoto - Plymouth), Miami. The 


* * 








transaction involved between $120,- 


' 000 and $150,000. 


The purchase makes Christopher 
sole distributor of parts for Chrys- 
ler, DeSoto, Dodge and Plymouth 


in the Miami area. 


* * * 


Solomon Sells to Smith 
Carl B. Smith jr. has purchased 


| the Dodge-Plymouth dealership in 


Macon, Ga., from Steve M. Solomon 
jr. Solomon said he will continue 
to operate the Dodge truck outlet 


|} and used-car lot. 


a 


Bainbridge Appointed 
The Bainbridge Truck & Tractor 
Co., Bainbridge, Ga., has received 
a Studebaker franchise, according 
to George Cochran, manager. 


* * 


* 


Billco Takes Packard 


Billco is the new Packard deal- | - 


ership at Wexford, Pa., owned by 
Bill Billinger. 


* 


Keith Sells Deal to St. Clair; 


Keeps MoPar Business 


Ernest St. Clair has taken over 
the DeSoto - Plymouth franchise 





Goodrich Awards— 


Howard T. Swanson (center) and John 
J. Sexton (right), Los Angeles district field 
managers for the tire lines of B. F. Good- | 
rich Co., receive engraved desk sets from 
M. G. Huntington, general manager of 
associated lines sales, in recognition of 
their 20 years of service. 





of Keith Motor Co. Amarillo, 
Tex., and will operate it under 
the name of Ernest St. Clair, Inc. 
A. C. Keith and his son, Clark, | 
who operated Keith Motor since 
1944, will continue to own and 
operate their MoPar distributor- 
ship in the Texas Panhandle, 
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eastern New Mexico, western 
Oklahoma and southern Kansas. 
* * + 


Maynard Takes Hudson 


Vern Maynard of Pacific Sales 
Co., Hermosa Beach, Calif., has 
acquired the Hudson franchise. 

* * * 


Day Gets Ford Deal 


The Ford dealership in Mid- 
vale, Utah, is now under the new 
ownership of Henry 8S. Day. For- 
merly Midvale Motor Co., the 
firm is now called Henry 8. Day 
Co. Day operated a Studebaker 
dealership in Draper, Utah, prior 
to opening the Midvale firm. 


+ * * 


Grant Buys Out De Feo 


De Feo Motors (DeSoto - Plym- 
outh), New York, has been taken 
over by Herbert S. Grant and re- 

named Grant Motors. Grant for- 
tasty was with Ridgewood Auto 
Sales, also of New York. Barry 
Curtis is manager of the new firm. 

* * * 


Renz Ads Packard 


Renz Motor Co. (Studebaker), 
Russell, Kans., has been appointed 
a Packard dealer for that area. 
Eldon Renz is owner and operator. 











enters 


NO. S152 


With this Carter Parts Shelf Assortment 


you're set to service popular Carter Carbureters 
on car models ranging from 1939 through 1954. 


The shelf itself is handsome and rugged. The 
four-drawer metal cabinet features individual 
corrugated containers with imprinted part numbers. 


» PARTS SHELF ASSORTMENT 


Gasket assortment holder designed for quick 


reference with ample space for additional assortments. 


Get the complete $152 story from your nearest 


Carter Supplier —call him today! 


CARTER CARBURETOR CORPORATION, 
Division of ACF INDUSTRIES, 


Sturdy, dual-purpose metal shelf .. . fits 
AEA Flex-I-Trol Display and Stocking Stand ...can 





also be used by itself as a wall hanger. 


Ste 
INCORPORATED 





Louis 7, Missouri 
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7 Secretary Seward in the 
middle sixties of the last cen- 
tury paid $7 million American dol- 
lars for Alaska he probably knew 
little of Ripple Rock, a huge under- 
sea peak which lies just below the 
surface of the Inside Passage to 
Alaska, about 120 miles north of 
Vancouver. 

Since 1875 it has become the black 
headstone of 114 mariners who 
drowned in more than a score of 
ship wrecks. Ten years ago, Canada 
spent over a million dollars trying 
to shave 35 feet off the top of the 
underwater pinnacle after nine 
more sailors were lost. 

Today, in his Vancouver office, 
Dr. Victor Dalmage, one of Can- 
ada’s leading geologists, directs 
plans for reducing the rock by an 
undersea explosion that may cost | 
two million dollars, utilize a mil- 
lion pounds of high explosives | 
and require two years to set off. | 

The expenditure of millions to 
dislodge a rock—located more than 
one hundred miles from the near- | 
est major port—can be attributed 
in part to military necessity. United | 
States and Canadian strategists, | 
planning defenses in today’s “top- | 
of-the-world-cold-war,” look upon 
Ripple Rock as a dangerous obsta- 
cle which blocks military use of 
the Inside Passage to Alaska. 

The Inside Passage is a series of 
fjords, formed by a chain of islands, 
lying off the west coast of Canada 
and Alaska. It provides a protected 
sea lane, extending 850 miles north 
from the American border, to the 
terminus of the highway network 
leading to many of Alaska’s major | 
air bases and supply depots. 

With only six easily guarded 
entrances and a jagged sea floor | 
to block any submarine that 
might slip through, the Inside 
Passage—but for Ripple Rock— 
could become a landlocked life- 
line to the north. | 

Lyifg midstream in Seymour 
Narrows, the rock sends its pin- 
nacles to within nine feet of the} 
surface at low tide. Big transports, 
tankers and capital ships cannot 
pass over it at any time. Smaller | 
vessels pass only at half hour pe-| 
riods of slack tide. 

The United States 


New Rainbow 
Purolator Uses Color Key 


On Gaskets 


RAHWAY, N. J. — Purolator} 
Products, Inc., has introduced a 








Navy : has 





color identification system for re- 
placement gaskets on oil filters. 
James B. Lightburn, general sales 
manager of the after-market divi- | 
sion, said the color identification | 
system should prove especially val 


uable in cases where sizes are so 
nearly identical that it would be 
difficult to tell gaskets apart by 
other means. 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF '53- "54 210 Chevrolets 
Custom Fords— 

WE ARE AS NEAR AS 
YOUR TELEPHONE 


WITH A STEADY SUPPLY 
* ALL CARS CLEAN x 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Ill. 
Phone: Museum 4-6969 
Ask for Ben Geller 


? 


100 Feet of 48-12” x 18” Pennants | 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohie, dept. N 
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maintained a healthy respect for 
the rock since 1867, when it sent 
two 2,000 ton paddle-wheel war 
ships to the bottom. 
* * * 

7 plan, now being conceived, 

calls for the sinking of a 450- 
foot shaft on Maude Island, which 


|forms the eastern shore of Sey- 
|mour Narrows at this point. From 
|the shaft drillers will bore blindly 


toward Ripple Rock, a half mile 
distant. To prevent the 6 knot cur- 
rent from collapsing the tunnel, it 
will be located 200 feet below the 
channel floor. 

At a point directly under Ripple 
Rock, subsidiary tunnels will bore 
into its core. At the end of each, 
galleries will be widened to permit 
workmen to drill even deeper into 
the rock with a series of elongated 
drill holes. When the big rock is 
honeycombed with these drill holes, 
explosives will be packed into them 
and the workmen will depart to 
await the explosion. Engineers are 
confident that after the miniature 
Krakatoa subsides, Ripple Rock 
will be reduced by 40 feet — the 
depth required to permit large ves- 
sels to pass. 

If Canada succeeds in its dar- 
ing undertaking, it will open the 

Inside Passage to uninterrupted 


use by civilian and military ves- 
sels of all classes. 

P.S. Want to know what I was 
THINKIN’ when I was writing this? 
(Oh I was just thinkin’) ... of 
Secretary Seward and the seven 
million bucks he found to pay Rus- 
sia... of the gold that came out 
of the Klondike . . . of the millions 
of barrels of liquid gold that those 
oil wells will pipe down to Ameri- 
can refineries ... of those beaver 
pelts on which the rich Russians 
had a monopoly during the days of 
the Czars. Then I began thinkin’ 
of the old “hell-roarin’” care-free 
newspaper days in Chicago... 
when the last guy to be “thrown 
out of a joint” was the guy who 
had two things . . Vision and 
enough “jack” to pay the last check. 
In fact when a guy starts “crab- 
bin’” about one of two things... 
“Russian might... or “high taxes,” 
I'm about fit to be tied ... My 
Lord ... what is it worth just to 
be livin’ in America where most 
men are smart enough to be hon- 
est (if they are not, they wind up 
behind a most uncomfortable 
“eight-ball” .. .) Every time I hear 
a guy talking down America... I 
say to myself ... “Gee, that fellow 
musta tried to steal sumpin’ an’ got 
| caught at it.” 








Mercedes Unveils Touring Sports Car— 


Model 190 SL is a new two-seater touring sports car by Mercedes scheduled to go 
into production next May. It has a detachable roof. In addition, the windshield can 
be removed and replaced by a smaller one of plexiglass, which is fitted in front of 
the driver only. The engine has two horizontal dual-barrel carburetors, and the 
transmission has four forward gears and one reverse. Maximum speed is said to be 
112 miles an hour. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


At Kenton, Ohio—in the world’s 
largest, most modern trailer axle 
plant—a hydraulic press (right) ex- 
erts a 50-ton pressure near the end 
of every TDA Trailer Axle, bends 
the tube next to the seams to insure 
strong welds, no weak spots, and 
complete absence of flaws. 


ogee 


Another example of TDA hidden quality — 
typical of the ends to which we go for greater highway safety 


— proof in advance that TDA 


Double trouble! Yes, TDA Trailer 
Axles are torture-tested at both the 
Kenton, Ohio plant —and the famous 


Timken- Detroit 


indoor proving 


ground in Detroit! 


The Detroit “Torture Chamber’ is 
a multi-thousand-acre proving ground 
condensed into one room. Here, our 
engineers can subject stock axles and 
gearing indoors to any outdoor operat- 


super-strong! 


For your own protection 
and safety specify Genuine 


Trailer Axles can take it! TDA Equipment Parts! 





Take no chances with substitute 
replacement parts. For longer 
axle life —for greater operating 
safety — insist upon genuine 
Timken- Detroit axle and brake 
parts identical to your axles’ 
original equipment. 

For a dependable factory-type 
job, to cut labor and adjustment 
costs ... order your replacement 
parts by TDA number from your 
trailer manufacturer. 


ing condition. Put over 50 years’ ex- 
perience gained in building axles for 
trucks, buses, trailers, farm machin- 
ery to work for you. 


Result? Far greater highway safety, 
longer axle life, reduced maintenance, 
repairs and downtime; lowered operat- 
ing costs. No wonder Timken-Detroit 
Axles are the choice of leading manu- 
facturers and operators. 
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Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
‘(= to a higher court 
‘&% decision, an insurance policy is 
not extended from the date of its 
expiration unless the premium is 
paid in money. Hence, there is no 
valid payment if the bank check 
given by the insured is dishonored. 
For illustration, in Phillips v. 
Lagaly, 214 Fed. (2d) 527, it was 
shown that an insurance com- 
pany had issued an auto liability 

policy to one Lagaly. 

It was originally issued for a 
period of one year, effective to Jan. 
29. On Jan. 16, Lagaly sent a check 
made payable to the company for 
the amount of the premium, drawn 
on the First National Bank, to 


Van Wert Studebaker 
Van Wert Motor Sales is the 
new Studebaker outlet in Van 
Wert, O. D. D. McConnell is pro- 
prietor. 





extend the policy for a period of | 


six months. 


Upon receipt of the check, the | 


company issued a regular premium 
receipt, acknowledging receipt of 


the premium and stating that the | 


policy was in force for the addi- 
tional period of time. 
* a7 +. 


Check Dishonored 


EN the check reached the} 
it was dishonored for | 


bank, 
want of funds and marked “insuf- 
ficient funds” and was thus re- 


turned to the company. Soon after | 


Jan. 29, Lagaly had an accident. 
In subsequent litigation, the 
higher court held that the insur- 
ance policy was not in force, 
although the company had mailed 
Lagaly a receipt and later Lagaly 
sent a good check to the com- 
pany as payment for the overdue 
premium. The court said: 
“Whether the acceptance of a 
check constitutes payment depends 


upon the intent of the parties. An 
insurance company may accept a 
personal check in payment of an 
insurance premium, but such ac- 
ceptance is conditional upon due 
payment of the check.” 
* * * 

Responsibility in Leasing 

ECENTLY, an auto dealer 

wrote, as follows: “If our com- 
pany leases motor trucks from 
their owners and an accident hap- 
pens, who is liable?” 

According to a higher court 
| decision the one who has control 
| over the driver is liable. 
| For illustration, in American 
| Fidelity & Casualty Co. v. Pennsyl- 
vania Casualty Co., 258 S. W. (2d) 
5, it was disclosed that certain 
motor vehicles were leased to a 
company under an agreement 
whereby the lessor, or owner, was 





required to furnish and pay the 


drivers. 
* * * 
Control of Drivers 
OWEVER, the drivers were 
under control and direction of 
the company and its officials. One 
day a collision occurred and one 


Semian was killed and other per- | 


sons were injured. 
In subsequent litigation, the 








Proved far stronger, more rugged and safer 
in all-out “Torture Chamber” tests, TDA 
Trailer Axles are also many pounds lighter 
than any competing axles on the market to- 
day. Weight saving is accomplished through 
the use of Timken-Detroit lightweight, 
pressed steel brake shoes, up to 50% lighter, 
and stronger, too. 


Heat and stress relief treatment 
for greater strength! 


Note the greater extent and depth of heat 
treatment given this TDA Cam and Seam- 
less Tube. Tube is heat-treated for the full 
length. And, the camshaft is completely heat- 
treated; not just the head. An important in- 
gredient of TDA superiority. 

A stress relief treatment is given every 
tube to relieve any stresses created during 
machining and welding. 

TDA Spindles forged of alloy steel have 
higher rockwell hardness than any other 
axle spindle on the market. 


: WITH 30-TON PRESSURE 


‘seams are 


~ ROCKWELL SPRING AND AXLE COMPANY 


—— —— 


TDA... the Lightest trailer axle 
on the market...and the strongest! 


Other hidden quality features that in- 
crease TDA life and performance are forged 
alloy steel spindles, cam roller mountings 
in Nylon bushings, machined cam head, 
cleaner cut splines and self-aligning 
camshaft support brackets. Good 
reasons leading manufacturers 
and operators specify TDA. 
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e © First with self-aligning camshaft housings. 
© Com rollers heat-treated to roll smoother, : 


wear longer. 


and prove to 





passengers transported in the 








© First with all-Nylon. camshaft ecules 
@ Compare similar products part for part 
yourself that TDA brakes incor- 


porate the finest quality materials, skilled 
pee ot es 





News Hub— 


John Cameron Swayze (left) NBC-TV 
newsman, recently originated his Plymouth 
News Caravan from Detroit to discuss the 
influence of auto production and sales on 
the national economy. With him is John 
P. Mansfield, president of Plymouth. 





higher court held that the com- 


| pany was liable in damages to 


the injured persons because the 
drivers of the leased vehicles 
were under control and direction 
of officials of the company. The 
higher court said: 


“We have no trouble in conclud- 
ing that liability for injury to 

























leased vehicles rested in the com- 
pany rather than the leasor. It is 
generally established that a bailor 
who does not retain control of the 
article bailed is not responsible to 
a third person for its negligent use 
by the bailee. The rule applies to 
a motor vehicle leased for hire.” 
+ * * 


Nonsigner Clause V oided 


In Fair Trade Act 


RICHMOND, Va.—The Richmond 
Law and Equity Court ruled un- 
constitutional the Virginia fair 
trade act’s “nonsigner” clause, al- 
lowing manufacturers to bind all 
retailers in the state to minimum 
resale prices for their products 
through contracts requiring the 
signature of only one retailer. 

The court held that “the non- 
signer provision violates the liberty 
and due-process clauses of the Vir- 
ginia constitution,” and that the 
law is also void as “an unlawful 
delegation of legislative power to 
private persons.” 


2 

Pontiac Pastels 
Bloom Forth 

- es 
For Springtime 
PONTIAC. — Pontiac Motor last 
week announced introduction of 
lighter “spring” colors, new color 
combinations added and _ interior 
trim options. 

Polo white and driftwood beige 
is a combination developed for Cus- 
tom Pontiacs. Formerly the colors 
for the Custom were limited to tur- 
quoise blue or firegold combined 
with white mist. 

Pontiac’s other new combinations 
include light gray with valley green, 
light gray with yellow, falcon gray 
with yellow and light gray with 
red. 

Beginning this month also, Pon- 
tiac’s silver streaks have been 
blended with the hood color. 

New interior trim combinations 
brighten the Pontiac 860 station 
wagons and 860 sedans. Station 
wagons are upholstered in red and 
white imitation leather and green 
and white, in addition to tan and 
brown, previously the only combi- 
nation available. The 860 sedans, 
which formerly featured charcoal 
upholstery, also will have gray, 
blue or green fabrics as choices. 

The 860 station wagons and se- 
dans further will be brightened 
with wheels the same color as the 
lower body. 


Truck Hero 


Driver Cited for Saving 


Lives of Two 


DETROIT. — A Detroit truck 
driver who saved the lives of two 
women trapped in a blazing auto 
has been named Driver of the Year 
by the Michigan Trucking Assn. 


Floyd J. Pemberton, a driver for 
Commercial Carriers, Inc., rescued 
the two women when they were 
involved in a head-on crash with 
another car. 

Pemberton has received the Pro 
Meritis Medal of the American 
Trucking Assns., $500 from his em- 
ployer, $50 from the Michigan 
Trucking Assn., and a $25 U.S. 
bond and a certificate of merit 
from Markel Service, Inc. 







FREES 
ALUMINUM HEADS 
and MOTOR BLOCKS 
LOOSENS FROZEN JOINTS!! 


and 1000 other uses! 
It’s concentrated! 


It dissolves rust! 
Has no unpleasant odor! 


with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 
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Chicago Ford Dealers Welcome Division's General Manager— 

R. S$. McNamara (center, front row), newly appointed general manager of the Ford division, makes his first appearance 
before a group of Chicago Ford dealers. Together with L. W. Smead, general sales manager, and other executives, McNamara 
conducted a sales meeting and recognition luncheon. He is shown with January's top performing dealers in Chicago. 





president, and Ralph Cutwright, 
Santa Monica, secretary-treasurer. 








president of the Los Angeles Metro- 
L. A. Volkswagen Group politan Volkswagen and Porsche 


Elects Ricketts, Post Dealers Assn. 
LOS ANGELES.—Joe A. Ricketts; Other officers for 1955 are Man- 
of Long Beach has been elected| nie Post, North Hollywood, vice- 


Glendale, and John Von Neumann, 
Hollywood. 


Powerful Stretch 
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Appointment of W. W. Morris as 
director of market research for 
Westinghouse Electric Corp., Pitts- 
burgh, is announced by J. H. Jewell, 
sales vice-president. 

Since joining Westinghouse in 
1947, Morris has held various posi- 
tions in the market planning de- 
partment. 

+ * * 
Auto-Lite Elects Harding 


William Barclay Harding has 
been elected to the board of direc- 
tors of Electric Auto-Lite Co., To- 
ledo, it is announced by James P. 
Falvey, president. Harding is a 
partner in Smith Barney & Co., 
New York investment bankers. 

* om * 


Minnesota Mining Names 


Unterzuber and Williams 
Promotion of Ralph E. Unter- 


The new directors are Fred Allred,| zuber and George H. Williams to | 


new positions in the industrial 


| trades tape division has been an-| 


Rugged, Advance-Design HERCULES Dump Trailer Models 


give fast, powerful action when you need it! 


Pound-for-pound and year-by-year Hercules Dump Trailer 
Units permit more payload . . . more satisfaction . . . more 


profit than any other. Choose the hoist to fit your job! ... HERCULES i 

Single or twin front-mount Telescopics, single or twin under- “Unitized” Tandem Axle Semi-Dump Trailers 

body Direct-Pushers. All Hercules Hoists are designed for Dump Trailers Single or Twin “Front-Mount’ Telescopic 
maximum performance under any make trailer chassis! Trailer Hoists 


Choose the body to fit your job . . . from 14’ to 21’, square 
or bay front, 10 to 30 yards capacity, plus many other options. 
Hercules Trailer Bodies and Hoists are designed for any make 
dump trailer chassis ... or. .. in complete package, “ready- 
to-roll,” units. 


DUMP BODIES 
AND HOISTS 


HYDRAULIC 





Single or Twin Underbody Trailer Hoists 
Ask your local Truck Dealer or Hercules Dump Trailer 


Distributor about the units to fit your job ... or write the 
Factory direct for specifications and recommendations. 


LOAD-N-GATE 





4 Wheeler Dump Trailer Pups’ 
Single Axle Semi-Dump Trailers 


Buy from the line of strongest design 


SPREADERS 


HERCULES STEEL PRODUCTS CORPORATION e GALION, OHIO 
UNISTEEL BODY CO., A Division of Hercules, producers of Standard and Custom Van Truck Bodies 





nounced by Minnesota Mining & 
Mfg. Co. 

Unterzuber has been appointed 
central regional] sales manager. 
Williams replaces Unterzuber as 
industrial trades tape sales man- 
ager of the Cleveland and Detroit 
operations. 

+ * * 
Thermoid Division Names 


Bradley Fleet Sales Engineer 


Appointment of James E. Brad- 
ley as fleet sales engineer of Ther- 
moid Co.’s automotive replacement 
division has been 
announced by 
George S. Lam- 
son, manager of 
the division. 

Bradley will 
service Thermoid 
accounts in the 
southern and 
southeastern 
states and make 
his headquarters 
3. B. Beadle in Atlanta. 
| = - Thermoid is ex- 
| panding its service and distribution 
|of heavy duty friction and rubber 
| products in this area. 
| * * a 


Chellquist and Gallant 


Named to Committees 


Two Detroit Cross Co. executives 
have been appointed to National 
| Metal Trades Assn. committee posts 
|by Earle S. Day, NMTA president. 
| Carl Chellquist will serve on the 
shop training subcommittee and 
| William Gallant has been named 
as an alternate on the personnel 
administration and testing com- 
| mittee. 





| 





* * *® 


Midland Steel Appoints 


Hornig as Treasurer 


The board of directors of Mid- 
‘land Steel Products Co., Detroit 
‘and Cleveland, has elected W. E. 
Hornig treasurer 
of the company, 
according to Wil- 
liam A. McKinley, 
| Midland’s presi- 
| dent. : 

Hornig joined 
Midland in 1953 
as controller. Be- 
fore that he 
served for 13 
|years oe ae 
;urer of well- a ie 
|Parker Electric W. B. Meats 
Co. Previously he was with Ernst 
& Ernst. 








Chevrolet Chooses Jess 
As Oakland U. C. Chief 


R. G. Jess, former sales promo- 
tion manager of Chevrolet’s Salt 
| Lake City zone, has been appointed 
used-car manager of the Oakland 
(Calif.) zone, according to J. W. 
Steel, Oakland zone manager. 


ian Upped 
In Dodge U.C. Job 


Otto Kindshoven has been ap- 
| pointed assistant used-car mer- 
chandising manager of Dodge, 
according to S. P. 
Hutchins, used- 
car manager. 

Kindshoven 
joined Dodge 
after being with 
another automo- 
bile company in 
Detroit. 

For four years 
he was merchan- 
dising and sales 
promotion man- 
ager covering 
eight eastern states. He then was 
sales manager and later general 
|manager for the factory-owned 
dealerships in Dallas, Atlanta and 
Fort Wayne. 


Otte Kindshoven 


S «£ 


|New Officers Announced 


|For LOF Glass Fibers 


Randolph H. Barnard, president 
and general manager, has an- 
nounced the following officers of 
the newly-formed LOF Glass 
| Fibers Co.: 
| Thomas A. Collins, vice-president 
| (Continued on Page 39, Col. 1) 
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zone Office in Minneapolis. He re- | president of the companies. Walter 
places Vern Eide who has been |formerly was controller of Willys 





(Continued from Page 38) 


and assistant general manager; 
Francis H. May jr., vice-president, 
secretary and treasurer; J. M. 
Johns, sales vice-president; Joseph 
S. Finger, vice-president and gen- 
eral manager of Corrulux division; 
Raymond W. Capaul, vice-president 
and sales manager of general prod- 
ucts division; Clinton F. Hegg, 
vice-president and sales manager 
of textile division; Dominick La- 
bino, research and development 
vice-president; John A. Morgan, 
vice-president and general man- 
ager of western division, and Jesse | 
H. Plummer, manufacturing vice- 


president. 


* x 


Dodge Trucks Names Ross 
Aide to General Manager 


James S. Ross has been ap- 
pointed executive assistant to K. 
C. Deacon, Dodge 
Truck general 
manager. 

Ross joined the 
planning depart- 
ment of the Dodge 
truck plant in 
1949. In 1951, he 
was assigned to, 
the operating 
manager’s staff as | 
coordinator of} 
sales, production | 
and engineering | 
as coordinator of the military vehi- | 
cle program. 

* 








James 8S. Ross 


* * 


Wolverine Tube Names 
Olin and Jackson 


Wolverine tube division of Calu- 
met & Hecla, Inc., has appointed 
the following sales representatives: 

Walter H. Olin in New Mexico} 
and West Texas, and Mel Jackson 
in Northwestern Indiana and the | 
south side of Chicago. 

+” * ? 


Auto-Lite Promotes 3 


In Purchasing Dept. 


Electric Auto-Lite Co. has an- 
nounced the following promotions: 

Ralph A. Steude is battery divi- 
sion assistant general purchasing 
agent; W. H. Suddath replaces him 
as purchasing agent of the Vin- 
cennes (Ind.) battery plant and | 
Max O. Martin is wire and cable | 
division purchasing agent. 

~ * * 





Wagner Electric Names 
Comiskey to Service Post 


The automotive division of Wag- 
ner Electric Corp., St. Louis, has | 
appointed Raymond R. Comiskey 
manager of the 
Detroit auto- g a 
motive service 
branch. 

Comiskey has 
been withthe 
company since 
1936. 

He has been 
sales representa- 
tive for the auto- 
motive service 
sales division. ee 

Comiskey suc- R. R. Comiskey 
ceeds V. Pasher, who has retired. 

* 


Goodrich Makes 
II] Appointments 


The tire and equipment division | 
of B. F. Goodrich Co., Akron, O., 
has announced 11 new appoint- 
ments. | 

Names were Clare E. Sears, as 
Charlotte (N. C.) district manager; 
William A. Hayes, as Washington 
district manager; Clarence W. Harp, 
as New Orleans district manager; 
William E. Childress, as Dallas dis- 
trict manager, and Raymond D. 
Humphrey, as Minneapolis district 
manager. 

Also appointed were Grover D. 
Motherwell, as sales development 
manager for the central zone; Miles 
&. Collins, as retail manager for 
the Atlanta, Birmingham, Memphis 
and : New Orleans districts, and 
William B. Phillips, retail manager 
for the Charlotte, Jacksonville 
(Fla.) and Washington districts. | 

Ted Curry, as retail manager for 
the Kansas City, Omaha and St. 
Louis districts; Raymond S. Thomas 














as retail manager for the Chicago, 
Indianapolis, Milwaukee and Min- 
neapolis districts, and William Gill 
as retail manager for the Cincin- 


jnati, Columbus and Detroit dis- 


tricts. 


* * * 


Cummins Appoints Every 
Second in Charge of Sales 


Paul J. Every has been named 
assistant general sales manager of 
Cummins Engine 
Co., Inc., Colum- 
bus, Ind. 

Every has been 
associated with 
Cummins since 
1947 and, as man- 
ager of regions, 
was in charge of 
the firm’s 12 do- 
mestic regional 
offices. 

For the past 
two years, he has 





Paul J. Every 


been responsible for the activities 





On 






of Cummins Diesel Export Corp. 
Before joining Cummins, Every 
was sales manager of the heavy 
equipment division of Baldwin Lo- 
comotive Works. 
* 


* * 


L-M Promotes Walker 


In Business Merger 
Louis A. Walker has been pro- 
moted to manager of the business 
|management department of Lin- 
|coln - Mercury. 
Walker has had 
| 22 years in busi- 
|ness management 
in the automotive 
industry. He 
joined Lincoln- 
| Mercury in 1950 
as business man- 
| agement manager 
in the Chicago 
district sales of- 
fice, and three 
years later was 
named assistant business manage- 
ment manager of the division. Pre- 
viously he was with Packard and 
Pontiac. 


Louls A. Walker 


Johnson Replaces Eide 


* * 





More than Two Million 
Eaton Axles in Trucks Today! 


EATON 





<a 











Stuart Johnson has been ap-| Meteor Motor Car Co., Piqua, O. 


pointed office manager of the Buick |is announced by Newton Glekel 


Eaton 2-speed Axles 


transferred to Chicago. 
* « * 


Cadillac Announces 


3 New Appointments 


Three new appointments have 
been announced by Cadillac. Peter 
Gordon is assistant manager of the 
New York sub-branch in Brooklyn; 
Ian MacKenzie is assistant new- 
car retail sales manager in New 
York, and Eugene Ice is district 


parts and service manager at New | | 


Orleans. 


* * 


| Tynan Is Sales Manager 


Of Exide Division 

Thomas G. Tynan has been 
promoted to sales manager of the 
Exide Automotive division of 
Electric Storage Battery Co. 

Tynan first was employed by 
Electric Storage Battery in New 
York in 1920. 


* * ® 


Wayne-Meteor Post Filled 


Appointment of E. L. Walters as 
controller of Wayne Works, Inc., 
Richmond, Ind., and the subsidiary 


’ 
, 
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Motor. 
* * * 


Dodenhoff, 2 Others Fill 
U. S. Truck Tire Posts 


Three appointments have been 
announced in the U.S. Truck tire 
department of United States Rub- 
ber Co. by H. C. 
Oliver, sales man- 
ager of the U. S. 
Tires division. H. 
W. Dodenhoff has 
been made man- 
ager of truck tire 
sales; J. F. Arthur 
becomes manager 
of fleet sales, and 
Cc. E. Drennen 
eet has been named 

pt manager of na- 
H.W. Dodenhoff tional accounts. 

Dodenhoff, who has been associ- 
ated with U. S. Rubber since 1948, 
was most recently a merchandising 
specialist. Arthur was formerly 
truck-tire sales manager, and had 
previously been a district manager 
in Seattle and San Francisco. 
Drennen has held a number of 
positions with the company, having 
started as a sales assistant in the 
Philadelphia branch. 





Turn Time 


for 


into Money 


Truck Operators 


Eaton 2-Speed Axles may be the difference between profit and loss 
for those hauling jobs where time is a critical factor. They give 
trucks full pulling power for off-the-highway operation, plus the 
speed to make time on the open road. Because Eaton 2-Speeds 
reduce strain and wear on engines and power transmitting parts, 
and permit engines to run in their most efficient operating range, 
trucks are on the job—not in the shop. Eaton 2-Speeds give trucks 
greater maneuverability—an important factor in maintaining sched- 
ules in today’s traffic. Eaton’s exclusive features provide axles with 
greater stamina, hold maintenance to a minimum, assure maximum 
earning ability. Specifically: by supplying the right gear ratio for 
every road and load, Eaton 2-Speed Axles mean more and faster 
trips, more miles in the life of the truck—at lower cost per mile. 





AXLE DIVISION 


CLEVELAND, 


MANUFACTURING COMPANY 
OHIO 


(EAL 

oy) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps « Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites «Spring Washers *Cold Drawn Steel *Stampings «Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 
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TRUCK CRANE—Model 1000 Electric 
Hoist-O-Matic features push-button control. 
Operated within a radius of eight feet 
from the crane, loads up to 1,000 pounds 
an be handled. The four-foot boom 
swings 360 degrees. Hoisters, Inc., 1913 
Broadway, Kansas City, Me. 





EMERGENCY LAMP—Model 407 uses a 
32-candlepower bulb and seven-inch di- 
ameter lenses. It is equipped with a 
bracket for top-of-cab mounting. Kilborn- 
Saver Co., 1381. Post Rd. Fairfield, Conn. 





WIRE ASSORTMENT—This display and 
stocking assortment of plastic primary 
wire requires little space and is said to 
handle most regular repair jobs on truck 
and bus body work. Included are two 
spools of No. 16 gauge, one green, one 
yellow, and two of No. 14 gauge, one red, 
one brown. Belden Mfg. Co., 4647 W. Van 
Buren, Chicago, i. p 


Single Bulletin Covers 
Entire Heil Line 


A four-page illustrated bulletin 
covering its entire line of truck 
* * 2 





NEW PRODUCTS 


equipment is now available from 
Heil Co., 3073 W. Montana St., Mil- 
waukee 1, Wis. 


Photographs, specifications and 


descriptions cover each of the units. 
+ * o 





DUMP TRUCK—The Dube Dumper is 
offered with seven sizes of arm-type 
hoists. The body has 10-inch box-type 
side braces to provide durability. Tail- 
gate is six inches higher than front end. 
Hoist and Body division of Flint Tool & 
Mfg. Co., Holly, Mich. 

* + * 





TRUCK CRANES —The mounted truck 
cranes are produced in 500, 1,000 and 
2,000-pound capacities. Also announced is 
a winch available in two styles, each of 
1,000-pound capacity. H. S. Watson Co., 
1316 Sixty-Seventh St., Emeryville, Calif. 

* *” . 


4-BARREL CARBURETOR — Offered as | 


original equipment on all tractors and 
trucks in International's 220 series. De- 
signed to increase engine output and 
power range, it is said to be the first 
four-barrel carburetor with a built-in gov- 
ernor. Holley Carburetor Co., 11955 E. 
Nine Mile Rd., Van Dyke, Mich. 
.6 *@ 





ALL-PLASTIC TRUCK BODY—Carnation Milk Co., Los Angeles, is getting this plastic 
truck body made of Lamicor, a new kind of reinforced fiberglass, and consisting of 
only two sections. The material is said to make the body sanitary, easy to clean and 
corrosion-free. Strick Co., P. O. Box 5037, Philadelphia 11, Pa. 























ONE-MAN CAB—Model 4709AA is a 
heavy-duty one-man unit which can be 
installed on any flat platform truck or 
tractor. Large windshield gives excellent 
visibility. It is 54 inches high and 57% 
inches long and weighs 275 pounds. 


Crenlo, Inc., River Rd., Rochester, Minn. 


* > * 


i 





SLEEPER CAB—The C.O.E.-73 sleeper 
cab measures only 73 inches in length, 
including the 26-inch sleeper section. The 
cab retains high visibility, sufficient leg 
room and driver comfort, according to 
Kenworth Motor Truck Corp., 8801 E. Mar- 
ginal Way, Seattle, Wash. 

* * * 





DUAL-WHEEL DOLLY — This portable 
dolly can be used on any surface and 
handles the heaviest tire and wheel com- 
binations. Its seven-inch overhang leaves 
plenty of room for the mechanic to work 
while wheels rest on back of dolly. It is 
48 inches long, 20%, inches wide and 
three inches high. Alexander-Tagg In- 
dustries, Inc., 400 Jacksonville Rd., Hat- 
boro, Pa. 


TRUCK LIFT— Several design changes 
are incorporated in the new model of the 
Lee truck lift. Lifting fingers are rede- 
signed and painted silver to facilitate 
spotting, and a new cylinder head and 
tubular piston rod machined to close tol- 
erances are said to assure smoother lifting 
action. Automotive Equipment Mfg. Co., 
11000 S. Alameda St., Lynwood, Calif. 


, + * > 
Air-Pressure Gauge 


For Trucks Offered 


A calliper-type gauge with two 
“feelers” is said to determine cor- 
rect air pressure on trucks without 
need of scales or axle weights. 
Called Positive Rod, the gauge is 
set across the tire bisecting the 














center of the wheel, thus establish- 
ing the diameter. 


The gauge also makes possible 
positive matching and measuring 
for dual and tandem mountings. 
Metalics, Inc., 410 S. Theresa, St. 


BOOM WRECKER—A hydraulic system 
operates this double boom wrecker. Also 
available are telescopic booms extending 
up to 20 feet. Twelve models ranging from 
three to 20-ton capacity are manufactured 
by Weld Built Body Co., Inc., 59-03 Pres- 
ton Court, Brooklyn 34, N. Y. 

+ * * 





VALVE SEAT PULLER — Removing valve 
seat rings from Ford trucks F-600, F-700, 
F-750, F-800 and F-900 is said to be sim- 
plified by this unit. A new yoke and pilot 
may be used for adaptation of other pull- 
ers for this job. Bishman Mfg. Co., Osseo, 
Minn. 















SOCKETLESS FITTINGS — Kit No. 5142 
containing bulk hose and socketless fit- 
tings needed to service fuel and oil lines 
on all makes measures 10% by 1014 by 
three inches. Also included are five adapt- 
ers and three reducers. The fittings are 
said to speed assembling of lines. Aero- 
quip Corp., 300 S. East Ave., Jackson, 
Mich. 








POWER TAKEOFF—Models FA and FB 
are medium-duty two-gear single-speed 
units for dump body work, operating farm 
machinery and generators or pump opera- 
tions. Model FA eliminates case interfer- 
ence with output shaft with normal shaft 
speed, while Model FB has _ low shaft 
speed. Dana Corp., 4100 Bennett Rd., 
Toledo 1, O. 





TRUCK SUNSHIELD—Rol-O-Tint is said 
to provide glareless driving comfort. It 
can be installed in all cars and trucks. It 
is constructed on the principle of a win- 
dow shade and can be installed without 
the need of drilling holes. SolRol Mfg. 
Co., 4404 S. Western Ave., Chicago, Ill. 


* * * 





TRUCK BATTERY—The Hycap XD battery, 
an extra duty line for cars, trucks and 
tractors, uses the grid alloy, Silvium, which 
is said to protect the battery from corro- 
sion and sulphation. The battery also is 
equipped with Levelex, a device for sea- 
sonal control of electrolyte level. Exide 
Automotive division of Electric Storage 
Battery Co., 42 S. Fifteenth St., Philadel- 
phia 2, Pa. 


TURN SIGNAL—Model 550 is a direc- 
tional signal switch unit for buses and 
trucks, fitting any size steering column 
and operating all six and 12-volt signals. 
Auto Lamp Mfg. Co., 2909 Indiana Ave., 
Chicago 16, Ill. 





PLASTIC DELIVERY BODIES—A number of advantages are claimed for Fiberglas 
reinforced plastic bodies for delivery trucks, such as resistance to corrosion, good 
insulation, body weight reduction and reduced maintenance. Montpelier Mfg. Co., 


Montpelier, O. 





DETTE, BONE NA CKD DIME TOM 





: 
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L On the Financial Front 


Net income of White Motor Co., 
Cleveland, in 1954 was $4,888,644 
against $5,015,367 in 1958, a decrease 
of 2'4 percent. 

In its report to stockholders, 
White said Government orders were 
sharply reduced, cutting the overall 
sales total by 18.1 percent during 
the year. 

On the other hand, a firm trend 
in sales of eommercial parts and 
service labor produced a velume 
which was only 0.5 percent below 
the 1953 record. 


Mack Sales, Net 
Show °54 Drop 


A deeline in military volume 
more than offset a gain in civilian 
gales in 1954 for Mack Trucks, Inc., 
P. O. Peterson, president, said in 
the annual report. 

Total sales for 1954 were $120,- 
287,669, compared with $178,142,849 
in 1958, he said. Net income for the 
year was $1,345,487, down from 
$2,553,388 in 1953, he said. 

Short-term bank indebtedness 
was reduced from $15,500,000 to 
$4,500,000 during the year, he said, | 
while working capital increased 
frem $47,009,421 to $50,041,625. 

af + * 


3M Net Soars 


Sales Hit $230,809,482 
5 Pct. Over °53 


Sales and net earnings of Minne- 
sota Mining & Mfg. Co. broke all- 
time reeords in 1954, the company 
reported last week. 

Sales were $230,809,482 or 5 per- 
ceat over the $219,916,383 of 1953. 
Net earnings were $24,624,225, com- 
pared with $17,977,771 for the prior 
year. 

The company—for the first time 
—included Canadian operations in 
the statement and reported its as- 
sets totaled $102,395,421 at year’s 
end. 


C.LT. Corp. Opens 


Office in Detroit 


DETROIT. — C.1.T. Corp., indus- 
trial financing firm, has formed a 
new division with headquarters at 
Detroit to handle instalment fi- 
nancing of machinery and equip- 
ment for Michigan industry, Syd- 
ney D. Maddock, president, an- 
nounced. 

C.1.T. Corp. is a subsidiary of 
C.LT. Finaneial Corp. 

Maddock said the new Detroit 
office will be supervised by Wallace 
B. MacGregor, who has been with 
C.LT. 24 years. 

* 


* 


Industrial Acceptance 


Industrial Aeceptance Corp., Ltd., 
Montréal, reported a 1954 net profit 
of $6,292,311, a drop from $6,422,361 
net of 1953. Earned income dropped 
from $42,369,155 im 1953 to $39,489,- 
265 last year, reflecting lower vol- | 
ume of auto and durable goods sales. 

* * +” 


Hertz 


Consolidated net income of Hertz 
Corp. (formerly Omnibus Corp.) is 
reported at $1,775,658 for 1954. 

In 1953, before major organiza- 
tional changes, consolidated net in- 
come was $202,631. 

* * + 
Clevite | 

Clevite Corp, Cleveland an- 
nounces 1954 sales and other rev- 
enues of $60,148,661, the second 
highest on record, and net profit of 
$2,668,648. In 1953, sales and other | 
revenues were $71,304,940, and profit 
was $3,478,611. 

* 


* * | 


H. K. Porter 


H. K. Porter Co., Inc., Pittsburgh, 
reports record profits of $3,215,785 
on sales of $68,111,431 for 1954. This 
compares with 1953’s profits of $2,- 
634,519 on sales of $64,448,725. 

* « * 


Townsend 


F. R. Dickenson, president of 
Townsend Co., New Brighton, Pa., 
reports that net sales in the six 
months ended Dec. 31 amounted to 
$6,578,254, compared with $7,769,687 
in the corresponding period of the 
Previous year. Income before taxes 
Was $381,837, compared with $615,- 
703 in the last half of 1953. Town- 





send produces rivets, fasteners and 

cold-headed parts. 
* 

Towmotor Corp. 


Towmotor Corp., manufacturer 
of fork lift trucks and tractors, has 
announced 1954 sales of $17,538,843 
and net profit of $857,911, com- 
pared with 1953 sales of $22,069,200 
and net profit of $906,248. 

* + + 


National Malleable & Steel 


National Malleable & Steel Cast- 
ings Co. has reported a sales drop 
of 35 percent in 1954, from $57,733,- 
000 to $37,616,000. Profits slumped 
from $2,250,000 to $327,000 in 1954. 
The company said that business be- 
gan to piek up in December, 1954, 
reversing the downward trend. 

* * 


Gould-National Batteries 


Gould - National Batteries, Ine., 
has reported that net profit in the 
nine-month period ended Jan. 31 
amounted to $1,824,184, compared 
with $1,841,962 the corresponding 





c 


carburetor repair 


kit complete till 
you're ready to use it! 


At last—a carburetor repair kit with 
parts that stay put! This brand-new 
sealed package by Rochester Products 
stays intact till it’s picked for the job 





period ended Jan. 31, 1954. Net 
sales and other income totaled $47,- 
037,020, compared with $47,391,252. 


+ * * 


Gabriel Co. 


Gabriel Co., Cleveland, reported 
a net loss of $23,891 in 1954, with 
net sales totaling $18,310,269. 

* 


General Contract Corp. 


General Contract Corp., St. Louis 
finance, banking and insurance 
firm, has reported a record net in- 
come for 1954 of $3,283,615, com- 
pared with $2,743,802 in 1953. 

. o s 


Sun Chemical 


A quarterly dividend of $.15 per 
common share has been declared by 
the board of directors of Sun 
Chemical Corp., Long Island City, 
N. Y. A preferred stock dividend 
of $1.13 also was declared. The div- 
idends are payable Apr. 1 to stock- 
holders of record March 21. 

* 


Rheem Mfg. Co. 


An alltime sales record for plumb- 
ing and heating products has been 
reported by Rheem Mfg. Co., New 
York, during January and Febru- 
ary. Sales in 1954 totaled $163,623,- 





New Scully Member— 


Rebert Scully (left), newest member of 
the Scully family to join the sales force of 
Scully Signal Co., Melrose, Mass., is shown 
with his father, Frank P., reviewing a dis- 
play sign fer an auto tank eccessory de- 
signed to prevent spillage during fueling. 


1953. Harnings were $6,026,852 
against $4,981,876 the previous year. 


. +. * 
Ainsworth Mfg. Corp. 

A loss of $158,673 for 1954 has 
been reported by Ainsworth Mfg. 
Corp., Detroit, compared with a 
profit of $55,378 in 1953. Sales to- 


302, compared with $188,004,665 for |taled $18,666,683, or 26 percent be- 


' 
—stops last-minute shortages and 
mixing of parts! What’s more, it also | 
features new transparent, hermetically | 


sealed capsules 


strainers and for matched 
float-valve needle and seat 
assemblies! It will save you 
time... save you trouble... 


for fuel 


save you money! It’s another example 
of the continuous advancements you 
can expect and get from Rochester in 
products and in service. 


CARBURETORS BY 





ROCHESTER 
PROOUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 
ROCHESTER N.Y. 


low the $25,328,959 the previous 


year. 
* + * 


Motor Wheel Corp. 

A 1954 profit of $1,729,458 has been 
reported by Motor Wheel Corp., 
Detroit, compared with $2,975,902 in 
1953. Sales fell off 36 pereent from 
$84,240,448 in 1953 to $53,873,726 last 
year. i 

a 


General Acceptance Corp. 

A profit of $1,354,836 last year has 
been reported by General Accep- 
tance Corp., Allentown, Pa. This is 
an increase of 25 percent over the 
income of $1,081,970 in 1953. 


Sheller Mfg. Corp. 


Sheller Mfg. Corp. has reported 
net sales of $37,164,986 and a net 
income of $2,726,698 in 1954, com- 
pared with sales of $46,704,575 and 
profit of $3,187,114 in 1953. 

7. e * 


National Automotive Fibres 


National Automotive Fibres, Inc., 
has reported net sales of $56,688,095 
and a net loss of $543,394 in 1954, 
compared with sales of $90,609,934 
and a net profit of $3,231,040 in the 
previous year. 







j 
i a ii ee ~ 


New hermetically 
sealed capsule keeps 
float needle and seats 
antiseptically clean! 
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Reflections on Economy Run... 
Closer to Ordinary Driver 


By Robert M. Finlay 
Managing Editor 


ANY auto men agree that the 
Mobilgas Economy Run this 
year was closer to the reality of 
everyday driving than past runs. 
Reason: Use of automatic transmis- 
sions on all cars. 

Standard transmission and 
overdrive opens the way for many 
tricks and driving techniques 
which stretch out gasoline. The 
automatic transmission is a 
mighty leveler. The skill of the 
driver still is important. And so 
is the advice of the engineer and 
the route charter. 

But the automatic transmission 
whittles down the difference be- 
tween the ordinary driver using 


Boice Gets Studebaker 

Boice Motor Co. is the new 
Studebaker dealership at Cats- 
kill, N. Y., operating under a 


partnership composed of Lester 
H., Robert C., and Frank Boice. 


reasonable care and the highly 
skilled driver. 

The new factor makes the econ- 
omy run even more important as a 
promotional springboard, since the 
results are closer to the average 
man behind the wheel. 

* + + 


ecerralee, Socony-Va- 
cuum, parent company of the 
Mobilgas trademark, is recognizing 
the growing national importance of 
the run, and is paying the bill this 
year. General Petroleum previously 
picked up the tab—and what a tab. 
Notice that the terminus of the 
run—Colorado Springs —was a 
little farther east this year? 
Some would like to start the run 
in Detroit, where cars are made, 
wind up in California, where, as one 
wit put it, “the cars are bought.” 
That’s easy to say, but what a 


problem in logistics. 
* * » 


_ reference to experts, we| Nash Ambassador, 


er of the Rambler which headed 
the list in actual miles per gallon, 
was a one-man team. 

Viland has outstanding ability in 
both engineering and driving, but 
we shortchanged the American Mo- 
tors team which did a fine job at 
the run. 

You might be interested in how 
the eight-man AM team operated. 
James T. Moore, technical advis- 
or to the product information de- 
partment, was the factory repre- 
sentative. 

Tommy Thomas was Viland’s co- 
driver and has played an important 
role in many of Viland’s victories. 
Thomas watches the route and 
passed on vital information to the 
driver. 


Loren Adkins, a state highway | 


engineer, painstakingly compiled 
the all-important charts of the 
course. 

Pierce Venable was driver of the 
which came 


went a little off the beam when | within a hair of matching the Stu- 


we indicated that Les Viland, driv- 


debaker Commander that won the 





Monarch Exhibit— 

A Buick Motorama was held by Monarch 
Buick Corp., New York. M. C. Gale (left), 
owner, and Wally Bonair, chief service 
specialist, stand behind a fur-lined Super 
convertible, with an earlier Buick in the 
background, right. 


sweepstakes. Venable, by the way, 
drove a Rambler in 1951 to an all- 
time miles per gallon record. 

Andy Henderson, co-driver for 
the Nash Ambassador, drove a 
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This once-staid old town is rocking as never be- 
fore. At the very feet of W. Penn’s statue, entire 
blocks of old Philadelphia were cracked into rub- 
ble to make room for sweeping plazas, magnificent 
buildings. Thousands of homes are still going up 
to hold new thousands in a Philadelphia that’s 
booming as if by the wave of a wand. 


And this brings us 


NEW YORK: William A. Maher 
415 Lexington Ave., Murray Hill 2-9197 


to the point of the story, 
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333 N. Michigan Ave., Andover 3-5270 









friends. Only one newspaper is in step with this 
growth, and the name of the paper is the 
PHILADELPHIA DAILY NEWS. In Philadelphia, sir, 
only one paper is growing ... and it’s us! 


p.s. Customers see your ads in our sparkling tab- 
loid. We couldn’t bury you if we tried! High visi- 
bility, reader loyalty: the DAILY NEWS PAYS OFF 


LIKE MAGIC! 


PHILADELPHIA 


DAILY,AANEWS 


Hitch your wagon to a rising star! 


J. Twomey 


DETROIT: Charles J. Sheppard 
1061 Penobscot Bldg., Woodward 2-3080 





Nash Ambassador to a Class E vic- 
tory in 1953. 
+ . . 
aes the press in 
general, including us, referred to 
the winner in actual miles per gal- 
lon as the Nash Rambler. Just goes 
to show how well Nash hag condi- 
tioned the press. 

At any rate, as Hudson dealers 
have been telling us, this Rambler 
was entered by both the Hudson 
and Nash dealers of Southern Cali- 
fornia, and, by gum, it’s a HUD- 
SON Rambler as well as a Nash 
Rambler. 

* * 
a speaking of teams, we'd like 
to pay tribute to others who 
did a remarkable job. 


The crack General Petroleum 
team which handled with finesse 
the thousand and one details of 
staging a show that traveled 1,323 
miles across the country. 

We rode the run with Ross 
Reeder, GP executive who chart- 
ed the run, and who gave us an 
insight into the terrific problems 
in logistics. 

Then there was the AAA team, 
always on the job to conduct the 
run with such scrupulous fairness. 
This is a dedicated crew, including 
Auto Dealer Tom Frost, who trav- 
els all the way from Warrenton, 
Va., each year to help out. 

Perhaps the closest team was 
that of Dealer Mel Alsbury, Holly- 
wood and his son, Mel jr. The 
father entered the Chrysler Wind- 
sor and the son drove it. 

+ * * 


ND here’s a few words from the 
top drivers on how to go fur- 
ther on less gas: 

Richard Johnson, who drove the 
Studebaker sweepstakes winner, 
and Viland agree that idling and 
“jack rabbit” starts are the great- 
est consumers of gasoline. 

Both men put paramount em- 
phasis on proper tuning to keep 
engines running at top efficiency. 

Other recommendations by the 
drivers are: 

1. On cars with automatic trans- 
missions, accelerate evenly. The 
transmission will shift quickly into 
regular drive and reduce gasoline 
consumption. On conventional 
shifts, move quickly and evenly into 
second and third. 

2. Drive at moderate speeds, for 
economy as Well as safety. Drive at 
a steady pace and allow sufficient 
time for a trip so high speeds will 
not be necessary. 

3. Watch and anticipate stop 
lights. Look ahead and adjust 
speed so that an idling stop will 
not be necessary and avoid un- 
necessary use of brakes. 

4. On steep upgrades, shift auto- 
matic transmission into intermedi- 
ate gear; shift overdrive and: con- 
ventional transmissions into lower 


gear. 
5. Avoid long engine idling, a 
real gas consumer. 


Tool Engineers 
Elect Osborn, 


Honor Breech 


LOS ANGELES. — New officers 
were installed and a progress 
award was made Pan 
at the annual ban- iss 
quet of the Amer- 
ican Society of 
Tool Engineers. 

The Society 
elected Dr. Harry 
B. Osborn jr. 
Cleveland, presi- 
dent, succeeding 
Joseph P. Crosby, 
Hudson, Mass. 
The 1955 ASTE 
progress award 
went to Ernest R. Breech, chair- 
man of Ford Motor Co. 

The citation called Breech the 
“foremost manufacturing executive 


E. R. Breech 


| with proved genius for integrating 


materials, methods, manpower, fa- 
cilities and human relations into 
overall organization of highest effi- 
ciency.” 

The society’s engineering cita- 
tion was awarded Philip M. Mc- 
Kenna, president of Kennametal 
Inc., Latrobe, Pa., for his contribu- 
tions to the development of carbide 
materials and tools. 


Bates Chevrolet Opens 
A new Chevrolet dealership has 
been opened in Arcadia, Calif. It 
is known as Bates Chevrolet, 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
during March was $868, a decline of $8 from the partial average estab- 
lished in the previous week, according to Automotive News’ index. 


Only two makes showed an average 
The price of 54s went up $3 and the price of 


price of ’49s remained unchanged. 


higher than the previous week’s. 
53s increased $7. The 


All other makes declined as follows: ’51s, down $2; ’48s, down $3; 
52s, down $4; 50s, down $6, and ’55s, down $23. 
The decline on ’48s8 brought the price of that model to a record low. 


The previous low on 


523 was matched. 


The ratio of sales to offerings dropped to 74 percent from the pre- 
vious week’s soaring height of 77.8 percent. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


CHICAGO 


(Arena Auto Auctin, Sale every Tuesday. 
Prices are for sale of March 22.) 

(In spite of snow and a windstorm, 
we sold 133 of the 183 cars consigned for 
@ percentage of 78.) 

BUICK—’ 54 Century Riviera 2-dr., $2,120°; 
Special 4-dr., $2,045*; Century 4-dr., 
$1,750. '53 Super Riviera 2-dr., $1,530°, 
$1,345*; 4-dr., $1,280*; RM Riviera 4-dr., 
$1,495* (ps), $1,245* (ps). ‘52 Special 
4-dr., $820; Riviera 2-dr., $790; RM 
Riviera 4-dr., $795*. 


CADILLAC—’ 54 


(62) coupe deVille, $3,- 
900* (ps); coupe, $3,775* (ps). '53 (62) 
coupe deVille, $2,436° (ps); 4-dr., $2,- 
275° (ps); (60) Special 4-dr., $2,425°. 
*52 (62) coupe deVile, $2,150* (ps). 


CHEVROLET — ’54 Bel Aire Sport coupe, 


$1,525, $1,490. '53 Bel Air Sport coupe, 
$1,110; 4-dr., $1.055*, $995*; 2-dr., $960; 
One-fifty 4-dr., $755, $690. '52 SL Deluxe 
2-dr., $565*. 51 SL Deluxe 2-dr., $485*, 
$390; 4-dr., $465*°; %-ton panel, $175. 
'50 SL Deluxe 2-dr., $310; SL Special 
2-dr., $310. °49 SL Deluxe 2-dr., $245. 


CHRYSLER—’52 Windsor 2-dr., $765°, '51 


Windsor 4-dr., $495°. '60 Windsor club 
coupe, $380°. 

DeSOTO—'53 Fire Dome (8) 2-dr., $1,265° 
(ps), $1,100* (ps); Custom 4-dr., $1,020°, 
$960°*. °51 Custom 4-dr., $440°. 

DODGE—’53 Meadowbrook station wagon, 
$900°; 4-dr., $790. '51 Meadowbrook 4- 


(8) 2-dr., $1,975°. 
"64 Custem (8) 4-dr., $1,370*; 2-dr., $1,- 
270; Creat (6) Victoria, $1,505. '53 Main 
(8) Ranch Wagon, $1,285; 2-dr., $840. 
$825; Custom (8) 2-dr., $1,010* (ps); 4- 
dr., $1,010*. '52 Crest (8) 2-dr., $875*; 
Custom (8) 4-dr., $760*. '51 Custem (8) 
2-dr., $395. 

HUYSON—'53 Hornet Hollywood, $1,070°; 
Jet 2-dr., $660°. '52 Hornet Hollywood, 
$726°; 4-dr., $415°. 

KAISER—’51 Deluxe 4-dr., $225°; 


Y—’54 Custom Sport coupe, $1,- 
865*, $1,720°. '53 Monterey coupe, $1,- 
515; 2-dr., $1,476*, $1,065*, $1,020; Cus- 
tom Sport coupe, $4,310, $1,210*; 4-dr., 
$1,305°. 

NASH—’54 Statesman 4-dr., $1,295°. ‘53 
Ambassador 4-dr., $975, $800. '51 States- 
man 4-dr., $285°. °49 Statesman 4-dr., 
$145. 

OLDSMOBILE — '55 (88) Super Holiday, 
$2,900* (ps), $2,850° (ps), $2,825° (ps). 
'53 (88) 4-dr., $1,445°, $1,265°, $1,320°. 
"52 (88) 4-dr., $@00°. '51 (88) 4-dr., 
$310°. '49 (88) 4-dr., $800°; (98) 4-dr., 

. 


$220 

PAOKARD—’52 (300) 4-dr., $865°. 

PLYMOUTH—’54 Savoy 4-dr., $1,125. '53 
Cranbrook 4-dr., $945, $825, $755°; Cam- 
bridge Suburban, $850. °51 Concord, 2- 
dr., $280. 

PONTIAC—’S4 Star Chief (8) 4-dr., $2,- 
000* (ps); Catalina, $1,960°; 2-dr., $1,- 
330. °53 Chieftain (8) station wagon, 
$1,370*; 4-dr., $1,266°, $1,156*°. ‘52 
Chieftain (8) 4-dr., $900°. °51 Silver 


2-dr., 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 









Average . $ 868 $ 87% 





Streak (8) 4-dr., $615°. 

STUDEBAKER — ‘53 Commander club 
coupe, $855*. ’°52 Champion 4-dr., $415*. 
‘51 Commander Land Cruiser, $335*. 


FONTANA, WIS. 


(Holienbeck Amte Auction. Sale every 
Friday. Prices are for sale of March 18.) 
(Market excellent. Demand far in ex- 
cess of supply. Sold 73 ears out of 125 
offerings. 
BUICK — '55 RM Riviera coupe, $3,100* 
(ps). °53 RM Riviera coupe, $1,430* (ps). 
’52 Super Riviera coupe, $995*. '51 Super 


ANOTHER “U.S.” ENGINEERED RUBBER PRODUCT 
SERVING THE AUTOMOTIVE INDUSTRY 














Consider 


se advantages: 





United States Rubber Company is a specialist in rubber ad- 
hesives. “U. S.”: provides specialized engineering service to 
the automotive industry. 


“U.S.” is equipped to make vast quantities of adhesives, both 
solvent and water-dispersion types. 


“U.S.” makes its adhesives from natural rubber, reclaim 
rubber, GR-S, Neoprene, and Buna-N, to provide standard 
or specially-compounded adhesives to handle any bonding 
problem encountered by the automotive industry. 


Shipments are made quickly and at low freight cost from 
central locations. 


For fast, immediate service or placement of orders, phone Trinity 
4-3500 or contact the address below. 


“U.S.” Research perfects it...“U. S.” Production builds it. 


UNITED STATES RUBBER COMPANY 
Automotive Sales, Mechanical Goods Division, New Center Building, Detroit 2, Michigan 


4-dr., $645*. °6O RM Riviera 4-dr., $450°: 
Special sedanet, $425°. °49 RM 4-dr., 
Sase. Super 4-dr., $280. '48 RM sedanet 
$175°*. 

CADILLAC—’51 (62) 4-dr., $84,410°. ‘49 
(62) 4-dr., $600°. "48 (62) 4-dr., $610° 

CHEVROLET—’54 Bel Air (6) 2-dr., $1,- 
340; Two-ten (8) 2-dr., $1,330; 4-dr., 
$1,285. '53 Bel Air coupe, $1,206; 4-dr., 
$780; Two-ten 2-dr., $850; One-fifty 
2-dr., $795; 4-dr., $775. '51 SL Deluxe 
station wagon, $736; 4-dr., $5645; FL De- 
luxe 2-dr., $550, $510°. '49 SL Special 
2-dr., $226. 

CHRYSLER—’52 Imperial Sportsman, $1.,- 
105* (ps). 

DeSOTO—'52 Custom 4-dr., $745*; Sports- 
man, $730*. °51 Custom 4-dr., $610*. 
DODGE—’53 Coronet 4-dr., $585. °51 Way- 

farer club coupe, $415. 
FORD—’55 Fairlane (6) Victoria, $1,905. 
’563 Custom (8) 4-dr., $915, $890; Main 


(8) 2-dr., $725. °51 Crest (8) Country 
Squire, $625; Deiuxe (8) 4-dr., $480*; 
Deluxe (6) 2-dr., $405. 

HUDSON—’53 Hornet 4-dr., $1,115°*. 

MERCURY—’53 4-dr., $1,345*. °51 club 
coupe, $650°. °50 4-dr., $360. '49 2-dr., 
$250; club coupe, $120°*. 

OLDSMOBILE — '51 (88) 4-dr., $730*, 
$685*, $675°*. '50 (88) 4-dr., $650°. °46 


(76) sedanet, $175°. 

PACKARD—’41 4-dr., $200. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
050. °53 Cranbrook Belvedere, $1,070*. 
"52 Cambridge 4-dr., $540. '51 Cranbrook 
Belvedere, $430; Cambridge club ceupe, 
$335; Concord club coupe, $300. '48 De- 
huxe 4-dr., $190. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
205°. '51 Silver Streak (8) 4-dr., $580°. 
‘50 Silver Streak (8) Catalina, $560°. '39 
2-dr., $155. 

STUDEBAKER—’53 Champion club coupe, 
$815*. "52 Commander Hard Top, $585°*; 
Champion club coupe, $435. '51 Cham- 
pion club coupe, $625*. "49 Commander 
4-dr., $100°. 


FLINT 


(Flint Auto Awetion, Inc. Sale every 
— Prices are for sale of March 

(Market steady to strong on clean 
units. Bidding very active. Sold 52 cars 
out of 365 offerings.) 

BUICK—’53 Super Riviera 2-dr., $1,430°*. 
$1,405*; Special 2-dr., $1,320*°. "52 RM 
Riviera 4-dr., $950*; Super Riviera 4-dr., 
$850°; 4-dr., $865°*. °51 Special 
4-dr., $565°; Super 4-dr., $545*. °49 Su- 
per 4-dr., $175*. '47 Special 4-dr., $115*. 

— (62) 4-dr., $1,550°, $1,- 

CHEVROLET—’54 Bel Air 2-dr., $1,380°*; 
Two-ten 4-dr., $1,230*, $1,105, $1,175. 
*53 Bel Air club coupe, $1,165; Two-ten 
2-dr., $960, $910, $855. ’52 SL Deluxe 
4-dr., $660*°, $600°; 2-dr., $640*, $625°. 
"50 SL Deluxe 4-dr., 8420. 

DODGE—’53 Coronet 4-dr., $775*. '52 Cor- 
onet 4-dr., $550°. 

FORD—’55 Thunderbird, $2,935. '54 Cus- 
tom (8) 2-dr., $1,340. '53 Crest (8) Vic- 
toria, $1,120; Custom (8) 2-dr., $850*, 
$825*. '52 Custom (8) 4-dr., $630°. '51 

| Custom (8) 2-dr., $550°; conv., $515. 

| °49 Custom (6) 2-dr., $220. 
| MERCURY—’53 Monterey 2-dr., $1,300*. 

NASH—’52 Rambler 2-dr., $455. °49 Am- 
bassador 4-dr., $140. 

OLDSMOBILE—’55 (98) club coupe, $3,120° 
(ps). "562 (88) club coupe, $1,005*. 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,720. 
*54 Plaza Suburban, $1,270; Belvedere 
4-dr., $1,130. °51 Conoord 2-dr., $240. 
’50 Special Deluxe Suburban, $430. 

| PONTIAC—’53 Chieftain (8) Catalina, $1,- 

360°; 2-dr., $1,065*, '52 Chieftain (8) 

4-dr., $840. 

—— Frazer Vagabond, 

| 15. 


VALDOSTA, GA. 


| (Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 18.) 
(Sold 172 cars out of 237 offerings.) 

| BUICK — '54 Century 4-dr., $2,100*, '53 

| Super Riviera, $1,250*; Special 2-dr., 
$1,075*. '51 Super 4-dr., $700*; Specia! 
4-dr., $450. °50 Special 4-dr., $350. °49 
Super 4-dr., $510*, $300*. 

CADILLAC—’53 (62) coupe, $2,475* (ps). 
"51 (62) 4-dr., $1,250*. 

CHEVROLET — ’55 Bel Air (8) station 
wagon, $2,300*; 4-dr., $1,950*%; Sport 
coupe, $1,900; Two-ten (8) 4-dr., $1,825*, 
$1,820, $1,700, $1,685; 2-dr., $1,820°. ‘54 
Bel Air Sport coupe, $1,500*, $1,095* 
(ps); Two-ten 2-dr., $1,170, $1,100. '53 
Bel Air 2-dr., $965*; Sport coupe, $875*; 
Two-ten 2-dr., $825, $815, $750; One- 
fifty 2-dr., $700; Business coupe, $510. 
’52 SL Deluxe 4-dr., $705, $575; ‘51 SL 
Deluxe Bel Air, $600; FL Deluxe 2-dr., 
$350. 

CHRBYSLER—’53 Windsor 4-dr., $1,000. 

DeSOTO—’51 Custom 4-dr., $625. ’ 
Sportsman, $500*. 

DODGE—’55 Coronet (6) 4-dr., $1,780. '51 
Coronet 4-dr., $460*; %-ton pickup, $230. 
*49 club coupe, $300. 

FORD—’55 Custom (8) Country sedan, $2,- 
200*; 4-dr., $1,850*, $1,840*, 2 at $1,800*; 
2-dr., $1,810*, $1,775*, $1,600; conv., 
$2,190*; Fairlane (8) 4-dr., $2,150*; Main 
(8) Ranch Wagon, $1,900. '54 Custom 
(6) 2-dr., $1,080. ’53 Crest (8) Victoria, 
$1,225"; Custom (8) 4-dr., $1,075, $990; 
2-dr., $1,025 '52 Main (8) Ranch Wagon, 
$950; Crest (8) Victoria, $925*; Custom 


(Continued on Page 45, Col. 1) 
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(8) 2-dr., $580, $500°, $500. 51 Custom 

(8) Victoria, $700*, $650, $600; 2-dr., 

$595, $560; club coupe, $570; 4-dr., $550. 
HUDSON—’52 4-dr., $450°. 
MERCURY—’55 Montelair coupe, $2,675*; 


Monterey 4-dr., $2,306°. °54 Monterey 
4-dr., $2,400*. "53 Monterey 4-dr., Ss. 
'51 2-dr., $475; 4-dr., $410, "50 
4-dr., $305. 


NASU—’'55 Rambler station wagon, $2,075. 
OLDSMOBILE—’55 (98) Holiday, $3,140* 
(ps); (88) Holiday coupe, $2,750* (ps), 
$2,72 '54 (88) Holiday, 
’53 (88) Super Holiday, $1,385*. 
Holiday, $1,300. '51 (98) 4-dr., 
’50 (98) Holiday, $600*; (88) 
$275*. ‘49 (88) 4-dr., $286°. 
PACKARD—’53 4-dr., $1,125*. 
PLYMOUTH—’56 Belvedere (8) 4-dr., $1,- 
985*. °54 Savoy 4-dr., $1,130; Plaza 4- 
dr., $650, °53 Cranbrook 4-dr., $850, $815. 
'52 Concord 2-dr., $400. '51 Cambridge 


2-dr., 


2-dr., $496; Cranbrook Belvedere, $490; 
4-dr., $450. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
375", $2,350°; 4-dr., $2,365°. °54 Chief- 
tain (8) 2-dr., 2 at $900. '53 Chieftain 
(8) 2-dr., $1,150°%; 4-dr., $1,170°. °52 
Chieftain (8) 2-dr., $685. °51 Silver 


Streak (8) Catalina, $500*; club coupe, 
$400. 
STUDEBAKER — ‘52 Commander sedan, 


$300. 

WILLYS — '52 jeepster, $515. °51 station 
wagon, $450. '48 station wagon, $156. 
MISCELLANEOUS—’51 English Ford se- 
dan, $400. | 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of March 18.) 

(Sold 218 cars out of 296 offerings.) 
BUICK—’55 Century Riviera, $2, ge 


, $330°, 

CADILLAC—’55 (62) coupe deVille, $4,- 
755° (ps); coupe, $4,400* (ps), $4,375° 
(ps). "52 (60) Special 4-dr., $1,705*. ’51 
(60) Special 4-dr., $1,530*. '50 (62) 4-dr., 
$1,195*. '49 (62) 4-dr., $540°, 

CHEVROLET —’55 Two-ten (8) Delray 
coupe, $1,815*. ‘54 Bel Air 4-dr., $1,- 

$1,380°, Two-ten Delray 

53 Two-ten 2-dr., 

. 52 FL Deluxe 2-dr., $690; 

SL Deluxe Bel Air, $680; 4-dr., $620, 

$575*, $535. °51 SL Deluxe 2-dr., 2 at 

$475, 2 at $380, $325°; FL Deluxe 4-dr., 
$365. °50 SL Deluxe "4-dr., $505, $420, 
$415, $300; FL Deluxe 2-dr., $425, $345. 

‘49 FL Deluxe 2-dr., $350; SL Deluxe 


4-dr., $280. 
CHRYSLER — '54 NY Newport, $2,050* 
(ps). ’52 Saratoga club coupe, $810*. 


DeSOTO—’'54 Fire Dome (8) Sportsman, 
$1,925*. ’50 Custom Sportsman, $230. 
DODGE—’53 Coronet 2-dr., $1,065*, $1,025; 
%-ton pickup, $630. '52 Meadowbrook 
4-dr., $685. ’51 Coronet 4-dr., $460; Way- 
farer 2-dr., $325. '49 Coronet 4-dr., $185. 
FORD—'55 Fairlane (8) Victoria, $2,300*; 
2-dr., $2,000. '54 Custom (8) 2-dr., $1,- | 
315*, $1,275; Main (8) 2-dr., $1,090, 
$1,075; Main (6) 2-dr., $1,045. '53 Cus- 
tom (8) 2-dr., $1,060, $1,015, $965*, 
$860; Custem (@) 2-dr., $860. 52 Main 
(6) 4-dr., $685. °51 Custom (6) 4-dr., 
$390. "50 Deluxe (8) 2-dr., $330, $280. 
"49 Custom (8) 4-dr., $200*, $185*, $150. 
HUDSON—’51 Pacemaker 4-dr., $210. ’50 
Commodore (6) 4-dr., $200*. '49 Com- 

modore (6) 4-dr., $100. 
KAISER—’51 Business coupe, $235. 
LINCOLN—’51 4-dr., $520*. 
MERCURY—’54 Custom 4-dr., $1,400*. '52 
4-dr., $930*. ’51 2-dr., $700*, $415, $345*, 
$320. ’50 2-dr., $355, $255*; club coupe, 
$265. '49 4-dr., $320°, $296*, $235. 
NASH—'53 Statesman club coupe, $1,295*. 
"52 Ambassador 4-dr., $890*; Statesman 
4-dr., $800*, $545. °51 Rambler club 
coupe, $445*, $370*, $330. °49 (600) 4- | 


dr., $155, $140*. 
OLDSMOBILE—’55 (88) Holiday, $2,875* 
(ps), $2,580*. '54 


(ps); 4-dr., $2,750° 
(98) 4-dr., $2,675* (ps); (88) Holiday, 
$1,575*, $1,490°. 


$2,165°. '53 (88) 4-dr., 
"52 (98) 4-dr., $1,240* (ps); (88) 4-dr., 
$1000* (ps). '51 (88) 4-dr., $700°, $650*. 

PACKARD—’54 Clipper 4-dr., $1,356°*. 

PLYMOUTH—’54 Belvedere coupe, $1,375; 
Plaza 4-dr., $1,080; Savoy club coupe, 
$1,115*, $1,095. ‘53 Cambridge club 
coupe, $770*; 4-dr., $770. '52 Cranbrook 
4-dr., 2 at $570, $475. °51 Cambridge 
4-dr., $345; Cranbrook club coupe, $320. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
815* (ps), $1,575*. ’53 Chieftain (8) 
conv., $1,385*; 4-dr., $1,150*, $1,115*. 
"52 Chieftain (8) 4- dr., $830*. ’51 Silver 
Streak (8) 2-dr., $575. '50 Silver Streak 
(8) 4-dr., $395°, $280. '49 Silver Streak 
(8) 4-dr., $180. 

STUDEBAKER — '53 Commander 2 - dr., 
$970*; Champion 2-dr., $800*. '51 Cham- 
pion club coupe, $330*; Commander 4- 
dr., $410*, $360*. ‘49 Commander 4-dr., 
$115°. 

WILLYS—’53 Aero Lark 2-dr., $575. 

MISCELLANEOUS — ’51 Henry J 2-dr., 
$120. '50 GMC %-ton pickup, $400; Aus- 
cae $130. '47 Mack 2-ton dump, 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 21.) 
(Prices held steady today on all offer- 
ings except °55s, which sold around deal- 
er’s cost. The auction arena was jammed 
with eager buyers as we uncovered 214 
cars out of the snow, selling 181 fer an 
average of 84.5 percent. Really an amaz- 
percentage considering the storm.) 
BUICK—’'54 Century 4-dr., $2,010* (ps). 
53 RM Riviera coupe, $1,560" (ps). "52 
RM 4-dr., $920°. ‘51 RM 4-dr., $670*. 
50 Super 4-dr., 2 at $360, °49 Super | 
4-dr., $240*, $180. '48 Super 4-dr., $240. | 
CADILLAC—'54 (62) coupe, $3,700* (ps). 
‘53 is coupe deVille, $2,050* (ps). ’51 
(62) 4-dr., $1,310*. '50 (62) 4-dr., $920*. 
'49 (61) 2cdr. $750°. 
CHE\ ROLET—’ 55 Bel Air (6) 2-dr., $1,- 
990°; Bel Air (8) 2-dr., $1,830; Two- 
2-dr., 





ten (6) Delray coupe, "$1,750°; 
$1,070, $1,650; One-fifty (6) 2-dr., $1,580. 
54 Bel Air 2-dr., $1,350, $1,290°; 4-dr., | 
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$260°, $200; Custom 
2-dr., $100. 





"48 (8) oo truck, $450. 


$220*; station wagon, o 4-dr., hg 


coupe, 
‘at Deluxe (6) 


LINCOLN—'49 Cosmopolitan 4-dr., $120*. 


mand and pulling the best prices. Sold 
84 cars out of 128 offerings.) 

BUICK — ‘54 Super Riviera Sport coupe, 
$2,025*. '53 sedan, $1,100, '52 
RM sedan, $975*, '61 Super sedan, $710*, 


MEROURY—’S4 Custom club coupe, §1,- $680*. '50 Special sedan, $450; Super se- 
720%. °68 4-dr., $1,260°. °52 2-dr., 2 at| dan, $400. 
$960*. °51 station wagon, $670; Sport | canpILLAOC—’53 (62) sedan, $2,250* (ps). 
coupe, $560*; club coupe, $550. °49 4-dr., *52 (62) sedan, $1,840* (ps). '51 (62) 
$220. sedan, $1,350*; (61) coupe, $1,175°, '48 
Sob; nace seamen” geste tS. $1,- “a oan Statesman 10. = *61 Ram- (62) sedan, $450. 
; ° ickup, $300. ° Air ler station wagon, $410. ’ Ambassa- its: = 
conv., $1,250; 2-dr., $1,210%, $1,135, $1,-| dor 4-dr., $250°. °49 Super 2-dr., $140*; | “Wayon $1,880, ‘69 Bol alr seation wanun 
120°, $1,000; 4-dr., $1,075; Two-ten 2-dr., (600) 4-dr., $130. $1,125, $1,100; Sport coupe, $1,010°, 
$1,025 aele Sar station wagon, $1,000; | OLDSMOBILE—’55 (88) Holiday, $2,700*.| $950*°. "52 8L Deluwe sedan, $700, $690. 
One- thy 2dr. $800, $720. °52 SL Special | +54 (88) Holiday, $1,950*; 4-dr., $1,925°| ‘51 SL Deluxe sedan, $565, $430; SL Spe- 
2-dr.. $725, $626, $550, $580; coupe, $570. | (pa). "63 (98) 4-dr., $1,660° (ps); (88) | cial sedan, $550, . ‘50 BL Deluxe 
51 SL Deluxe Bel Air, $700°; 4-dr.,/ 4-dr., 2 at $1,325*. '52 (88) 4-dr., $980°.| sedan, $475, $455, $420. '49 SL Deluxe 
$650, $585°, $560, $460; coupe,| +51 (98) 4-dr., $685°. ‘50 (88) 4-dr.,| sedan, $285. 
$580*; SL Special 4-dr., $675; FL Deluxe | _g500*; (98) 4-dr., $420°. OCHRYSLER—'58 Windsor Newport, $1,350°. 


2-dr., ' $575, $670, $540°, $540. '60 SL De- 


PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 


’51 Windsor sedan, $700*. '49 Windsor 


luxe Bel Air, $420; 3-dr., $420, $370; 110, $4,820°. '54 Plaza station wagon, sedan, $375. '48 NY sedan, $225 

SL Special 4-dr., $850; %-ton pickup, | $1,290. '53 Cranbrook 4-dr., $820; Cam- | DeSOTO —'52 Custom sedan, $820°. ‘50 

$430. '49 SL Deluxe 2-dr., $350, $290, | bridge 2-dr., $775. '52 Concord station| Custom sedan, $530, "49 Deluxe sedan, 

$270; FL Deluxe 2-dr., 2 at $320; %-ton | wagon, $800; Cambridge 2-dr., $530. '50| $280. 

pickup, $160. '48 FL Aerosedan, $190. Deluxe 4-dr., $400, $350, $325. DODGE — ’52 Coronet sedan, $660, ’51 
CHRYSLER — '54 Windsor 2-dr., $1,370*. PONTIAC—’54 Star Chief’ (8) 4-dr., $1,- Meadowbrook sedan, $530. °50 Coronet 


’51 NY 4-dr., $660°. 


DeSOTO—'50 Custom coupe, 


luxe 4-dr., $160. 


DODGE—’50 Wayfarer 2-dr., 
°48 %-ton pickup, $245. 


tom 4-dr., $290°. 
FORD—’55 Custom (8) 
at $2,060; Custom (6) 


$330; Cus- 
$620*. 
statien wagon, 2 $320*. 
2-dr., $1,700, '54 


"61 Silver Streak (8) coupe, $810*, 
°49 Silver Streak (8) 2-dr., $370*, 
‘48 Torpedo (8) 4-dr., $190*. 

STUDEBAKER—’52 Champion 2-dr., $450. 


$790, 


685*. °53 Chieftain (8) conv., $1,400*; sedan, $335, 
$430°; De- 4-dr., $1,370* (ps), $1,265°; Catalina, FORD—’53 Custom (8) sedan, $1,020, $1,- 
*49 Custom 4-dr., $150°. $1,360*. '52 Chieftain (8) 4-dr., $800*. 010. '52 Custom (6) sedan, $590. "51 Cus- 


tom (8) sedan, $605; Deluxe (8) sedan, 
$465, $420. "50 Custom (8) sedan, $360. 
"49 Custom (6) sedan, $260. °48 Deluxe 
(6) sedan, $170, $160. 


Custom (8) 4-dr., $1,460; 2-dr., $1,320; ’51 Commander Land Cruiser, $440*, | HUDSON—'48 Super sedan, $165. 

Main (6) 2-dr., $1,000. ’°53 Custom (8) $385*. °50 Champion 2-dr., $220*. '49 %- | KAISER—’51 sedan, $150. 

Country sedan, $1,400°%; 4-dr., $1,250; ton cab and chassis, $160. '48 Com- | LINCOLN—’50 coupe, $500*. 

Custom (6) station wagon, $1,270; Main mander coupe, $100*. MEROCURY—'55 Monterey Sport coupe, $2,- 
(8) 4-dr., $830; 2-dr., $900, $800, $790. | WILLYS—’51 station wagon, $500. 450° (ps). '53 Custom station wagon, 
’52 Custom (8) 2-dr., $780*, $770*, $760, $2,075*. '52 Custom Sport coupe, $1,030°*. 
$750, $700°; Main (8) 2-dr., $650. '51 N. PLAINFIELD, N J ’49 sedan, $330. 

Crest (8) 2-dr., $750°; Custom (8) coupe, . ’ ra eee NASH-—’51 Super sedan, $425. °'49 (600) 
$450*; Custom (6) 2-dr., $420; is (Lebanon Auto Auction, Sale every Wed- sedan, $150. 

(6) 2-dr., $430. '50 Custom (6) 2-dr., nesday. Prices are for sale of March 23.) | OLDSMOBILE—’55 (88) Holiday, $2,725* 
at $360, $290*, $250; Main (8) Ay (Active sale with prices spotty. Rea- (ps). '51 (98) sedan, $750°. '50 (88) 
$325. °49 Custom ® 2-dr., ($275, $270, | sonably clean ’48s to ’52s in biggest de- Holiday, $610*. °’49 (98) sedan, $260; 
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(76) sedan, $250. 
PLYMOUTH — '54 Savoy sedan, $1,325°, 
$920; station wagon, $1,300. '52 Cam- 
bridge sedan, $585. '51 Cranbrook sedan, 
$515. '50 Special Deluxe sedan, $410. 
PONTIAOC—’55 Chieftain (8) sedan, $2, 
150* (ps). '53 Chieftain (8) sedan, $1,- 
175, $1,160; Chieftain (6) sedan, $1,025 
'51 Silver Streak (8) sedan, $625°, $600°, 
$555, $550. '50 Silver Streak (8) Cata- 
lina, $680*; sedan, $500, $375. '46 Tor- 
pedo (6) sedan, $120. 
STUDEBAKER—’53 Champion Sport coupe, 
$1,025. ‘51 Commander Land Cruiser, 


$450. 
WILLYS—’'53 jeepster, $785. 
—. Henry J sedan, 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 22.) 


good sale in spite of a biiz- 

—_, selling 84 cars out of 110 offer- 
8. 

BUICOK—’'54 Special Riviera, $2,020*. ‘53 
Special 4-dr., $1,185". '52 Super Riviera, 
$975*. °51 Special 2-dr., $615; Super 2- 
dr., $610. '50 Super sedanet, $440; Spe- 
cial 2-dr., $385*. 

CADILLAO—’50 (62) coupe, $1,165°*. 

OHEVROLET — '54 Bel Air 2-dr., $1,305. 
’53 Bel Air 4-dr., $1,080. 52 SL Deluxe 
2-dr., $670. '51 SL Deluxe 4-dr., $505°. 
‘50 SL Deluxe 2-dr., $415, $285. 

CHRYSLER—’51 NY 4-dr., $590, °50 4-dr. 
$475*. 

DeSOTO—’50 Deluxe club coupe, $380*. 

FORD—’55 Custom (8) 2-dr., $1,890°. '53 
Crest (8) Country Squire, $1,300; Custom 
4-dr., $1,050*, $895*. '51 Custom (8) 4- 
dr., $535*. '50 Custom (6) 2-dr., $260. 
'47 Deluxe 4-dr., $130. 

HUDSON—’ 50 4-dr., $210. 

KAISER—’51 Deluxe 4-dr., $195. 


(Continued on Page 46, Col. 1) 








Herb hadn’t seen Eddie Stark since 
high school when he ran into him on 
Michigan Avenue. Eddie was doing all 
right as the Chicago agent of a textile 
mill. Eddie insisted they have dinner 
together. But first he had to drop in 
on a cocktail party, bunch of bankers, 
and took Herb along. 

“Just met an old pal, Herb Bliss. 
Herb’s a converter,” was Eddie’s airy 
introduction to his hosts, who seemed 
properly impressed. 

Afterwards Herb asked “Where do 
you get this ‘converter’ stuff, Eddie? 
You know I’m a farmer.” 

“Sure”’ said Eddie. “But isn’t your 
kind of farmer a converter, too?” 


As a matter of fact, most farmers 
who make money are converters. They 
grow millions of tons of pasture and 
field crops unsuitable for human use or 
industry, which they convert to live- 
stock products valued in 1953 at some 
$17.2 billion. 

The conversion calls for knowledge, 
skill, good planning and scheduling, 





"Herb’s a converter”... 


enormous labor, a huge investment in 
land, buildings and machinery; and very 
large expenditures for medicines and 
feed supplements. 

Conversion gives the farmer a 
more regular income, better profit. In 
the fifteen Heart States—measured by 
cash income—are produced 63% of 
the cattle and calves, 85% of the hogs, 
36% of the poultry, 56% of the eggs and 
66% of the milk, Heart States farmers 
get almost two-thirds of their income 





from livestock and livestock products. 

So if you are looking for quality 
customers, then look at the 1,300,000 
subscribers of SuccESSFUL FARMING, 





which include the best farm families in 
the Heart States. These families have an 
average farm cash income just under 
$10,000—represent a bloc of buying 
power that is the equivalent of another 
national suburbia! 

They have more spendable income 
than their urban equivalents. Their 
families are larger, eat more at home, 
need more of almost everything. In the 
past three years 82% have remodeled 
or repaired their homes, and 4% have 
built new houses. They are the best 
prospects for every home comfort and 
convenience; new bathrooms, kitchens, 
central heating, and major appliances. 
And they are prime new car prospects. 


Successrut FARMING has served 
them well for fifty years; helped them 
make more money and live better, 
has earned their respect and confidence 
and reaches them more effectively 
than any general medium. It balances 
advertising schedules, and makes your 
automotive advertising truly national! 

Any SF office can tell you more. 


MEREDITH PusBLisHinG Company, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 











Used-Car Auction Prices 
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MERCURY — ’54 Monterey 4-dr., $1,560. 
‘53 Monterey station wagon, $1,445; 4- 
dr., $1,200. 

NASH—’51 Rambler station wagon, $470; 
Ambassador 4-dr., $380*. '50 Ambassa- 
dor 2-dr., $140. 

OLDSMOBILE—’55 (98) Holiday, $3,050° 
(ps). °54 (98) 4-dr., $2,070* (ps). ‘50 
(88) 4-dr., $425°; 2-dr., $295°. 

PACKARD—’52 Hard Top, $875*. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,715. 
‘53 Cranbrook 2-dr., $795, $770. °51 
Cranbrook 4-dr., $420, 2 at $400. °50 
Deluxe 4-dr., $260. 

PONTIAC—’55 Chieftain (8) 2-dr., $2,150°*. 
’53 Chieftain (8) 4-dr., $1,150*. '50 Sil- 
ver Streak (8) 4-dr., $335, '49 Silver 
Streak (8) 4-dr., $310. 

STUDEBAKER—’53 Champion 2-dr., $775. 
52 Champion Hard Top, $650; 2-dr., 
$540, '51 Commander 2-dr., $370. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of March 23.) 


(Excellent weather and very active 
sales, Sold 63 cars out of 92 offerings.) 
BUICK—’53 Super 4-dr., $1,300*. '52 RM 

Riviera 2-dr., $905*. '50 Special 4-dr., 
$305. °46 Super 2-dr., $130. ‘41 4-dr., 
$190. 

CADILLAC—’53 (62) coupe deVille, $2,- 
405* (ps); 4-dr., $2,175* (ps). 

CHEVROLET—’53 Two-ten 4-dr., $1,005. 
’62 SL Deluxe 4-dr., $705, $540; 2-dr., 
$650°. °51 SL Deluxe 2-dr., $415, $410. 
'60 SL Deluxe 4-dr., $425, $420; 2-dr., 
$405, $400. '49 SL Deluxe club coupe, 
$290; 2-dr., $255, $250. ‘48 FL 4-dr., 

» \. 

DODGE — '52 Wayfarer 2-dr., $380. ‘50 
Wayfarer 2-dr., $275. 

FORD—’53 Custom (8) 4-dr., $1,055, '52 
Custom (8) 2-dr., $675, $665. '51 Cus- 
tom (8) 4-dr., $460, $450; 2-dr., $460, 
$455, $280; Deluxe (8) 2-dr., $405, $400. 
'49 Custom (8) 4-dr., $300, $290; club 
coupe, $180; conv., $245; Deluxe (8) 
club coupe, $205. °48 Deluxe (8) club 
coupe, $150. '46 club coupe, $150. 

HUDSON—'48 4-dr., $125. 

LINCOLN—’49 4-dr., $110. 

MERCURY—’54 Custom 4-dr., $1,350°. '51 
4-dr., $375. '49 club coupe, $345. 

OLDSMOBILE—’50 (88) 2-dr., $535. ‘49 
(98) 4-dr., ae 

PACKARD—’50 4-dr., $150. 

PLYMOUTH — '50 Special Deluxe club 


coupe, $400. 
PONTIAO—'53 —_—— (8) 5 rae. 


¢ $200°; 
Torpedo (8) conv., $225; 2-dr., $150, 
STUDEBAKER — ‘47 Commander club 
coupe, $115. 
MISCELLANEOUS — '53 Henry J 2-dr., 
$530° 


~--- @MAHA 


(Soderberg-Kline Auto Auction, Sale ev- 
ery Thursday. Prices are for sale of March 


24.) 
firm‘on clean units, 75 per- 
cent of cars offered were sold.) 

BUICK—’55 Super Riviera, $2,930° (ps). 
‘54 Super 4-dr., $2,020°; Special 2-dr., 
$1,700*, °53 Super Riviera, $1,240°; Spe- 
cial 4-dr., $970, $885. ‘51 Super Riviera, 
$695, $690. '50 Special 4-dr., $310. ‘50 
Special 4-dr., $290°. 

CADILLAO—'55 (62) coupe deVille, $4,- 
960° (ps). '54 (62) club coupe, $3,750° 
(ps). °53 (62) coupe deVille, $2,645° 
es on $2,250° (ps). '50 (62) 4-dr., 

CHEVROLET—’'55 Bel Air (8) 4-dr., $2,- 
165*; Sport coupe, $2,145*; Two-ten (8) 
Delray coupe, $1,760, $1,730°. '54 Bel Air 
2-dr., $1,615, $1,360; Two-ten 2-dr., $1,- 
210. °53 Two-ten 2-dr., $890; One-fifty 
2-dr., $805. °52 SL Deluxe 2-dr., $640, 
$585; SL Special 2-dr., $550; %-ton pick- 
up, $685. 50 SL Deluxe 4-dr., $400; 2- 
dr., $365. °49 SL Deluxe Sport coupe, 


$290; 4-dr., i 
OCHRYSLER—’55 St. Regis, $3,345°. 
*53 NY 4-dr., $1, 040". °49 4-dr., $305. 
DODGE — '55 "Royal Lancer, $2,495°. ‘50 


AUTO 
TURNTABLES 


* 
Manufactured by 
€ 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


a 


basis th the Stuntey to supply 
new cars — leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Centact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Iilinois 
Phone: Museum 4-699 





-dr., . '49 club coupe, $295. 
NASH—’51 aa 4-dr., $490; States- 
OLDSMOBILE—’55 (88) Holiday, $3,020*; 
Super 4-dr., $2,800*. '53 (88) Super Holi- 
. "50 (88) 2-dr., $475*%, °49 club coupe, $325. 
(88) 4-dr., $330. 
PACKARD—’51 (300) 4-dr., $455, 
PLYMOUTH—’55 Savoy (8) sedan, $2,005*. (8) 2-dr., 
’53 Cranbrook 4-dr., $855*, $815. °'52 2 at $650. 
Cranbrook 2-dr., $605, '51 Cambridge 4- 2-dr., $520°; 
. '50 Deluxe 4-dr., $495; 2-dr., 2-dr., $400. 
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$100. 
buying spurt ll under way. Sold LDSMOBILE—’ liday, $2,690°. 
Wayfarer 4-dr., $365. '49 Coronet club/ ears out of 114 offerings.) —e7 ~ ea ha aaa, te 


$800°; 4-dr., $780. 
STUDEBAKER—’52 Champion 2-dr., $520. $170. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of March bassador 4-dr., $300°. 


$1,855*, '52 Chieftain (8) 2-dr., $840°,| coupe, $370°, $205°; Deluxe (8) 


KAISER—’51 Deluxe 4-dr., 
MERCURY—’51 4-dr., $560°, 
NASH—’51 Rambler Hard Top, $430*; Am- 





4-dr., | CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
$290; 2-dr., $250. ‘48 Deluxe (8) 2-dr., 845°. '564 Bel Air 4-dr., $1,370°, a zs 


%-ton pickup, $945, $795. ‘53  Two- 


HUDSON—’51 Commodore (6) 4-dr., $380°. 2-dr., $795. "52 SL Deluxe 2-dr., 3000, 

$240°. "51 SL Deluxe 4-dr., $600°%; 2-dr., $510°; 
SL Special 2-dr., $495. °50 SL Deluxe 2- 
dr., $550°. 49 FL Special 2-dr., $305; SL 
°50 Ambassador Special 4-dr., $280. 
4-dr., $250*. °49 (600) 4-dr., $210; 2-dr., | CHRYSLER — ’'53 Windsor 4-dr., $1,130°. 


*52 Windsor 4-dr., $895°. 


BUICK—’53 Super 4-dr., $1,375*. '51 Spe- dr., $550*, $455°. "49 (98) 2-dr., $355°. $1,265* (ps). 


FORD —'55 Fairlane (8) 4-dr., $2,125°, cial 4-dr., $600*. 
$2,110*; 2-dr., $1,970. '54 Crest (8) Vic- Special 4-dr., $500*, $370. 
toria, $1,650*; Custom (6) 2-dr., $1,300; $225°. 
Main (6) 2-dr., $1,105. '53 Crest (8) | CADILLAC—’49 (62) 
Victoria, $1,195*; Custom (8) 4-dr., $1,- dr., $505°*. 
045; 2-dr., $840; Custom (6) 2-dr., $840; 
Main (6) 2-dr., $800. °51 Custom (8) 710. ’°54 Two-ten 4-dr., 

’ ; One-fifty Delivery 

52 SL Deluxe 4-dr., $810, $495*; Silver Streak (6) 2-dr., 

Custom (8) 2-dr., $375. '48 Custom (6) $775*. °51 SL Deluxe Bel Air, $620°; Torpedo (8) 4-dr., $135. 

FL Deluxe 2-dr., $565*; STUDEBAKER — °53. Commander coupe, KAISER—’51 4-dr., $315 

"50 SL Deluxe club $840*. ’°52 Commander coupe, 85°; 

-» $525; 2-dr., $305; Land Cruiser, $480*. '51 Commander ie 800° (ps). ’54 Monterey 4-dr., $1,795°*. 

conv., $350. '49 SL Deluxe 4-dr., $400; dr., $360*, $350*; Champion 2-dr., $300*. | NASH—’53 Statesman 4-dr., $865°. 

FL Deluxe 4-dr., $400; club coupe, $295; 

‘48 FL Aerosedan, ; FM 


$505; 2-dr., $480; conv., Air conv., 


50 Custom (8) conv., $575. °49| sedan, $640. 


. '47 Deluxe (8) coupe, $100. 4-dr., $530*; 
HUDSON — 
. ‘50 Commodore (6) 4-dr., $205. coupe, $575*; 
LINCOLN—’54 Capri conv., $2,660*. 
MERCURY — '55 Monterey station wagon, 
; Hard Top, $2,555*, $2,550*. '54 2-dr., $230. 
-dr., $1,605. '53 Monterey 4-dr., 2-dr., $185; SM 2-dr., $180. "47 SM conv. ° 
. ; 2-dr., $1,275*. '51 4-dr., $635, $180. "46 FL Aerosedan, $120, 

$570; 2-dr., $690. '50 club coupe, $470; | CHRYSLER—’52 Windsor 4-dr., $740°. '48 (Central States Auto Auction, Sale every (76) 2-dr., $380°. 
Wednesday. Prices are for sale of March 


52 Commodore (8) sedan, Suburban, 





"50 Super 2-dr., $530°; 


NY 4-dr., $120. ’47 Windsor conv., $155°*. 


DeSOTO—’51 Custom 4-dr., 


1-ton cab and chassis, 


farer 2-dr., $370. '49 Coronet 4-dr., $400; 


Victoria, $620*; 


4-dr., $800°. °48 4- $540; Cranbrook 4-dr., 
Cambridge Suburban, $525. 


23.) 


$415; club coupe, $385. 2-dr., $400; club coupe, $405; Deluxe (6) 4-dr., $2,540* (ps), $2,480* 
PONTIAC — ’'55 Star Chief (8) Catalina, club ‘coupe, $375; Deluxe (8) 4-dr., $240. (ps). ’50 (62) 4-dr., 
. '564 Star Chief (8) Catalina, ’49 Custom (8) station wagon, $455; club $1,100*. '°49 (62) 4-dr., 





PLYMOUTH—’54 Savoy 4-dr., $1,205. 
"49 RM 4-dr., Cranbrook club coupe, $625; Cambridge farer 2-dr., $280. 

4-dr., $440. '51 Cambridge club coupe, | FORD—’'55 Thunderbird, $3,205*; Fairlane 
"50 (8) Victoria, $2,245°. '54 Main (8) Ranch 
Wagon, $1,665°; 2-dr., $1,125; Crest (8) 
CHEVROLET—’55 Two-ten (8) 2-dr., $1,- Deluxe conv., $145. °47 Special Deluxe 4-dr., $1,320°; %-ton pickup, $950. 
$1,225. '53 Bel 2-dr., $160; club coupe, $130. 


"48 Special 


WILLYS—’55 %-ton pickup, $1,525. 


MASON CITY, IA. 


down.) 
BUICK—’55 Century 4-dr., 
FORD—’55 Fairlane (8) 4-dr., $2,045*, '54 °54 Super Riviera 2-dr., $2,055°, 
Custom (8) 2-dr., $1,300*. °53 Custom *53 Super Riviera, $1,345*, 
"52 Main (8) 2-dr., RM 4-dr., $655*, $600*; 
’51 Custom (8) 4-dr., $665*; $615*, $585*. 
Deluxe (6) | CADILLAC—’55 (62) 4-dr., 
50 Custom (8) 4- dr., $555°*; °54 (62) 4-dr., $3,485°, 


$4,200° (ps). 
. 53 (62) 
(ps), $2,260* 


"52 | DODGE—'52 Coronet 4-dr., $510*. '50 Way- 


Crest (8) Victoria, $1,250. ‘51 Custom 
PONTIAC — ’50 Silver Streak (8) oe (8) 4-dr., $600°. '46 Deluxe (6) 4-dr., 
‘ 


$100. 
HUDSON—’53 Hornet 4-dr., $1,265°. 
. 


MERCURY—’55 Montclair Hard Top, §2,- 


OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
135* (ps); Deluxe 4-dr., $1,935*. '53 (88) 
Super 2-dr., $1,065. '52 (88) Super 4-dr., 


$1,230* (ps); Deluxe 2-dr., $1,050°*, 


Streak (8) 2-dr., $605*. 


(ps). — — °’51 Champion 4-dr., 
$1,975°. . 
$045", DETROIT 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of March 22.) 
(Market was very good with mostly 
good, clean autos. Sold 110 cars out of 
$1,185°, | 125 offerings.) 


(Continued on Page 47, Col. 1) 


How do you... 





STEVE ALLEN 


Stars nightly on TONIGHT, NBC.TV. 
The show’s new—the audience is grow- 
ing—and Steve is increasing his reputa- 
tion as one of television’s best salesmen! 


MEDIC 


NBC-TV, winner of Sylvania’s Grand 
Award as the best show on televiston. 
MEDIC commercials stress the impor- 
tance of “Spring cleaning” radiators. 


DAVE GARROWAY 


A born salesman—has sold lots of your 
antifreeze in the fall on his morning 
NBC-TV show, TODAY. This spring he’s 
going to help you sell antifreeze next fall! 


DeSOTO—'55 Fire Dome (8) 4-dr., $2,465° 
’54 (88) Super 4-dr., $1,895*. °50 (88) 4- (ps), $2,250*. '53 Fire Dome (8) 4-dr., 


PLYMOUTH—’53 Cranbrook 4-dr., $790°*. 

PONTIAC—'55 Chieftain (8) 4-dr., $2,100. 
DODGE—’52 Meadowbrook’ 4- A ‘$670. "51 (Market improving steadily although *54 Chieftain (8) 4-dr., $1,605*, $1,450*. 
$345. °50 Way-| snow and blizzard kept consignment "52 Chieftain (8) 2-dr., $740. '51 Silver 
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50 SL Deluxe 4-dr., $350; 2-dr., $350°. 
49 SL Deluxe 2-dr., $240. 


CHRYSLER—’54 NY 4-dr., $1,850° (ps). 


*53 Windsor 4-dr., $1,020°. 

4-dr., $750°, $595*. 
DeSOTO—’53 Fire Dome (8) 4-dr., $1,055*. 

’50 Custom 4-dr., 2 at $360*; Sportsman, 


$275°. 
DODGE—’53 %-ton pickup, $665; Meadow- 
brook 4-dr., $660. '52 Coronet club coupe, 


| Used-Car Auction Prices 


(Continued from Page 46) 





BUICNK—’54 Super conv., $2,295*; 2-dr., $745, $730, $450. '51 Cambridge station $550°; 4-dr., $490°. °51 Coronet 4-dr., 
$2,000%. '53 RM Riviera 2-dr., $1,420° wagon, $470; sedan, $400. °50 Deluxe $530*, $450*; Meadowbrook 4-dr., $320°: 
(ps): Super sedan, $1,255*; Special 2-dr.,| sedan, $325; club coupe, $245, °49 SL | FORD —’55 Fairlane (8) Crown Victoria, 
$1,120, $1,000°, °52 RM sedan, $745°*; Deluxe sedan, $185. $2,360*; Victoria, $2,200*; Custom (8) 
Special sedan, $715*. '51 Super coupe, | PONTIAC—’53 Chieftain (8) sedan, $1,- 4-dr., $1,900°. °54 Crest (8) Victoria, 
$600*. "50 Super Riviera 2-dr., $495*. 025*, $1,020*. '52 Chieftain (8) sedan, $1,600*; 4-dr., $1,410*; 2-dr., $1,230. '53 

CADILLAC— 54 (62) coupe, $3,625* (ps). $775*, $625; Chieftain (6) 2-dr., $600. Custom’ (8) 4-dr., $1,075; Main (6) 2-dr., 


’52 (62) sedan, $1,750*. 

$1,375". 
CHEVROLET—’53 Bel Air sedan, 

Two-ten sedan, $840, $795; 2-dr., 


*51 (62) sedan, $770. *52 Custom (8) 2-dr., $730°. 51 
Custom (8) Victoria, $650. 
HUDSON—’51 Pacemaker 2-dr., $355; Com- 


modore (8) 2-dr., $230°. 


‘51 Silver Streak (8) sedan, $625*, $515*. 
’46 Torpedo (8) coupe, $325. 
Son STUDEBAKER—’51 Champion 4-dr., $240. 


$625. '52 SL Deluxe sedan, $695; 2-dr., CHICAGO KAISER—’51 Custom 4-dr., $205. 

$655, $630. '50 SL Deluxe 2-dr., $375*; LINCOLN—’53 Cosmopolitan 4-dr., $1,570°*. 

sedan, $325. '49 Carryall, $350. ‘48 FL| (Greater Chicago Auto Auction. Sale ev-| ‘'52 Cosmopolitan 2-dr., $1,340; 4-dr., 

Aerosedan, $260. '47 FL 2-dr., $130. ery Thursday. Prices are for sale of March $1,025*, ’49 4-dr., $200. 
DeSOTO—’53 Fire Dome (8) sedan, $955. | 24.) MERCURY — ’55 Monterey coupe, $2,395. 
DODGE—’53 Coronet sedan, $915*, $905*. (Prices strong on ’53 and older models ’54 Monterey conv., $1,955"; coupe, $1,- 
FORD — 54 Crest (8) Skyliner, $1,540*°;| im good condition. ’54s and current models 900*, $1,830; Sport coupe, $1,885*; 4-dr., 

Custom (8) 2-dr., $1,310*. '53 Crest (8) | off a little from last week. Sold 192 cars $1,580*; 2-dr., $1,415. '53 Custom Sport 

club coupe, $1,155; sedan, $920*; Custom | out of 307 offerings.) coupe, $1,355. 

(8) sedan, $800. ’52 Custom (8) 2-dr., | BUICK—’54 Super 2-dr., $2,095*. °53 RM | NASH—’54 Statesman 4-dr., $1,405*, ‘53 

$730, $720; club coupe, $700. '51 Custom] 2-dr., $1,490* (ps), $1,360* (ps); Super| Statesman Country club, $970. '52 Am- 

(8) sedan, $485*. °50 Custom (8) 2-dr., 2-dr., $1,525*, $1,340*; Special 2-dr., $1,- bassador sedan, $610*. '50 Statesman 

$325; Main (6) sedan, $315, $275; 2-dr.,| 320°, $1,190*; 4-dr., $1,050, $1,025. ’52| 2-dr., $235; Rambler conv., $400. 

$300, $280. RM 2-dr., $1,050* (ps). ’51 Super conv.,| OLDSMOBILE — ’55 (88) Super Holiday, 
HUDSON — ’53 Hornet sedan, $960*. ’51 $555*; Special conv., $490*. $2,905* (ps), $2,680°; 4-dr., $2,610°. '54 

Hornet sedan, $375*. CADILLAC—'55 (62) conv., $4,850* (ps). (98) Holiday, $2,760* (ps), $2,470* (ps); 
KAISER — '51 sedan, $295, $285; 2-dr., 54 (60) Special 4-dr., $4,075* (ps). 53| 4-dr., $2,695* (ps); (88) 2-dr., $1,940*. 

$225. (62) coupe, $2,300* (ps). ’52 (62) 4-dr., ’52 (88) 2-dr., & 395° (ps). ’51 (98) 
LINCOLN—’49 sedan, $190. $1,685* (ps). ’51 (62) coupe deVille, $1,- Holiday, $630°; » $330°. 
MERCURY—’54 Custom club coupe, $1,- 580*, $1,435*, $1,430*; 4-dr., $1,395°*. PACKARD — ’53 “200) 4-dr., $1,035. °52 

410, $1,350*. ’53 Monterey sedan, $1,380* | CHEVROLET—’54 Bel Air 4-dr., $1,615*, (200) 4-dr., $460*. 

(ps). "50 sedan, $340. $1,465* (ps), $1,320, $1,310*. "53 ‘Two- | PLYMOUTH—’54 Savoy 4-dr., $1,300. '53 
OLDSMOBILE—’50 (88) 2-dr., $410°%; se-| ten 4-dr., $990* (ps), $905; 2-dr., $960°, Cranbrook Belvedere, $1,135*; 4-dr., $525. 

dan, $280*. $880*. °52 SL Deluxe 4-dr., $605*, $470, ’52 Cranbrook 4-dr., $645. "51 Cranbrook 
PACKARD—’53 Hard Top, $1,050*. 2 at $325; 2-dr., $525. '51 SL Deluxe Belvedere, $385; 4-dr., $310; Concord 2- 
PLYMOUTH—’53 Cranbrook sedan, $925, Bel Air, $630; 2-dr., $600; Carryall, $485. dr., $280. 


‘51 Windsor 


PONTIAOC—'55 Star Chief (8) 4-dr., $2,- 
650° (ps). °53 Chieftain (8) Catalina, 
$1,555*, $1,395*; 2-dr., $1,140*. '52 Chief- 
tain (8) Catalina, $945*; 4-dr., $750*. 
'51 Silver Streak (8) station wagon, $650. 

STUDEBAKER -— '54 Commander coupe, 
$1,475*. °53 Champion 2-dr., $800; Com- 
mander 4-dr., $525*. '52 Champion 2-dr., 
$380. °51 Champion 4-dr., $265; 2-dr., 
$260. 

WILLYS — ’52 sedan, $390. 
$285. 


"48 jeepster, 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of March 
23.) 

(Retail off just a little as dealers are 
“‘dumping’”’ the laggers—loads of ring 
action. Sold 79 cars out of 141 offerings.) 

; ’53 Super 4-dr., $1,505*. °51 Super 

-dr., 

. 





$675*. ‘50 Super 4-dr., $505*, 


$500°*. 

CADILLAC—’52 (62) 4-dr., $1,790*. 

CHEVROLET—’54 Two-ten 4-dr., $1,200, 
$1,185. °53 Two-ten 4-dr., $905, $900. 
‘52 SL Deluxe Bel Air, $715, $705; 2-dr., 
$595. °51 SL Deluxe 4-dr., $510. '50 SL 
Deluxe station wagon, $505; 4-dr., $400*, 
$350, 3 at $345, $310. '49 SL Deluxe 
2-dr., $300. 

CHRYSLER—’50 Windsor 4-dr., $405*. 

DeSOTO—’49 Deluxe 4-dr., $410*, $305*. 

DODGE—’53 Meadowbrook station wagon, 
$1,000*, °52 Meadowbrook 4-dr., $465*. 
’51 Coronet Diplomat, $610*%; Meadow- 
brook 4-dr., $420*, $400. '50 Wayfarer 
4-dr., $215. 

FORD—’55 Fairlane (8) 4-dr., $2,050°. '54 
Custom (8) 4-dr., $1,360*, °53 Custom 
(8) 2-dr., $1,060*, '52 Custom (8) 4-dr., 
$770°. '51 Custom (8) 4-dr., $615*, $500; 
Custom (6) 4-dr., $365. '50 Custom (8) 
2-dr., $455°, $355, $210. '49 Custom (8) 
4-dr., $280*, $240, $220. 


*50 Special Deluxe 4-dr., $355. ' HUDSON—’51 Custom 4-dr., $395°. 





sell ANTIFREEZE 


in the Spring 


as BF telling motorists to drain and clean their 


radiators now... theyll be your customers 


Here’s news of an unusual and exciting advertising promotion designed to bring new 
customers to you right away—and bring them back in the fall. The Dow Chemical Company 
—a leading producer of glycols for quality all-winter antifreeze—will purchase a two-page 
spread in the April 30 issue of one of the country’s leading magazines, The Saturday Evening 
Post, to tell motorists ‘Radiators need spring cleaning, too!” Two of television’s top sales- 
men, Dave Garroway and Steve Allen, and powerful MEDIC commercials will also be sending 
car owners to you for a complete cooling system check-up and clean-out. They'll be telling 
their audiences that there is no more effective way to guard against dangerous cooling 
system rust than spring cleaning. 


Obviously, those who have their radiators drained in the spring will be antifreeze customers 
in the fall. And since most drivers continue to patronize the same service man, they'll be 
coming back to you! 


Needless to add, they'll be well rewarded for their trouble, too. If they follow the “clean-out 
twice a year” program suggested in the Dow advertising, their cars will run better and cost 
less to operate. 


Of course, increased antifreeze sales in the fall are only a part of the story for the service 
man. Here’s your opportunity for new TBA item sales when you check under the hood— 
a chance to find danger spots which need immediate service, and which might otherwise go 
undetected until too late. 


The spring clean-out advertising will mean extra profits for you—and better driving for 
motorists across the nation. Taz Dow Cuemicat Company, Midland, Michigan. 


you can depend on DOW CHEMICALS 





next fall! 











LINCOLN—’49 Cosmopolitan 4-dr., $210°*. 


MERCURY—’53 Custom 4-dr., $1,160°. '51 
2-dr., $690°. 

NASH — '51 Statesman 4-dr., $350. 
Statesman 4-dr., $290°, '49 4-dr., $210". 
47 4-dr., $100. 

OLDSMOBILE — '54 (88) 4-dr., $2,060* 
(ps), $2,000*, 53 (98) 4-dr., $1,610°, °49 
(88) 2-dr., $300*. °47 4-dr., $110*, 

PACKARD—’50 4-dr., $210. 

PLYMOUTH—’53 Cranbrook 4-dr., $755*. 
‘51 Cranbrook 4-dr., $460. °49 Deluxe 
station wagon, $415; 4-dr., $275. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,505*. 
’53 Chieftain (8) 4-dr., $960*. '52 Chief- 
tain (8) 4-dr., $830*, $810*°. '51 Silver 
coe (8) conv., $700*; 2-dr., $560*, 

$350. °50 Silver Streak (8) 4-dr., 
Seo0°, $375*, $440. '49 Silver Streak (8) 
2-dr., $350*, $320*, $300*. 

STUDEBAKER — te Commander 2-dr., 

s 


$630". 
WILLYS—'51 Frazer 4-dr., $275°. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 23.) 
(Strong demand for clean cars. Prices 
holding firm although off on rough and 
older cars. Sold 60 percent of offerings 
this week.) 
BUICK—’50 Special 4-dr., $470. 
4-dr., $165*. 
CADILLAC—’54 (62) coupe deVille, $4,- 
000* (ps). '49 (60) Special 4-dr., $710*. 
CHEVROLET—’54 Two-ten 4-dr., $1,350*. 
"53 Two-ten 4-dr., $1,195*, $1,150*, $1,- 
040. ’°52 SL Deluxe 2-dr., $685. ’51 SL 
a 4-dr., $630. °50 SL Deluxe 2-dr., 
45. 


'49 Super 


DeSOTO—’49 conv., $365; club coupe, $450. 

DODGE—’'49 4-dr., $200. 

FORD—'54 %-ton pickup, $1,095. '53 \%- 
ton pickup, $820. °52 Custom (8) club 
coupe, $935*; Main (6) club coupe, $540. 
’51 Custom (8) 4-dr., $615*; 2-dr., $575; 
Custom (6) club coupe, $515, '50 Cus- 
tom (8) 4-dr., $545*, $500°. '49 Custom 
(6) 4-dr., $290°; Custom (8) 2-dr., $330; 
4-dr., $120. '47 Custom (6) club coupe, 
$180; station wagon, $175. '46 Deluxe 
(8) 4-dr., $130. 

HUDSON—’52 4-dr., $575*. '49 4-dr., $260. 

LINCOLN—’52 4-dr., $225°*. 

MERCURY—’53 Monterey coupe, $1,455°. 
'49 4-dr., $330. 

NASH—’52 Rambler station wagon, $725°*. 

OLDSMOBILE—’51 (98) 4-dr., $790*; (88) 
4-dr., $780*. '50 (88) 2-dr., $550°. 

PLYMOUTH — '53 Cranbrook 4-dr., $890, 
$885, $880, $875, $865, $845, $820. ‘52 
Cranbrook club coupe, $645. ‘50 Special 
Deluxe 2-dr., $320. '47 Special Deluxe 
club coupe, $225. 

PONTIAC—’'55 Chieftain (8) Catalina, $2,- 
520*. '47 Torpedo (8) 2-dr., $155. 

STUDEBAKER—’54 Champion 4-dr., $1,- 
065. °50 Champion 4-dr., $240. '49 Cham- 
Pion 4-dr., $280*. 

JENISON, MICH. 

(Grand Rapids Auction, Inc, Sale every 

Tuesday. Prices are for sale of March 22.) 

(By far the worst weather of the win- 

ter; however, the market was very steady 
and sales percentage very satisfactory. 
Sold 39 cars out of 65 offerings.) 

BUICK —’'55 RM Riviera 2-dr., $2,950° 

(ps). °54 Super Riviera, $2,190*; conv., 


$2,190*; Century 2-dr., $2,100*. °51 Spe- 
cial 2-dr., $670*, $525; 4-dr., $625°. '50 
Special 2-dr., $345°. 


CADILLAC—’50 (62) 4-dr., $940°. 

CHEVROLET—’54 One-fifty 4-dr., $1,065; 
2-dr., $1,055. '53 One-fifty 4-dr., 2 at 
$795. '52 SL Deluxe 4-dr., $685. '51 SL 
Special 4-dr., $445. '50 SL Deluxe 4-dr., 


$685; FL Deluxe 2-dr., $445. '47 FM 2- 
dr., $135; SM Business coupe, $125. 
CHRYSLER—’51 Windsor 4-dr., $545°. 


(Continued on Page 50, Col. 3) 





THE NATION'S AUTO 
MARKET PLACE 


Want an insight into what's doing 
in the auto industry across the nation? 


Read the Want Ad pages of the 
Automotive News for clues. 


And as for selling—we've even sold 
horses to the men who deal in modern 
horsepower . . . not to mention yachts, 
country estates, brainpower, ancient 
cars, used cars, parts, tools and shop 
equipment. 


If you have a service or a product 
to sell, use the want-ad pages of 
Automotive News. They are read regu- 
larly by a hundred thousand men in 
the retail auto dealerships across the 
nation. 


Clip Coupon and Mail 


; Want Ad Dept. 


Automotive News, 
2666 Penobscot Building 
Detroit 26, Mich. 


(Under heading) ........ 


|. 

! No. of insertions-———. Figure cost at 
| 22 cents a word. (Position Wanted at 11 
1 cents per word). $1 for box number. 
| Display ads: $12.30 per column inch, 
| per insertion. Please mail check with 
| order. Closing date: 6 days in advance 
| of publication date. Frequency Rates 
| available on request. 

L 
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ee NL 
dra-Matic optional at $178.35.) $1,969.03; 5-pass. cpe., $1,989; stat. wag., 
adr, _ $1 91,800, Duper na-dre ‘ted me $2197 25: 5-pass. cpe. $2,004; ‘hardtop 
Current Prices on New Cars ed tate St eet St | Ptaee ete, ok, Bane 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- $2,380.50; 5- 
‘pe. 


President State—4-dr. sed. 

The following advertised delivered $2. 108.64; 4-dr. 2-seat Country Sedan, §$2,-|2-seat stat. wag., $2,425.25. (PowerFlite —— optienal at $178.85.) pass. cpe., $2,269.50; hardtop cpe., §2,- 
prices include the retail list “price sug- | 156.14; 4-dr. 3-seat Country Sedan, §2,- as at $172 30.) STUVDEBAKER—Champion Custom — 4- | 455.50; Speedster hardtop cpe. with over- 
gested by the factory, provisions for 28. 32; 4-dr. 3-seat Country Squire, §2,- PONTIAC — Chieftain 860 — 4-dr. sed., | dr. “a, $1,783.24; 2-dr. sed., $1, —- drive, $3,371.04; Speedster hardtop cpe. 
Federal taxes, and suggested delivery | 391.59. Thunderbird — Hardtop ae ~ $2, — 62; 2-dr. sed., $2,105.45; 2-dr. stat. | C uxe—4-dr. sed., $1,885.16; with Automatic Drive, $3,479.29. (Auto- 
and handling charges. They do not cover | conv., $3,019.30; combination hardtop-c: $2,4 34; 4-dr. stat. wag., $2,518. | dr. sed., $1,840.55; 6-pase. cpe., $1,874.80; matic Drive optional at $216 on Champion, 
transportation costs, state and local | $3, 234.30. (Fordomatie optional at $178. 26 Chieftain 870—4-dr. sed., $2,267. Ba 2-dr. | stat. wag., $2,140.64 Champion Regal | and at $226.50 on Commander and Presi- 

other |on conventional models, $215 on Thunder- |sed., $2,209.32; Catalina, $2,334.99: 4-dr.|— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- | cent.) 
charges that may be passed to the | bird.) stat. wag., $2,603 Star Chief Deluxe — 974.50; hardtop ecpe., $2,123.76; stat. wag., WILLYS—Custom—2-dr. sed., $1,663.11; 
retail buyer HUDSON—Super Wasp 6—4-dr. sed., | 4-dr. sed., $2, 362; conv., $2,691. Star Chief | $2,311.59. Commander Custom—4-dr. sed., | 4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 

BUIOK—Special — 4-dr. sed., $2,291.32; |$2.290. Custom Wasp 6—4-dr. sed., $2,-| Custom—4-dr. sed., $2,455; Catalina, $2,- | $1,918.72; 2-dr. sed., $1,373. Commander | 795. Station Wagon—2-wheel-drive, $1,- 
2-dr. sed., $2,232.88; hardtop cpe., $2,- | 460; 2-dr. hardtop, $2,570 Super Hornet 6— | 499; safari 2-dr. stat. wag., $2,962, (Hy- | Deluxe—4-dr. sed., $2,013.63; 2-dr. sed.,| 997.32. (Hydra-Matie optional at $178.55.) 
332.48; 4-dr. hardtop, 409; conv., §$2,- CUED, ali, Us, CNN TE I, | cratered tne eee 


2974, Century |8e4., $2,760; 2-dr. hardtop, $2,880. Super 


+» $2, 5 , e e e 

‘ar, ‘sod, "$2,548.17; hardvop cpe., $2,- | Hornet V-8 — 4 - dr. sed., $2,825. Custom N C ] C R 

600.56; 4-ar. hardtop, $2,738; conv. $2.-| (OES 15" iyara-otatie optional on. sixes ew Uommercia ar egistrations, 
; ‘ . 830.56; | 2t $178.85, Ultramatic on V-2s at $199.) 


sed., $2,876.17; hardtop cpe., §2, mae IMPERIAL—Custom—4-dr. sed., $4,483. 
SS ab mcmama toast gov |2; Masih Se a festa” cheats 21 States for February, 1955-1954. 



















































































061.56 Flite standard. ) 
| eee emits ete See 
—Con y 
OADILLAO—Series 62—4-dr. sed., $3,-| optional at $178.20 on Manhattan; not 
976.70; cl. cpe., $4,881.77; hardtop Cbe-,| availiable on Darrin 161, which carries 
$4,305.01; conv., §4, — 31. Series "_ ee overdrive as standard equipment.) 
~ gee wee | 76; lim., $6,402. 1 Ee che, $3,880 yg ey Re 
waas cpe. Special 81 
dorado — Conv., $6,285.96. (Mydra-Mauc | “4 '4)” soq.”’ $3,752: hardtop cpe., $3,910: | 
sere ona — ceri are for 6 ont | ight © eumborbrwe meander) 
— Cus a : 
models; .or V-8, add §¥9)——One-Kifty—4- . Two States Previously 1207 37 341 714 62 114 33; 4318 
dr, s0d., $1,728;" 2-dr. sed., 31.66; uuuity eli aoe os Game nee _Reported for February __‘S+|_2|_tazal_—_S3)_354]_rayel__95rl_— al Sr_—stel_—te|_—ea|_— ella 
sed., $1,593; 2-dr. stat. wag., $2,080. Two- | 4 ar sed, $2,400; hardtop cpe., $2,464.50; Arizona ‘55 | 130 1| 31 94) 30 32 1 | 7 4 19 4 353 
Seo—t-ce. ot., 31,888; 2-dr ri $1,778; stat. wag., $2,843.50. Montelair_-4-dr. sed 54 | 136 3} 48 140| 55 33 | 2 6 4 7 3] 438 
cl. cpe. -dr. stat. Wag., $2,685; hardtop cpe., $2,631; Sun Valley Colorado ‘55 ! 56 216 49| 3 3 7 9 5| 93 17) 724 
dr, stat. wag., $2,127. Bel Auw—4-dr. s€d., | ciasstop, $2,711.50; conv., $2,712. (Mere- 54 | 518 | 62 211 101| 60 | I 6 5 40 12} 712 
$1,932; 2-dr. sed., $1,558; hardtop cpe., | O-Matic optional $189.45.) 55 4a 17 47 9 a: CC Dd UL”: OU a ae 
3 @onv.,$2,206; 4-dr. stat. wag., $2,- ais . | Delaware | ! I 2 1 206 
$2,067; tte, Cor. | METROPOLITAN Hardtop, $1,445; ‘54 ! 80 23 42 17 3 | 3 2 192 
262; Nomad 2-dr. stat. wag., $2,472. conv., $1,469 (both prices at coastal ports; ———————————_____ 
vette—6-cyl. conv., $2,799; V-8 conv., $2,- | oF eniry.) District of Columbia ‘55 1 39 | 13 34 8 10 | | | | 2 | 107 
034. (Powerglide optional at er on NASH—Statesman Super 6—4-dr. sed., 54 42 3 9 28 6 15 | | | 16 I 3 126 
eee enee Delano aes 25, | $2215. Statesman Custom 6—4-dr. sed., | Georgia 55) po i; 162) BH 135) «157 17| 3 3 23 2 1| 2077 
$2,660.25; —— Sheng, 8281820; ‘conv. $2.385; 2-dr. bardtop, $2,495. Ambassador 54} 2| 609 5| 122; 625} 145] 192 7| :3| 4\ 17 19 3] 1804 
$3,000.35 "Sana. was., eens, tee |e oe ee eee idaho "55 | | % 2%; ti; 33) ~—~«SO 2 3 3~C~«S Y:C<CS*S 4) 346 
; + Ondo, * New- | £-r._ sed., $2,675; aan. hardtop, $2,708. 54 134 | a / /  ) 5 19 5| 404 
orker Deluxe—4-dr. 2°38; at. Ambassador Super V-8—4-dr. sed., $2,775. ; — 2 os 
oom yt cpe., $3.65 & ones Ambassador Geen va. ‘ar, sed., $2,-| Maine '55| 68 " i 69 29 Fl ! | 6 ! 23 3] 248 
—- epe., $3,689.75; conv., $3, 965; 2-dr. hardtop, $3,095. Nash-Healey— 54| 1 70 21 7I 25 27 | 1} 3 3 22 245 
. stat. wag., $4,209. '300—Hard ~e 2-dr. hardtop, $5,128.05 at coastal ports. | Montana "55| 7 31 117 31 64 5 8 ul 79 2) 445 
i025. (Bower lite standard on sg | (Hy¥dra-Matic optional = sixes at $178.85, ‘54| 105 17 86 43 50 ! 10 \ 26 | _339 
Yorker and 300, optional at $ Ultramatic on V-8s $199; automatic | Fag, 55 ; 38 20 & 2 ie 14 2 i 200 
on Windsor Deluxe.) i aie: eit transmission not available on Nash-Healey, | *®Y® 4 7 | 3 47 16 16 2| | 4| | 6 | 151 
Deny i U—f iredume—4- which is equipped with overdrive. a = al mien nescence Rcatisnaene 
15; special hardtop pe... $2,540. 1b; Sports- | OL sMOIILE — heries 88 — 4dr. sed., | New Hampshire "55 | 39 ; 13) 34 |S 7 | 2 1 i 2) 17 
~ eee stat. — i -o-Sf $2, penn s2AT4 ; ae, harato re ts Supe Earl - ee = " Ti i = ae ‘i : Be Shanes 
240, S-GF. ” oe = = P, North Carolina 7 I 33 28 4 1678 
Fite — 4-dr. sed., §2,126.75; Sporteman 88—4-dr. sed, 008.71; 3. ‘54 499 3| ‘sel aaol—stal| tas] el | 5] 1405 
eee oe a 436.25; hardtop ¢ _atit. 39; 4-dr. ‘nard- North Dakota SOS 55) 38) 27; 55) ~«13)—S«S 2| i 9 219 
aan ie a 2.15; | Y0P-, $2,788; conv., $2,868.59. Series cielo ‘54 82 | | ia el atl : tf | 3 | 35 
G—4-dr. sed., $2,092.75; | ar. ‘sed, $2,832.82; Seoaten yO 1 4) hs , 
sed., $2,013; 2-dr. 2-seat stat. 2.76: 4-dr. hardtop, $3,140; conv., $3,275.84. | Oklahoma ‘55 | 454 , 117 a 121 180 6 | 15 13 9 3} 1453 
$2,548.75; 4-dr. 2-seat stat. wag., $2, ie (Hydra-Matie optional at $178.35.) i 54 602 61 482 166 133 2 3 18 13 8 5} 1493 
4-dr. 3-seat stat. wag., $2,565. Corenet 28), | .,PACKARD—Cipper Deluxe—4-dr. sed., | Rhode Island "55 60 4 10 63 COB 4 1 7 5 1 184 
2dr. D-oeai stat. was., $2,452; 4-dr. 3-| $2565 "2. a heraton gz 718.53, Cllnper = nal lel ony anil eal - 
. 7 ° , ya s 3 -dar. op. . 03. —<. “a 
seat state. wag. $2,566; 4-dr. 3-seat stat. | Custom—4-dr. sed., $2,925.53; 2-dr. hard- | Tennessee br | al 7 3 417 ee : . a "3 | ie 
wag., $2,688.25. Royal V-6 — 4-dr. eeu; | top, $3,075.53. Packard —4-dr. sed., $4,-) —— aot 
aS hardtop cpe., $2,395; 4-dr. 2-seat | 949.32; 2-dr. hardtop, $4,080.32. (Ultra-| Utah ‘55 62| | 32| 58 23| 38 ! | 5 " a Hl 251 
=, & ao 4-dr. 3-seat em matic somer (on, packard series, $199 — | 14} 50 30} 22 2 4 6 3] 205 
wag., Custom Royal V-8—4-dr tra on other m ) Vermont ‘55 I 18) 6) 
sed, '$2,472.50; Lancer 4dr. sed.. $2,518.60; | "" PLY MOUTH—Piara @— 4-dr. s0d., $1,-| \°"""° a if a | ofl | Ul Oo ST lt 
hardtop 542.50; conv., $2,748. | 799 50; 2-dr. sed., $1,737.50; bus. o —— a2 ; % “a ® ; 3 
FowerFute optional at $178.20. | oe; oe. com oe oe, S| ‘54 | ial 2} lst, ol Set StS] StS tS 
tre for 6-cyl. models; | 4dr. 2-seat stat. wag., $2,158.25. Plaza V-8| | 508 
for V-8, add $99.98) — Mainline — 4-dr. | _4 ar sed., $1,884; 2-dr. sed., $1,841; 2-| Wyoming ‘55 | ‘a 2/ 15 a 21) 2a | | | " si 2| 272 
= Ss yp a $1, a — = dr. 2-seat -. wag., Bae, oe —— ‘54 | 104 | 16 87 27} 32 1} 4 | 26 | 300 
» , $1,605. + | stat. wag., $2,261.75. Savoy dr. sed., | 2) States Reported ‘55 1 53} 1202) 5122) | 1824; 207 31) 225 190} 640 85} 15011 
$1,844.66; 2-dr. sed., $1,500.55. *Pairiane— $1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 ' 
tar. sed... $1,969. a i ade sed., $1,913.57; <iar. sed, $1,983; d-dr. sed. $1,040. ee eal 7 a | 1091} 4635 | tel 1528} = 85| 49 |_| ie] 84 ns 
ictoria hardtop, $2, . ; Crown V ictoria vedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
cl. cpe., $2,202.04; Crown Victoria glass-|sed., $1,935.50; caeee te $2,113: 4-dr,| _To Date sal 198! =| 2 8 a F mus tn 661! | Sa bee 3301 1109} - 1135] 1304 fal oe 75403 
top, $2,271.53; conv., ..$2,224.09. Station | 2-seat stat. wag., $2, a. 3. Belvedere V-8| ‘The information contained in this report has been Somabiied frem official state documents. Every reasonable precaution has been 
Wi r seat Ranch Wagon, $2,-|—4-dr. sed., $2,082: sed., $2,039; | exercised to insure aceuracy of this repo rt to the extent of the registrations received and tabulated at the time the report is published. 
043.07; 2-dr. 2-seat Custom Ranch Wagon. a ll cpe., $2,216.50; a. $2,351; 4-dr.| R. L. Polk & Co. cannot assume any liability by reasen ef inaccuracies or omissions.’’ 


New Passenger Car Registrations, All States for January, 1955-1954 























































































































Car registrations by states 5 « . 3 
are released here weekly, as Ou . uw, > > = 5 
complied by R. L. Polk rep- 3 - 25 ; $ i pe 3 3 ez 2 3 3 
ee 1 eT S 5 2; 3/ £/8°| FE] 2] £| 9 8 2 2 
I 
California w mS af 662; 2 ol a ml mal 3 real MI = Peal a7) Wns sm feos tenes a + 1 ~«CtN4)~—si«28|~—Ss«7577 | mu 
54, (196| 428] 624 iO 2475| 4787) + 7422) + ~—«391 M0 1899 a4 9 67 106] 287] 89] | nH 632 aa 1 > 
New York ‘55, 138 50 | 678) 1818) 1073) 2174 10109, 6 1559 
eal 286] mt oe] ml 1030 | Bal ec] S98 | 3 2011 | Teal i i768 el Ek Ta | i te z| isa te] ail Ses a 2) x aie 
laa EE os wa “ie ered] 7086s] ts] Soe a3 zury| 2ugca] Wusmea] Steve] 'Snusl acevsl rovra| avace] tazees| Soo] scaal bss] S6ze) Seto) Gamal saaey eanae 
New Passenger Car Registrations, 18 States for F ebruary, 1955-1954 
Beatie cosy Sell Sol Sel Se ee a Se S| S| al 
Arizona ‘SS 20 10 30 191 = 4 4%| 14) ~~ 138 a 1 3 4 30 7) 1629 
Connecticut =i i ‘i a | ace 627 “gle a7 i oar * 0 7 a a s =n) a : 4 " | 5 7% ae 
54] eal sel 154 Wil a3 391 tai | a8! al cal m3 | Be i 37 48 | 119} 176! eal 5136 
me es a 
_ i i ae — i a 3 7H Yt ed & ew tS 
Maine "SS 9 18| 27 21 is 57 a | 2i7] | Bl ae a 310 | a ad 87; 598 2 3) 9) 28| 37 8} 1200 
‘54 9 16] 25 19 15 28 136] | 4 277 53 342, | 3| Hi 4| 24 28 8| 847 
Montana ‘55, 14 12 % 48 5} 110 159 mi a 7| i be 9 - a a | 3 r 113 | | 2/ 2 16 42 58 S| 1680 
54) 2 17 38 ia| 3 $31 7 161 291 4| 68 21 2 53 39] 467 5 5 14| 19 26 45 2} 1090 
New Hampshire "55 10 12 10 9 3 74| +115) = 68 9 33) «210 2 5; 4 145 53] 52) _312| 1 I 2) 5 10 15) 4) 680 
‘54 16 2% a 20| 13 =| tlt 135] 201 7|___—*SI 259 74 \7| 22% 60| 66| 443] H| 20| | H g]__3i 4} 936 
er Be RS OF el A BS ST OB Be Sl isl Bo] ol ol Slo oH OF OB Oe OO OR 
North Dakota "55 Z 7 9) 38 30 148 a 4 7] 347 107 31 79; «593 2 7 21 28) 1271 
54 3 13 21 | 23 i: 114 | 3 413 7; -67|_—«487 109 24 zr)! ml sl 584 | Poe 4 @ ¢ | 7|__—-20}_—Ss | 2| 1326 
| ! 44! | 
Rhode Island “a sal a a3 | | ¥ “Sl ‘on iE 97 3 Fy £40! irl 2 m3 EE tar ag 1 sd aa ww ia i <i ii| i907 
Se est ee al gl BL 
Vermont "55 | 12 12 20 ‘| | %| 152; ‘a | 29) 19 ji 14) a) a 7 a4 | 1 1 5 | 3) +729 
"54 2 16 = 9 7 2 59 a : _2 164 44 13} «147 | 41 272 1 5 6 5 10 15) 2| «574 
Virginia "5 58 95 Ik = m3 | lt = = nel = i wi ai “| ¢ 7 1 2% 72 174, 246 51) 9249 
54 72 87 159 192 17} 203} 708 2232 530| 2814) 585 83) 175! 401 556 7 15 28 8 90 180 4 52| 7934 
West Virginia 2 "5S Ty 19 37 110 ao; a7 738 $ 159| 906) 320 a 532 1 14 15 35 60 5 6] 3212 
"eal 7 23 4 tol e EE 218] 4 532 15 1 ol ral 31| Ser | el rs 3| 15 18 3 ¢ 5 é| 2232 
_— sO nl z aaoame TT mH eee es hUlhlU hd Uh he 21 | "Se 
B 4 ae S| SS NS wal im za se om) ieee] fs] ee] Sea] Sas] eal teeat] es os feel salsa] Sa] Tey Say as 
Net Adjusted Totals *55| | | | FH - = a. i —6| —3i| 3! et] 20] 4] 4] — 22) | | | 2) —t} —3| | —62 
‘Lhe sts see] | shot y a zit Se ae seat ail na 14489| 93631] 46952] 423 1 ani 235} 855 (1090/2291) 8022 10313 2 521436 
To Date 10479} 10702 ott 27945| 128011} 29492| 4318] 97220| 17311 207 177348}  563| 1684] 2247) 4865} 9215] 14080 405174 


eontained in this report has been compiled from official = documents. Roe received and en oe the time =, report is published. R. L. Polk & Co. cannot assume any liability 


“““fhe information contained in this report has 
able precaution has been exercised to insure insure accuracy of this report to aan af lo cuuisieetiine by reason of inaccuracies or omissions.’’—R. L. Polk & Co 
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ears rp res We The nation’s families are moving up—in numbers, 
Sp LOS ae 6 ah ss . +s +3 
sed kieees aah ee ye in income and in the arts of living. As their interests 


= Be Soe ’ Ps + ° 

es pe sees ens expand, their enthusiasms become keener than ever. 
sot eos = Sars Pe 

_— a adhe ay What enthuses the great American Weekly 

: Me Sis Family? The handsome quartet at the left suggests 
some of the things that “send” them. 


Pop—a backyard “burger master”. The family in- 
sists on better eating, cooking refinements, meals that 
are fun. Mom—a fashion fancier. Keeping in step 
with the march of style in modern living is a matter 
of family pride. Kids—they are enthusiasms by 
themselves. The focal point of family life. 


A magazine which meets family enthusiasms will 
hold readers and move goods—both in big volume. 


The editors of The American Weekly pull out all 
stops in meeting every family enthusiasm. Result: 
9,800,000 families are drawn to The American 
Weekly Sunday after Sunday, while one advertiser 
after another traces sales success directly to its pages. 





MEET THE 
GREAT AMERICAN WEEKLY FAMILY 


There are 9,800,000 of them * They have 11,270,000 chil- 
dren under 18 * They have 7,350,000 children under 10 
They own 6,125,000 homes * They drive 8,575,000 cars 
They spend $9 billion a year for food « And they buy, 
buy, buy with a median income of $4,495 a year. 


Te Mvp RICAN WEEKLY 


Beamed to the Enthusiasms of the American Family 





THE AMERICAN WEEKLY. 63 VESEY STREET, NEW YORK 7, N. Y. © ATLANTA * BOSTON * CHICAGO © CLEVELAND « DETROIT © LOS ANGELES * SAN FRANCISCO 


ALBANY TIMES-UNION © BALTIMORE AMERICAN * BOSTON ADVERTISER * BUFFALO COURIER-EXPRESS * CHICAGO AMERICAN ¢* CINCINNATI ENQUIRER * CLEVELAND PLAIN DEALER © CORPUS CHRISTI CALLER TIMES 
J DALLAS TIMES HERALD ¢ DETROIT TIMES * HOUSTON CHRONICLE ¢ HUNTINGTON, W. VA., HERALD-ADVERTISER * KNOXVILLE JOURNAL * LOS ANGELES EXAMINER * MIAMI HERALD «© MILWAUKEE SENTINEL 
NEW ORLEANS ITEM © NEW YORK JOURNAL-AMERICAN ¢ PHILADELPHIA BULLETIN ¢* PITTSBURGH SUN-TELEGRAPH * PORTLAND OREGONIAN © ST. LOUIS GLOBE-DEMOCRAT © ST. PAUL PIONEER PRESS 

SAN ANTONIO LIGHT * SAN FRANCISCO EXAMINER * SEATTLE POST-INTELLIGENCER * SYRACUSE HERALD-AMERICAN * WASHINGTON ROST & TIMES-HERALD * WICHITA BEACON 
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Used-Car Auction Prices 


(Continued from Page 47) 


DeSOTO—’52 Fire Dome (8) 4-dr., $750* Bel Air 2-dr., $895*; Two-ten 2-dr., $895, 

(ps). Senalee A = pao gad ” aD 

’ Z , %. One-fifty 4-dr., $ ’ ; 2-dr., . 

Se a me "| grib, 9000, "SA BL, Detune é-de., G08". 
‘ i ’50 SL Deluxe Bel Air, $500*. 

FORD — ’53 Crest (8) Victoria, $1,100°; | CHRYSLER—’50 Windsor Newport, $535°. 
2-dr., $940; Main (8) 2-dr., $765*. '51| nonGgE—’52 Wayfarer 2-dr., $520. 
Custom (8) Victoria, $565. FORD—'53 Crest (8) 4-dr., $860. '51 Cus- 

MERCURY — ’54 Custom 4-dr., $1,525°*; tom (8) Victoria, $555; 4-dr., $535. °49 
2-dr., $1,495. °53 Monterey 4-dr., $1,280*, Custom (8) 4-dr., $240; Deluxe (8) 4-dr., 

NASH—’53 Ambassador-LeMans Hardtop, $140. . 
$1,450*. '52 Rambler club coupe, $525. LINCOLN—’49 Cosmopolitan 4-dr., $280. 

OLDSMOBILE—’54 (88) Holiday, $2,160*. | MERCURY—’52 4-dr., $610. ’49 4-dr., $215, 
’53 (98) Holiday, $1,620*; 4-dr., $1,605*; $145, $125. 

(88) 4-dr., $1,450*. ’50 (98) club coupe, | NASH—’53 Rambler 2-dr., $875. '51 States- 


$625*. man 4-dr., $270. 
PLYMOUTH—’53 Cambridge 4-dr., $665. OLDSMOBILE—’51 (98) 4-dr., $585*. ‘50 
STUDEBAKER -—— '51 Commander conv., (88) 4-dr., $555*. ’49 (88) conv., $400*; 
$395. | (98) 2-dr., $280°*. 


PACKARD—’51 (200) 4-dr., $535*. 
PLYMOUTH — ’54 Savoy 4-dr., $950. ’52 

NEW YORK CITY | Cranbrook 4-dr., $615. °51 Cranbrook 

(Skyline Auto Auction, Sale every Thurs- | conv., $505. °49 Special Deluxe 4-dr., 








day. Prices are for sale of March 24.) $270 
(Market steady on good stuff; off on | PONTIAC—’53 Chieftain (8) 2-dr., $965. 
rough pieces. A very heavy rainstorm ’52 Chieftain (8) 2-dr., $820*. ’51 Silver 
kept consignment way down, neverthe- Streak (8) 2-dr., $560; 4-dr., $530. '49 
Dealer Preview at L. A. Motorama— less, 53 oars out of 77 entered went home | Silver Streak (8) 4-dr., $300°. 
° : with new owners.) STUDEBAKER—’47 Champion 4-dr., $100. 
Attending a dealer preview of the General Motors Motorama in Los Angeles were | pyicK—’53 Super 4-dr., $1,205*. ’52 Super | 
(standing from left) Lee P. Speights, Glendale; J. M. Roche, general sales manager of | conv., $900*. '49 Super 4-dr., $250°. | FARGO, N. D. 
Codillac; Bewley Allen, Alhambra, and Howard Arbenz, Sherman Oaks. Seated, from ae ter Fy Big i 2 ca, G-| ceehdnetn Addin Os. fee rece Thee 
left, are Bob Spreen, Huntington Park; Dan Martin, Santa Monica; W. |. Buffington, | “g60. 54 Two-ten 2-dr., $1,275*; Bel Air| day. Prices are for sale of March 24.) 
Inglewood, and Bud Ridings, Long Beach. 2-dr., $1,225*; One-fifty 2-dr., $1,050. ’°53 (Market strengthening. Clean autos 











QUALITY 
ABOVE 
ALL... 






TAPERED, 
STRAIGHT 

AND JOURNAL 
ROLLER BEARINGS 


FEDERAL-MOGUL SERVICE 


Division Federal-Mogu! Corporation 


DETROIT 13, MICHIGAN 








brought good prices. Sold 41 cars out of 
77 offerings.) 

BUICK—’53 Super Riviera, $1,360*; Specia) 
4-dr., $1,100*. '51 RM Riviera 2-dr., 
$725*; Super Riviera 2-dr., $750*; 4-dr., 
$635*. '50 Special 4-dr., $500. 48 RM 
sedan, $110*. 


CHEVROLET — ’53 Two-ten 4-dr., $955*; 
%-ton pickup, $755. ’52 SL Deluxe 4-dr., 
$600*; Bel Air, $535*. ‘51 SL Deluxe 
4-dr., $575°; 2-dr., $555, $550. '50 SL 
Special 2-dr., $255. '49 SL Deluxe 4-dr., 
$310. 

DeSOTO—’50 Deluxe 4-dr., $310*. 

FORD—’ 55 Fairlane (8) 4-dr., $2,125; Cus- 
tom (8) 2-dr., $1,865. '54 Custom (8) 
4-dr., $1,310. ’53 Custom (8) 4-dr., $1,- 
065*. °52 Main (6) 2-dr., $795. '51 Cus- 
tom (8) 2-dr., $565. °50 Custom (6) 
coupe, $380; Deluxe (8) 4-dr., $485. 

LINCOLN—’53 Capri 4-dr., $1,765°. 

MERCURY—’ 54 Monterey 4-dr., $1,760. '53 
Custom 4-dr., $1,275. °51 4-dr., $710, 
$660. 

NASH—’50 Statesman 4-dr., $235; Ambas- 
sador 4-dr., $200. 

OLDSMOBILE—’53 (88) 4-dr., $1,250*. 

PLYMOUTH — '53 Cambridge Suburban, 
$1,130. 

PONTIAO—’54 Star Chief (8) 4-dr., $1,- 
700*. °53 Chieftain (8) 4-dr., $1,110*. 
’52 Chieftain (8) 4-dr., $770*, $710; 2- 
dr., $755*, $685, °51 Silver Streak (8) 
Catalina, $655*. 

* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs 
day (March 24). With over 200 cars regis 
tered at the sale this week, 80 percent of 
them were sold. 


MONTPELIER, O. 
Montpelier Auto Auction Co. Sale every 
Monday (March 21). We had a big turnout 
today as the weather was mild but cloudy 
Bidding peppy. 


Letterbox 


(Continued from Page 12) 


Grant, Owner, Grant’s Nash, Puy- 
allup, Wash. 


* * cd 


Note for Mr. Curtice 


Apparently, H. H. Curtice, presi- 
dent of General Motors, is ignorant 
of the manner in which General 
Motors new cars are being thrown 
around at auction sales, or he re- 
fuses to recognize the fact that 
every unit in the General Motors 
family is being overproduced. 

At any rate, in the March 14 
issue of Automotive News, Mr. Cur- 
tice blandly states— “Our dealers 
are clamoring for new cars at a 
faster rate than we are able to 
produce them.” 

In the same issue of AUTOMOTIVE 
News, a total of 153 new 1955 auto- 
mobiles were sold at auction 
throughout the United States. 
Ninety-five of the new cars sold at 
auction, or 62 percent, were Gen- 
eral Motors automobiles. Between 
the Ford Motor Co. and General 
Motors, 136, or nearly 90 percent 
of the cars sold at auction, were 
thrown on the auction block by 
their dealers. 

Last week at the auction sale at 
Mason City, Ia., there were 26 new 
1955 models sold. Out of the 26 
cars auctioned, 25 were either built 
by General Motors or the Ford 
Motor. 

General Motors and Ford Motor 
dealers better start clamoring for 
fewer cars and get executives like 
Curtice using plain glasses instead 
of the rose-colored kind.—MinpweEst 


DEALER. 
* * * 


Protests Ad 


Being an ardent reader and ad- 
mirer of the Automotive News for 
many years, I feel free to discuss a 
paid advertisement in your March 
21 issue appearing on page 63. 

Frankly, I am astonished that 
| you would permit the printing of a 
| paid advertisement where an indi- 
| vidual dealer takes the president of 
a major automobile manufacturer 
to task and question his integrity 
and honesty. 

I have discussed this paid adver- 
tisement with a number of dealers 
|of various makes of automobiles 
| and they all are of the opinion that 
|a paid advertisement of this char- 
jacter certainly does not help to 
| build goodwill among dealers, man- 
| ufacturers, and the public, which is 
| so essential in these trying times. 
| May I suggest that in the future 
| you will not allow any paid adver- 
| tising be published in your Automo- 
| TIVE News which criticizes an in- 
| dividual or manufacturer as ap- 
|peared in your March 21 issue.— 
|Paut DexHEIMeER, president, Ken- 
| tucky Automobile Dealers Assn., 
| Somerset, Ky. 





Schroeder Buys Firm 


| Warren F. Schroeder has been 
elected president of Wells-Messe- 
mer (Dodge - Plymouth), Vestal, 
N. Y., after acquiring the interest 
| of Ralph E. Swindler, former presi- 
| dent. 
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AAA Kept Busy... 
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54 Car Breakdowns 
Increase 11% in Year 


WASHINGTON. — American mo- 
torists had nearly 46 million car 
breakdowns last year, the Ameri- 
ean Automobile Assn. estimates in 
its annual tally of flat tires, weary 
batteries and other ailments that 
immobilized automobiles. 

While there were 6.8 percent 
more cars registered in 1954 than 
in the year before, AAA said that 
auto breakdowns imcreased 111 
percent in the same period. 
Breakdowns in 1953 totaled 41,- 
388,000, AAA said, while in 1954 
the total was estimated at 45,- 
972,000. 

Tire trouble was again the lead- 
ing cause of breakdowns last year, 
with an estimated 11,613,000 calls 
for assistance. However, a substan- 
tial increase was noted in callg for 
aid on battery or electrical troubles, 
which totaled 11,305,000, an increase 
of 22.93 percent over the previous 
year. Tire ailments increased 21.95 
percent, in the same period. 

Absent-minded motorists — like 
the commuter what staffs his car 
keys in his pocket while making 
a mad dash for the 8:02, leaving 
his wife, in bathrobe and pin- 
curlers, strander key-less at the 
station platform — were almost, 
but not quite as forgetful in 1954. 
A total of 717,000 calls for omer- 
gency lock and Key service were 
received, compared with 908,000 
the year before. 

On the other hand, the number of 
motorists who forgot to fill their 
tanks increased 53.77 percent last 
year over 1953, for a stranded total 
of 1,756,000. 

Although there were more calls 
for help from motorists in 1954 





than in the year before, their trou- | 


Tri-State Jobbers 
Plan Auto Exhibit 
In N.Y., May 19 


NEW YORK —New York City | 
will be host to the Tri-State Auto- | 
motive Exhibit —the first time in | 
ten years—for four days, from May) 
19-22, 

The exhibit is being sponsored by | 
over 200 jobbers in New York, New | 
Jersey and Connecticut. Individual | 
exhibits of tools, equipment, acces- 
sories, parts and supplies will num- | 
ber at least 500, according to Irving | 
Levine, exhibit board chairman and | 
president of Academy Auto Parts. 

It is expected that attendance will 
top 30,000. Exhibit headquarters are | 
in the Empire Hotel, Broadway and 
Sixty-third, New York City. 


Vinyl's Value 


Role in Car Redecorating 


Stressed by Women 


DETROIT. — Thoroughly-tested 
vinyl materials have made possible | 
the transformation of new-car in- | 
teriors from drab cockpits into) 
cheerful “living rooms on wheels.” 

Vinyi’s importance in the redec- | 
orating of car interiors was de-| 





scribed last week by a woman who | 
has played a prominent technical | 
role in materials research, Virginia 
Sink, project engineer for Chrysler 
Co 


rp. 

Lueille Pieti, another Chrysler 
engineer, joined Miss Sink in a dis- 
cussion before a joint meeting of 
Engineering Society of Detroit and 
Society of Women Engineers. Miss 
Pieti elaborated on the research 
story behind the newly-introduced 
car colors. 

Vinyl materials, Miss Sink said, 
are responsible for such innova- | 
tions as the colorful steering wheel 
and floor mat, more durable wiring 
insulation and non-discoloring glass | 
interlayers. 

The SWE has commenced a 
membership drive among the esti- 
mated 6,500 women engineers in | 
the U.S. 


Nash for Mathews 


Mathews Motor Co., McComb, 
Miss., has been appointed a Nash 
dealership. H. H. Mathews is the 
owner. 


bles were apparently not quite as| 
serious. Some 1,834,000 calls were | 
placed for wrecker service 
year, a decrease of 19.14 percent | 
from the year before. 

AAA also found that 2,831,000) 
motorists called for help because 
their cars were stuck in the mud. 
This was a 3.3 percent increase 
over 1953. 


last | 


Motorists had a little more 
trouble with their brakes in 1954, 
as 515,000 called for help in this 
connection, an increase of 446 
over 1953. Gas line difficulties re- 
sulted in 533,000 calls, a gain of 
2.11 percent, and troubles with 
car lights brought 487,000 calls, 
for an increase of 19.95 percent 
over the year before. 

Miscellaneous other callg for 


emergency road service totaled 2,- 
887,000, or a gain of 15.48 percent 
over the previous year. 
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JOMA MIRRORS 


Nowhere will you find mirrors that reflect today’s smart car styling better than 
Joma mirrors! They're designed to compliment and enhance all car styles and 
provide better rear visibility for safer driving. 

What's more, Joma mirrors feature turret-screw locks—absolute insurance 
against sagging heads. Once locked, they stay locked! And replacing heads is 


never a problem. Simply 
position . 


Since 1919 Joma has designed and manufactured the most complete line of 
body mount mirrors for cars and trucks—all fully guaranteed. Joma mirrors 


are custom-contoured for 
heads of selected optical 


When you have Joma mirrors, you are sure you have the best—a sure-fire 
guarantee of bigger sales and bigger profits. If you want to get on the profit 
bandwagon—ask your jobber. 
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. without removing the bracket mounting. 
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How Baron's Looks Now— 


In the March 21 issue of Automotive News, a photo which showed how Charles 
| Baron Ford, Chicago, looked before facelifting was used without the above picture 
illustrating how the dealership looks now. Windows were enlarged and an enameled 
| front, by Erie Enameling Co., gave the building a modern look with only minor 
structural changes. 


Dealers in Dayton Are Warned on Spurious Ads 
DAYTON, O.—The Montgomery | rector of the association, said he 
County Automotive Dealers Assn. | “recognizes the present need for 
has sent another warning to mem- couak toanan” ton te with an 
be rm he u - e le sugges 
eating ‘anh onion abvediiatig that this be done with “strict ad- 
* | herence to sound and reasonable 
Ralph Caverlee, executive di- | methods.” 
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loosen turret screw, replace head and cyan into 


cars and trucks. . . triple chrome plated . . . mirror 


glass. 


all 
LIST— $5.50 


18 U.S. Makers 
To Display 
At Turin Show 





rari, 
Maserati, Moretti, Nardi, Osca, Si- 
ata and Stanguellini. 


A JOMA ORIGINAL! 
SELF-ADHERING GASKET ACTS AS 


508 


TURIN. — (UTPS) — Eighteen 


iU. S. manufacturers will be num- 
bered among the 450 exhibitors at 
the 37th International Motor Show 
which opens here Apr. 20 for a 12- 
day run. 


The American makers will join 


with those of 12 other nations at 
the show. 


Among exhibitors will be: 
France — Citroen, Galy, Peugot, 


Renault and Simca. Germany—Au- 
to Union, BMW, Borgward, Daim- 
ler-Benz, Ford, Golith, Lloyd, Opel, 
Porsche, Tempo and Volkswagen. 


Great Britain— Austin, Austin- 


Healey, Bedford, Bentley, Ford, 
Hillman, Humber, Jaguar, MG, 
Morris, Riley, Rolls-Royce, Rover, 
Standard, 8 
hall and Wolseley. 


unbeam, Triumph, Vaux- 


Italy—Abarth, Alfa-Romeo, Fer- 
Fiat, Giannini, Iso, Lancia, 


All American makes except Hud- 


son will be represented. 





for better visibility! 





JF 88H BODY-MOUNT OBLONG MIRROR — 
It's high, wide and handsome! Mirror 
head measures 314" 
the fine features of the JF 88. 


x 5%"—and has 





TEMPLATE FOR HOLE ALIGNMENT 
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Curtis Opens St. Louis Office— 


At the opening of the St. Louis office of Curtis Publishing Co., J. Benton Wilkins | and network television advertising 
| (center), advertising manager of Carter Carburetor, meets with E. J. Chaffin (left),|increased from $7,867,628 in ’53 to 
western regional manager of the Saturday Evening Post, and Frederick H. Lamb, St. | $10,304,242, 


Louis publication manager of the magazine. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


General Motors again in 1954 
topped all other auto manufactur- 
ers in magazine, radio, television 
and newspaper supplement adver- 
tising, according to a survey con- 
ducted by Publishers Information 
Bureau and published in Advertis- 
ing Age. 

GM’s expenditure of $36,774,822 
was nearly $6.5 million more than 
the corporation spent in 1953. 

General magazine advertising 
went from $16,697,808 in 1953 to 
$18,905,277 in 1954; farm magazine 
ads dropped from $1,775,735 in ’53 
to $1,654,961 last year; network ra- 
dio jumped from $2,591,513 in ’53 to 
$3,780,932 in ’54; newspaper section 
advertising increased from $1,451,- 
155 in 1953 to $2,129,410 last year, 


The figures are based on meas- 


|urements of 97 general magazines 
}or groups, six farm publications, 
| four radio networks, four television 
|networks, and the First 3 Market 
| Group, New York Mirror magazine, 
New York Times magazine and 
| Puck—The Comic Weekly in addi- 
|tion to the American Weekly, and 
Parade and This Week magazine. 
Newspaper ad expenditures were 
not included in the survey. 

GM’s total expenditure enabled 

it to place second among the 100 
top advertisers in the U. S. for 
the second straight year. Procter 
& Gamble Co. was first with an 
expenditure of $44,151,220. 

Second largest automotive spender 
was Chrysler Corp. which jumped 
its ’54 expenditures to $18,378,063 
from the $13,063,183 it spent in 1953. 
It also enabled it to jump from 
11th place in 1953 to sixth in ’54. 

Television received $8,820,955 from 
Chrysler Corp. in 1954, as com- 
pared with $3,006,793 allotted the 








Y/ yous... 


CINCINNATI'S STRONGEST SELLING FORCE 





a 


Official Media Records reports for the year 1954 show the 
Times-Star chalked up its 47th year of leadership in daily Retail, 
General, Automotive, Department Store and Total Display adver- 


For maximum sales results in the rich, important Cincinnati 
market, you need the Cincinnati Times-Star . . . strongest selling 


force and largest evening paper in Ohio's second largest market! 


STAR 


GENERAL ADVERTISING REPRESENTATIVES @ O'MARA & ORMSBEE © NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO, LOS ANGELES 





video networks in 1953, while radio 
claimed $1,867,212 in 1954, as com- 
pared with $905,005 in ’53. 

Chrysler Corp., however, cut both 
its magazine and newspaper sup- 
plement advertising. Newspaper 
sections were cut from $1,223,745 in 
53 to $413,760 last year, while mag- 
azine advertising dropped from $7,- 
927,641 in ’53 to $7,276,136 last year. 

Ford Motor Co. finished in 12th 
place with an expenditure of $15,- 
418,383, an increase of $3 million 
over 1953 when it finished in 13th 
place. 

General magazines received the 
largest share of the Ford budget, 
$6,946,206, while network television 
picked up $5,972,306 in 1954. News- 
paper sections received the next 
largest amount, $869,108, while farm 
magazines received $856,355, and 
network radio, $774,408. 

American Motors Corp. expended 
$3,476,992 in magazine, television, 
radio and newspaper supplement 
advertising to place 52nd among 
the top 100 advertisers in 1954. 

General magazines got the larg- 
est chunk of the AM budget, $1,- 
958,167, while network television 
was a close second at $1,478,348. 

Network radio received the re- 
mainder of the budget or $40,777. 
AM did not contribute to farm 
magazines or newspaper supple- 
ments during ’54. 

Kaiser Motors Corp., which 
placed 32nd in 1958 with an ex- 
penditure of $4,383,138, dropped 
to 69th place in ’54 with a budget 
totaling $2,774,166. 

Kaiser, which clings to radio for 
most of its promotions, spent $1,- 
717,028 in that medium in 1954, 
while it steered clear of network 
television and newspaper supple- 
ments. General magazines received 
$915,558, while farm magazines re- 
ceived $141,580. 

Studebaker, which placed 94th 
in 1953, and Packard, which fin- 
ished in 96th place in ’53, were not 
listed among the top 100 adver- 
tisers in ’54. ks 


Willard Names DeMotte 


Appointment of Leslie G. DeMotte 
as advertising and sales promotion 
manager of Willard Storage Bat- 
tery Co. Cleve- 
land, has been 
announced by 
David A. Coulter, 
replacement sales 
manager. De- 
Motte has been 
with Willard in 
various capacities 
for 24 years, for- 
merly in the ad- 
vertising and al 
sales promotion — 
department. He i. G. Deliette 
was then made the district sales 
manager of Atlanta, which position 
he maintained for four years. 

Previous to his present appoint- 
ment, he was a regional sales man- 
ager in Memphis for two years. 

i 7 * 


Plymouth Dealers on TV 


Twelve telecasts of harness rac- 
ing from Rosecroft Raceway, Oxon 
Hill, Md., will be sponsored begin- 
ning May 6 by the Plymouth deal- 
ers of Metropolitan Washington. 
a will be televised over WTTG- 
34. 

Arrangements for the series were 
made by Frances B. Vincent, com- 
mittee chairman of the Plymouth 
dealers; Frank W. Yale, eastern 
sales manager for Plymouth; T. 
Beverly Keim, of N. W. Ayer & 
Son, national advertising represen- 
tatives for Plymouth, and Les 
Arries jr., general manager of the 
television station. 

* . 


Trucking Industry Cited 


“Selling should be a continuous 
activity — one that never stops,” 
says L. C. Allman, president of 
Allman Co., Inc., Detroit. 

Speaking on the subject of pub- 
lic relations in the trucking indus- 
try at a luncheon meeting of the 
Continuing Education Service of 
Michigan State College in East 
Lansing, Mich., Allman said the 
trucking business is fortunate to be 
so youthful. 

“The first generation of men 
who pioneered the trucking busi- 
ness are still in top-command 
posts,” he said. 

The ad agency bearing his name 
handles advertising for Michigan 
Trucking Assn., Indiana Motor 
Truck Assn., Fruehauf Trailer Co., 


| Dayton Rubber Co., Midland Steel 
| Products Co. and Divco Corp. All- 


(Continued on Page 53, Col. 1) 
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Auto Advertising 


(Continued from Page 52) 


man also supervises advertising for 
the American Trucking Assns., Inc. 
* * * 


Dealers Are Good Advertisers 


New-car dealers last year spent 
more than $228 million for home- 
town advertising, according to the 
latest NADA business management 
survey. 

The industry-wide statistics 
show that dealers spent an aver- 
age of $41.21 per new car sold for 
local ads in 1954, exclusive of 
dealer expenditures for factory 
coop advertising and national 
television shows. 

NADA estimated the average 
dealer’s local advertising budget 
for 1954 at the total of $5,478. 

By and large, this money went 
for ads in hometown newspapers, 
local radio and television stations, 
billboards, handbills and _ broad- 
sides, the survey revealed. 

a * 


Program for Auto Show 


The Motor Car Dealers Assn. 
of San Francisco published a 
50-page glossy program in con- 
junction with the city’s 29th San 
Francisco Automobile Show. 

Included in the program were 
specifications for all ’55 model 
cars. 

. * * 
Miller Signs Client 

Chrysler-Manhattan Co., Inc., 
factory branch of Chrysler Corp. in 
New York, has appointed Miller 
Advertising Agency, 221 W. Fifty- 
seventh St., to handle its advertis- 
ing. 
= are being formulated for 
intensive newspaper, radio and 
direct-mail advertising. 

+ 


Spotlight on Muskogee 

The Phoenix & Times Democrat 
in Muskogee, Okla., will publish a 
special automobile section on Sun- 
day, Apr. 10, to tie up with the 
Muskogee Automobile Dealers 
Open House and the NADA “Spot- 
light on Automobiles” to be held 
the week of Apr. 11-16, 


Dealers Use Want Ads 

Eight Chicago new-car dealers 
recently ran 13 full-page classi- 
fied ads for 22 days in the Chi- 
cago Tribune want ad section. 
Two dealers used two of the full 
pages, another ran four. 

The dealers taking part in the 
promotion were Walton Motors 
(Chrysler-Plymouth), 2301 8. 
Michigan Ave.; H. D. Maggio 
(Dodge-Plymouth), 1637 N. Cicero 
Ave.; “Z” Frank (Chevrolet), 6116 
N. Western Ave.; Gold Coast Mo- 
tors (Cadillac), 6162 N. Broad- 
way; Ferrell- Hicks (Chevrolet), 
5727 8. Ashland Ave.; Lewis Auto 
Sales (Chevrolet), 3400 W. Ogden 
Ave.; Phil Saporito Mercury, Inc., 
8518 8. Commercial Ave., and 
Martin J. Kelly, Inc. (Chrysler- 
Plymouth), 441 E£. Ohio. 

= - 


Ad Bureau to Hear Ford 


Henry Ford II, president of Ford 
Motor Co., will be the principal 
speaker at the annual dinner of 
the Bureau of Advertising of the 
American Newspaper Publishers 
Assn., according to P. B. Stephens, 
chairman of the dinner committee. 

The dinner will take place 
Thursday evening, Apr. 28, in the 
Waldorf - Astoria Hotel, New 
York, following the close of the 
annual ANPA convention. 

Serving with Stephens on the 
dinner committee are: 

D. Tennant Bryan, of the Rich- 
mond News Leader and Times-Dis- 
patch, vice-chairman; Julius Ochs 
Adler, New York Times; Lynn N. 
Bitner, Gannett Newspapers, Roch- 
ester, N. Y.; William H. Bronson, 
Shreveport (La.) Journal and 
Times; Enoch Brown, Memphis 
Commercial Appeal and Press- 
Scimitar; Chesser M. Campbell, 
Chicago Tribune; Stuart M. Cham- 
bers, St. Louis Post-Dispatch; Alvah 
H. Chapman jr., St. Petersburg 
(Fla.) Times. 

James S. Copley, the Copley 
Press, Aurora, Ill.; Robert C. Crane, 
Elizabeth (N. J.) Journal; William 
Dwight, Holyoke (Mass.) Tran- 


script-Telegram; M. J. Frey, Port- 








land Oregonian; Edwin S. Friendly, 
Westchester County (N. Y.) Pub- 
lishers; Philip L. Graham, Wash- 
ington Post é Times-Herald; Lee P. 
Loomis, Mason City (Iowa) Globe- 
Gazette; Charles F. McCahill, Cleve- 
land News and Plain Dealer; Irwin 
Maier, Milwaukee Journal; B. H. 
Ridder jr., Duluth (Minn.) Herald 
and News-Tribune; Richard W. 
Slocum, Philadelphia Bulletin, and 
J. Hale Steinman, Lancaster (Pa.) 
New Era and Intelligencer-Journal. 
= * + 


Colored Tire Promotion 


Following a series of nationwide 
distributor and dealer meetings 
starting today (Apr. 4), U. S. Rub- 
ber Co. will advertise its new “col- 
orama” tires in a schedule of con- 
sumer magazines including Holiday, 
Life and Saturday Evening Post, 
according to Clifford Shirley, ad 
manager. 


“Magazines,” said Shirley, “will 
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This good-looking showroom of the Brandenburg 
Auto Sales Co. has one unusual feature espe- 
cially designed for a display room. On the side 


fe INCREASING USE of open-vision de- 
sign is really paying off for all types of 
businesses that must create a favorable 
impression upon the passing public. Peo- 
ple are attracted by—and drawn into—the 
store or other retail establishment that 
presents a pleasing, inviting appearance 
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constitute the backbone of our pro- 
gram because of their ability to 
illustrate the actual color of the 


new tires.” 
+ * * 


Model Plugs Automobiles 

The automotive industry gets a 
good send-off in the current series 
of national advertising of Model 
smoking tobacco. 

The hobby of building model cars 
is featured in the ad appearing the 
latter part of March in the Satur- 
day Evening Post. 

This is one of a series of hobby 
ads being run by Model in national 
publications. Others in the series 
include ship models, railroad mod- 
els, airplane models, and others. 

+ * * 


22 Million View Ford Films 


More than 22,500,000 persons in 
the United States and abroad—an 
all time record—viewed 29 Ford 
Motor Co. motion pictures during 
1954. 

Ford films were screened for 
300,372 audiences totaling 18,300,- 
000 persons in this country and 
4,330,000 persons in foreign coun- 
tries, according to Hugh C. Ral- 
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“It has given us a very impressive show floor on 
which to display our new automobiles to their best 
advantage. The wide expanse of window gives us 


through its open-vision front. This new, 
modern design also creates a feeling of 
progressiveness and makes the prospec- 
tive customer realize that here is an estab- 
lishment that is keeping up with the times 
—one that will specialize in the newest, 
most up-to-date products and services. 
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Packaging Book— 


A revised edition of ‘How to Merchan- 
dise with Corrugated Boxes” has been 
published by Hinde & Dauch, Sandusky, 
O. The booklet discusses consideration of 
the product, the buying public, meth- 
ods of distribution and factors of compe- 
tition. 





ston, manager of the company’s 
motion picture department. 

In addition to the live film audi- 
ences, company pictures were 
shown on 4,759 television programs. 

During 1953, the motion pic- 
tures were seen by approximately 
18,747,000 persons and were tele- 
vised on 2,684 programs. 

Ford films may be obtained by 


are three Tubelite® Doors; a permanent double- 
acting door with two other doors which can be 
folded back to move cars in or out. 


Pittsburgh Plate Glass Company 


( Have your representative give 
store front. 


PLASTICS - 


oLae. > 


Room 5211, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


(CD Please send me a FREE copy of your modernization booklet. 
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writing Ford Motor Co. film librar- 
ies at 16400 Michigan Ave., Dear- 
born; 15 E. Fifty-third St., New 
York, or 1500 S. Twenty-six St., 
Richmond, Calif. 

+. . s 





|| Hall of Fame Election 


Nominations for the Advertising 


'|Hall of Fame are being called for 


again by the Advertising Federa- 
tion of America and must be mailed 
to that office by April 15, according 
to Wesley I. Nunn, board chair- 
man. Any individual, firm or or- 
ganization may offer nominations. 


Twenty-four advertising men 
have been elected to the Hall of 
Fame in the five years since its 
founding under the jurisdiction 
of AFA and with the cooperation 
of the Advertising Club of New 
York. 


Election to the Hall of Fame is 
limited to men and women, dead 
at least two years, who performed 
notable services on behalf of U. S. 
advertising. The candidate need 
not have been American-born. 


Nomination forms and details are 
available from the Advertising 
Federation of America, 330 W. 
— St. New York 36, 


“We are very pleased with our new building front? 





says Mr. William F. McCoy, President, Brandenburg Auto Sales Co., Wilmington, Ohio 


better lighting effect and also gives the passing 
traffic a wonderful view of our floor display.” 





To get more information on Pittsburgh 
Store Front Products—and their adapt- 
ability to your showroom—just send for a 
free copy of our booklet, “How To Give 
Your Store The Look That Sells.” We will 
be happy to give you a free estimate on 
the cost of a new front. No obligation. 


me a free estimate on a new 


FIBER GLASS 


COMPANY 





IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES LIMITED 
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Reports from State Capitals... 





Legislatures Study 
Highway Financing 


By Bethune Jones 
Legislative Correspondent 
5 ee ATURE throughout the 
nation have been studying the 
question of approving bond issues 
for highway construction. 


Such measures have been passed 
in four states, and are pending in 
12. The governors of North Caro- 
lina and Tennessee have refused to 
support similar proposals at this 
time. 


Highway financing and construc- 
tion developments reported from 
state capitals include: 

ALaBaMA: Compromise highway 
financing law creates a State High- 
way Corp. empowered to issue 
bonds up to $50 million for con- 


struction and adds one cent per | 


gallon on gasoline and diesel fuel 
to retire the bonds. 


Arizona: House passed gas tax 







a COMPLETE 


for more profitable truck sales 


Featuring unique flexibility and advanced designing .. . 
for every service job, Morrison's 


completely engineered 
new line of all-steel Service Bodies 


more trucks. Now, you can offer your trucks as fully 
equipped, ready-to-work units, tailored to the specific 
needs of the public utilities and the service trades . . 


among the largest users of trucks 
equipment. 


And you'll make more money on every sale that includes 
Morrison Service Bodies and Accessories . 
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truck body profits Cnt 
discount. Morrison Service Body 


Chassis for Morrison 
Service ies ie 

should be ordered 
with short running 
boards .. . without 
rear fenders or 
pickup box. 


Division, MORRISON 
STEEL PRODUCTS, INC., 680 Amherst St., Buffalo 7, N.Y. 


Also manufacturers of MOR-SUN Furnaces Sens 
and ROLY-DOOR Steel Garage Doors 


hike from seven to eight cents and 
sent it to the Senate. 
* * * 
A=: House rejected a 
tax of 1.4 mills per ton-mile on 
all vehicles over 26,000 pounds in 
weight. 

Gaoraa: The Rural Roads Au- 

thority is empowered to issue reve- 
{nue bonds up to $100 million, but 
it is expected the original issue 
may go no higher than $10 to $15 
| million. 
Itunois: Proposed legislation 
| would permit issuance of bonds 
retirable by fuel taxation to build 
township roads. 

Kansas: Legislature passed law 
making permanent the fifth cent 
of the gas tax which had been 
“temporary.” 

* + * 
ENTUCKY: A 1954 law to per- 
mit revenue bond financing was 





Model 900 S$ 


Phoenix, Ariz. 


will help you sell 


S. J. Meeks’ Son 
Washington 1, 


and special truck 


Miami, Florida 


Jacksonville 4, 


big extra 


Boise, Idaho 
Platt, Inc. 


Moline Body Co. 


Tom Rice, Inc. 


Works, Inc. 


Body Co., Inc. 





Auto Safety House 


Southern Equipment Co. 
Fort Smith, Ark. 
No. Little Rock, Ark. 
Jumbo Equipment Co. 
Los Angeles 15, Calif. 
The Winter-Weiss Co. 
Denver 2, Colorado 


DeBoliac Truck Equip. Co. 
Rivers Body Factory 


Orlando, Florida 
Tampa, Florida 

Truck Equip. Co. of Atlanta 
Atlanta, Georgia 

Olson Manufacturing Co. 


Chicago 20, Illinois 
Scruggs-Drake Equip. Co. 
Decatur, Illinois 


Moline, Illinois 
Drake-Scruggs Equip. Co. 
Springfield, Illinois 
Hallenberger, Inc. 
Evansville 12, Ind. 
Allied Truck Equip. Corp. 
Indianapolis 18, Ind. 
lowa Body & Equip. Co. 
Des Moines 9, lowa 
Harry Young & Sons 
Wichita 4, Kansas 


Louisville 1, Kentucky 
Blattman Sheet Metal 


New Orleans 16, La. 
Dealers Truck Equip. Co. 

Shreveport, La. 
Hercules-Campbell 


Portland, Maine 
Cambridge, Mass. 
Continental Body Co. 
Bay City, Mich. 


Model 1050 $ 


Neil's Automotive Service, Inc. 
Kalamazoo, Mich. 

Burch Body Works 
Rockford, Mich. 

Roadway Mtg. & Equip. Co. 
Von Dyke, Mich. 





Auto-Lite Dealer Honored— 
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At a ceremony in Chicago, R. A. Harp, president of Auto Equipment & Service Co., 
Inc., was presented with a plaque by James P. Falvey, president of Electric Auto-Lite 
|Co., and John Shank, parts and service manager, in recognition of 38 years of 





| continuous service. 
———p 


grounds it would create a state 
debt in excess of the state’s con- 
stitutional limit of $500,000. 


Louisiana: A legislative highway 
| study committee agreed to recom- 
/mend a long-range highway pro- 








Model 700-6 


@ FOR COMPLETE INFORMATION on Morrison 
Service Bodies and Accessories — including prices, dealer 
discounts and the Morrison Demonstrator Plan — see 
your nearest Morrison Distributor. 


Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, N.M. 

Maday Body & Equip. Co. 
Buffalo 11, New York 
Rochester, New York 

Hercules-Campbell 

Body Co., Inc. 
Latham, New York 
Tarrytown, New York 
Waterloo, New York 

Baker Equip. Eng. Co., Inc. 
Charlotte 1, N.C. 

Swanston Equip. Co. 
Bismarck, N.D. 
Fargo, N.D. 

Myers Equip. Corp. 
Canfield, Ohio 

Power Brake Service, Inc. 
Cleveland, Ohio 

Buckeye Truck Body 

Builders, Inc. 
Columbus 3, Ohio 

Perfection Equip. Co. 
Oklahoma City, Okla. 

Schetky Equip. Corp. 
Portland, Oregon 

M. A. Brightbill Body Wks. 
Lebanon, Pa. 

Eastern Body Co. 
Philadelphia 32, Pa. 

Auto Truck Equip. Co. 
Pittsburgh 8, Pa. 

Roy F. Drake Body 

& Equip. Co. 
Sioux Falls, $.D. 

A. Fassnacht & Sons 
Chattanooga, Tenn. 

W. T. Stringfellow & Co. 
Nashville, Tenn. 

Williamsen Body & 

Equip. Co. 
Ogden, Utah 

Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 

Nelson Truck Equip. Co., Inc. 
Seattle 9, Wash. 


D.C. 


Florida 





American Machine Co. 
pokane 11, Wash. 
Baker Equip. Eng. Co., Inc. 
luefield, W.Va. 
Charleston, W.Va. 
Clarksburg, W.Va. 


West End Auto Body Co. Huntington, W.Va. 
Duluth 6, Minn Lindsay Bros. Inc. 
Keystone 7 oer & Eau! Milwaukee 1, Wisc. 


Euto 


1, Meo Hoy & Harding, Ltd. 


Calgary, Alta., Canada 


sets Lo 


killed by the court of appeals on! 





| Joseph Foss indicated he 
|call a special session if additional 
| highway funds were needed. 





gram with $25 million earmarked 
for the first year. The program 


| envisions a total of $1,500 million 


in road construction. 


Micuwan: Indications were that 
a $500 million bond issue proposal 
would be sidetracked in favor of 
& pay-as-you-go program financed 
by increased taxes. 

Montana: Gasoline tax boosted 
from six to seven cents for addi- 
tional revenue for highways. Diesel 


|fuel tax was upped from six to 


nine cents. A proposed amendment 
to prohibit use of automotive taxes 
for nonhighway purposes will be 


| submitted to the voters in 1956. 


NeprasKa: The six-cent gas tax 
was extended for another four 
years and it is proposed to raise 
that to seven cents. 

* * +. 
Fi pcre Road financing bills 
enacted which hike gas tax 
from four to four-and-a-half cents, 
boost driver’s licenses from $1 to 
$2 and raise vehicle fees by 50 
cents. 

New Maxico: Legislature passed 
bill to permit issuance of $20 mil- 
lion in highway debentures. Still 
pending were several truck-fee bills 
which would raise rates. 

New York: A proposed gas tax 
boost from four to six cents a gal- 
lon is contingent on voter approval 
of a $750 million highway construc- 
tion bond issue this fall. Both await 
legislative approval. 

NortH Carouna: Bills to boost 
truck license fees have been in- 
troduced in both houses. 

North Daxota: Legislature 


| passed bills providing new money 


of $7,100,000 for highway construc- 
tion in addition to $4,680,000 already 
available. Also approved was a $54 
million bond issue which will go 
on the June, 1956, ballot. 

* * * 


OUTH DAKOTA: A bill to in- 
crease the motor fuel tax one 
cent a gallon was killed. Gov. 
would 


Tuannesses: Gov. Frank Clement 
refused to support a highway bond 
issue during the current session. 
Some organizations had been sup- 


|porting a $25,000,000 bond issue. 


Wisconsin: Gov. Walter Kohler 
recommended to the Legislature 
that the gasoline tax be upped 


| from four to six cents a gallon. He 


also urged increase in driver’s 


|licenses, a higher diesel fuel tax 


rate and higher heavy truck li- 
censes. 

Wyoming: A bill increasing com- 
pensatory fees for heavy trucks 


was passed. 
* ” * 


| Washington State Keeps 


°51 ‘Temporary’ Taxes 
The Washington Legislature has 
agreed to make permanent the 
“temporary” taxes approved in 1951. 
This includes a levy of 3 percent 
on transient rentals; 10 percent on 
liquor; 20 percent surtax on the 
business and occupation tax; 10 
percent surtax on utilities’ business 
and occupation tax. 
os *. * 


Montana Puts Income Tax 
On Pay-As-You-Go Basis 


Montana’s Governor Aronson 
signed into law a bill setting up a 
withholding tax collection system 
for the state income tax which will 
be effective July 1. It is based on 
the Federal law. 

Self-employed individuals will be 


‘required to file declarations of es- 


timated tax on April 15 and Oct. 
15. It ig expected to yield an addi- 
tional $1,000,000 yearly. 


Nebraska Legislature Gets 
Safety Inspection Bill 

A bill being considered by the 
Nebraska Legislature would em- 
power state police to halt and 
examine motor vehicles for safety 
violations. Inspection of all vehi- 
cles would be required at least once 
@ year. 

The State Public Service Com- 
mission, under the bill, would be 
empowered to suspend registration 
of unsafe vehicles. Unsafe cars 
would have to be fixed within five 
days to obtain a safety certificate. 

* ~ * 


\71% Pct. Surcharge Voted 


On Idaho Income Taxes 


The Idaho Legislature has 
adopted a 7% percent surcharge on 
state income taxes, expected to 
yield more than $9 million to bal- 
ance the state budget. 


Other revenue-raising acts in- 
cluded elimination of a 1953 state 
income tax cut, a one-cent hike in 
cigarette taxes, a 7% percent liquor 
tax boost and placing the State 
Public Utilities Commission on a 
self-sufficient basis. 

a 
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Iowa Legislature Kills 


Truck Axle Tax Biil 


A bill which would have placed 

a tax on all trucks using the state's 

|highways has been killed by the 
|lowa House Roads and Highways 
| Committee. 

The measure would have imposed 
on trucks using three or more axles 
a tax ranging from % cent to 2% 
cents a mile, in addition to all other 
truck taxes. 


* x * 


Two Idaho Bills Seek 


Truck Tax, Fee Hike 


Two bills affecting trucks have 
been introduced in the Idaho Leg- 
islature. One would boost truck 
registration fees from $55 to $100 
and reinstate the ton-mile tax 
which was repealed two years ago. 

The other would increase maxi- 
mum truck load limits from 72,000 
to 76,800 pounds and to increase the 
fee for testing scales of more than 
30,000 pounds from $7.50 to $15. 

* * ed 


Mont. Legislature Approves 


1-Cent Gasoline Tax Raise 


A bill increasing the Montana 
gasoline tax from six to seven 
cents, to raise $2,250,000 in addi- 
tional] annual revenue for high- 
ways, has been sent to the gover- 
nor for signature. 

Also approved were bills in- 
creasing the state diesel fuel tax 
from 6 to 9 cents a gallon and 
boosting gross vehicle weight 
taxes. A proposed amendment to 
outlaw the diversion of automo- 
tive tax receipts to nonhighway 
uses also was given final legisla- 
tive approval for submission to 
the voters at the 1955 election. 

af * + 


Ark. to Legalize Differential 


Of Cash, Installment Prices 


A bill to legalize a differential 
between cash and installment 
priceg was passed by the Arkansas 
House of Representatives after 
having been approved by the Sen- 
ate. 

Opponents assailed the measure 
as an attempt to evade the state’s 
constitutional limit of 10 percent on 
interest rates, but advocates said 
it represented a proper effort to 
permit a merchant or finance com- 
pany to be compensated in part for 
the added expense of carrying in- 
stallment paper. 

aa * 
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Texan Eyes Loss Leaders 


An unfair-practices act to pro- 
hibit advertising and sale of mer- 
chandise below cost has been in- 
treduced in the Texas Legislature 
by Rep. James E. Cox, of Conroe. 

+ z * 


Restricting Splashers 


A bill offered in Vermont would 
require all vehicles to have fenders 
or other devices to prevent splash- 
ing. 


* * * 


N. D. Renews Sales Tax 


The North Dakota Legislature 
has reenacted the state’s 2 percent 
saleg tax law. 


So 


=>. 
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Efforts Made to Fix Top Interest Rates... 
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Finance Laws Eyed in 8 States 


EGISLATION affecting small 

loans, installment sales, credit 
financing and related matters has 
been passed or proposed in a num- 
ber of states. The measures include 
the following: 

Colorado: A bill passed by the 
House of Representatives and 
sent to the Senate would fix max- 
jmum small loan interest rates of 
8 percent per month on loans up 
to $300; 15 percent on the next 
$300; and 1 percent on the next 
$900. 

Under the measure, life, health 
and accident insurance could be 
written on all loans, but could be 
charged for only on loans over $600. 
If written and charged on loans 
over $600, the interest rate of 3 per- 
cent on the first $300 would have to 
be cut to 2.5 percent. 

* + * 

ORTH CAROLINA: A bill to 

give the state banking commis- 





Nash Salesmen, 
Dealers Attend 
Sales ‘School’ 


DETROIT.—Some 598 Nash deal- 
ers and 2,125 salesmen have at- 
tended 271 intensive merchandising 
training meetings, 
according to Roy 
Abernethy, Nash 


dent. 


meetings are be- 


gram, each Nash 


Roy Abernethy 
two 1%4-hour periods of instruction. 


Subjects being covered 


Nash cars and competitive cars, 
new methods of prospecting, vari- 


ous ways of demonstrating a car to | 


a prospect, procedures for apprais- 
ing used cars, financing methods 
and ways to “follow up” the deliv- 
ery of a car. 


Trailer Shipments 
Drop 7 Percent 


During Month 


WASHINGTON. — Factory ship- 
ments of all types of truck trailers 
in January amounted to 4,457 units 
valued at $21.5 million, according 
to the Department of Commerce. 


Each figure represents a decrease 


of 7 percent from comparable fig- | 
ures for December, the department 


said. 


No allowance was made for usual | 


seasonal changes or number of 
working days in compiling these 
monthly totals and in computing 
percentage changes from the pre- 
vious month, the department said. 

January production amounted to 
4,750 units, a decline of nearly 4 


percent from December. Production | 


in January, 1954, totaled 4,724 units. 






sales vice - presi- | 
The series of | 


ing held daily in| 
each zone during | 
a 90-day period. | 
Under the pro-| 


dealer and sales- | 
man is receiving | 


include | 
sales opportunities, information on 


sioner broad new regulatory pow- 
ers over the small loans field was 
introduced in the legislature by 
Rep. Henry Wilson. 


ance on loans exceeding $100, but 


Kennedy, Wright Head 


Ohio Associations 
COLUMBUS, O—Two dealer 
groups have held elections of new 
officers. George Kennedy, of Short 
Ford, Inc., Marion, O., has been 
jelected president of the Marion 
|County Automobile Dealers Assn. 


(Dodge - Plymouth), is vice - presi- 
dent and Richard Brandt, Danner 
Buick Co., is secretary-treasurer. 
In Greenville, O., Will H. Wright 
has been reelected president of the 





and I. Paul Wilson is secretary- 
treasurer. 


Okey Ripley of Ripley Motors) 


The measure would allow smail | 
|loan firms to sell credit life insur- | 


Darke County Automobile Dealers | 
Assn. Donn Smith is vice-president | 





would empower the banking com- 
missioner to suspend or cancel the 
right of any loan company to sell 
such insurance whenever he felt 
that the selling of such insurance 
“is neither a benefit to the bor- 
rower nor to the welfare of the 
public, and that suspension or can- 
cellation is necessary to protect 


| borrowers from abuse.” 


The bill would attempt to curb 
the practice followed by some 
companies of frequently “renew- 
ing” loans and charging com- 
pletely new sets of fees, interest, 
“charges” and insurance premi- 
ums every time a lender defaults. 

Orecon: Bills giving the state in- 
surance commissioner authority to 
regulate the sale of credit life in- 
surance and credit health and acci- 
dent insurance were given final 
passage by the legislature. 

* * * 


ENNSYLVANIA: A bill to slice 
in half present legal interest 


rates for small loans in Pennsyl- | 
vania was introduced in the legis- 


| 
| 








Station-Wagon Sales 


Boosted 68% by Ford 


DEARBORN. — Sales of Ford 
station wagons through March 20 
are up 68 percent over the same 
period in 1954 and already are 
higher than Ford station wagon 
sales for any full year prior to 
1952, according to C. E. Bowie, 
Ford division assistant general 
sales manager. 

Ford sold half of the station- 
wagon market last year and more 
than twice the number sold by its 
nearest competitor, Bowie said. 
So far in 1955, Bowie said, Ford 
hag sold 43,986 station wagons, 
compared with 26,141 sold in the 
first 80 days of 1954. 





lature by Rep. James L. Gaffney 
and Joseph Pacchioli. 
The proposed new rates for 
small loans are 1% percent per 
month on that part of unpaid bal- 
ances not exceeding $150; 1 per- 
cent per month from $150 to $300; 
and 1% percent from $300 to $600. 
Unpaid balances after 24 months, 
the maximum term for small loans 
in the State, would be cut by the 
bill from 6 to 3 percent. 


Ruope Istanp: Present restric- | 


55 


tions on small loan companies 
would be liberalized by a bill intro- 
duced in the state legislature by 
Rep. J. Joseph Nugent. 

Under the bill, such companies 
would be permitted to make loans 
for three years instead of two. 

eg + * 


Qouts CAROLINA: Pending 

state legislative proposals in- 
clude two bills which would limit 
small loans to not more than $100, 
with a prohibition against security 
being asked. Another pending bill 
would set a $600 ceiling on such 
loans and allow security to be 
asked. 

Utah: A bill enacted by the leg- 
islature and signed into law by 
Gov. J. Bracken Lee increased 
loan maximums of small loan 
companies from $300 to $600, avith 
maximum interest rate of 3 per- 
cent on the first $300 and 1 per- 
cent on amounts over $300, 

Also approved by the Utah law- 
makers was a measure revising in- 
terest rates on industrial loans, 
having the effect of reducing the 
rates by 25 percent. 

VERMONT: Defeated by the House 
of Representatives was a bill which 
would have increased the ceiling on 
small loans from $300 to $600. 








Of the 4,457 units shipped in Jan- | 


uary, only 148 were trailer chassis. 
The others were complete units. 

Types of trailers were: 
2,577; tanks, 329; pole, pipe and log- 
ging, 140; platform, 595; low-bed 
heavy haulers, 185; dump, 82, and 
all others, 401. 


Among the vans, 341 were insul- | 


ated and refrigerated; 132 were 
furniture; 156 were open-top and 
1,948 were miscellaneous closed-top 
types. 


Dealer Association Formed 
In Clermont County, O. 


Vans, | 


| 
| 


BATAVIA, O.— New-car dealers | 


of Clermont County have formed | 


an association and elected the fol- 
lowing officers: 

President, Robert Buckler (Chev- 
rolet-Oldsmobile) Bethel; vice-pres- 
ident, L. P. Bunnell (Chrysler- 
Plymouth), Loveland, and secretary- 
treasurer, Harry Hannah (Ford), 
Bethel. 





| oe a 


FE ALS 





General 


r 


AN 


oR een 
MIiIiCHIG 


Everlasting shopper appeal 
| with built-in COLOR 


Drab store fronts today do not pay! Attract customers with colorful 

Kawneer Zourite (porcelain-enameled or alumilited aluminum). 

It is a facing material that resists chipping, cracking and fading, 

providing years and years of shopper appeal. Use it as a sign 

backing, and as a covering for columns, pilasters, bulkheads, soffits 

and pylons. Plan now to remodel your store front with practically 

| no interference to normal operations using Kawneer Zourite, doors, 
store-front metal and sun-control products. See your Kawneer 

dealer or write for booklet, ‘‘How to Modernize Your Store Front.”’ 
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| Kawneer Aluminum 
Zourite Facing 
in ten attractive colors 


* Velvet Black * Harvest Brown 
» Alumilite * Spring Green 
* Alumilite Gray * Sunset Red 

* Academy Blue * Winter White 
* Marine Blue * Flame Orange 
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NO\ --oi Heavy-Duty 


for every 
service ! 
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See chart at right 
for pay-load capa- 
cities in tons at var- 
ious body lengths. 
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Based on standard operating conditions 


Introduction of the new twin 8” 
diameter Gar Wood A-260 and A-270 
hoists now enables you to offer your 
customers the superior advantages of 
heavy-duty Strong-Arm performance 
MATCHING DUMP BODIES on every ‘size chassis — including 


esky new Gar Wood dump large 4 wheelers, 6 wheelers and 
bodies give a perfectly matched nel | ‘ k 

combination to sell with new single axle semi-trucks. 
heavy-duty Strong-Arm hoists. 





See the new 





Hoists of 
your 
Gar Wood Distributor 





GAR WOOD INDUSTRIES, inc. 


Wayne, Michigan Richmond, Calif. 





GW-H-5 
World's largest mfr. of hoists and dump bodies for trucks & trailers 


Used-Car Notes 





LITTLE ROCK, Ark. — The 
Arkansas Independent Automobile 
Dealers Assn. has been formed by 
a@ group of used-car dealers, most 
of whom opposed the new law 
establishing state regulation of 
new-car dealers and manufactur- 


ATA Assails ICC 
As Arbitrary in 


Denial of Permit 


WASHINGTON. — The Interstate 
Commerce Commission ignored the 
mandate of Congress by denying 
motor freight operating rights on 
the ground that adequate rail serv- 
ice is already in existence in a spe- 
cific area, the trucking industry 
charged. 

A petition was filed with the ICC 
by the American Trucking Assns. 
as an intervener requesting recon- 
sideration of the commission’s de- 
nial of interstate operating rights 
to A. W. Schaffer, Revillo, S. D., 
granite hauler. 

The commission’s policy until 
recently, the petition states, has 
fostered seasonable competition be- 
tween the various forms of trans- 
portation subject to its jurisdiction. 


The petition points out that the 
ICC, in the past, held that the ex- 
istence of adequate rail service was 
not ground for denying operating 
rights to motor carriers “for the 
reason that the shippers are en- 


titled to adequate service by motor | 


vehicle as well as rail.” 

The petition contends that “it is 
not the province of the commission 
to determine what modes of trans- 
portation shall be available to sell- 
ers or buyers, or by the refusal to 
authorize truck service, to restrict 
or circumscribe the opportunities of 
shippers to compete in markets by 
the use of such service.” 

The ICC’s decision reversed a rul- 
ing by its Division 5 which would 
have authorized Schaffer to haul 
rough and finished granite from 
South Dakota to six states, and 
from Vermont to 16 states. 


Now John Hayes Buick 
Jayes-Bond Buick Co., Inc., New 
Iberia, La., has filed articles with 
the secretary of state, changing its 
name to John Hayes Buick Co., Inc. 





BOYERTOWN Announces New DELIVERY BODIES 








Economica] Retail Milk Delivery Body, Available with 
Boyertown’s Direct Action Stand Drive Controls. 


“Better Built” 
Models 
_SN-7 & SN-8 


“Better Built” 
Models 
MN-7 & MN-8 


The New Compact 
MERCHANDISER Delivery Body. 


“BETTER BUILT” by BOYERTOWN 
For Full information, Phone 7-2146, write or visit: 


Ona 
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“Better Built” for 
... Quality 
... Economy 
... Versatility 









"Better Built” 
Models 


SL-8, SL-10, SL-12 
The New Walk-in 


Delivery Panel Body 
for Bulky Loads. 
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ers, passed by the Legislature 
shortly before adjournment. 

Ed Cochran, North Little Rock, 
was elected president. Other offi- 
cers are Lloyd Hobbs, Fort Smith; 
Bud Liles, Searcy, and O. G. Kolb, 
Magnolia, vice-presidents. Some 57 | 
dealers are members. 

* + + 


Coloradoans Elect Sill 


And Moll to Top Posts 


DENVER. — Hugo Sill, Denver, 
hag been elected president of the 
Independent Automobile Dealers 
Assn. of Colorado. 

Harry Moll, Denver, was named 
vice-president. 

Seven new directors were named: 
Howard Stark, Richard Wheeler, 
William Becker, Bud McCoy, Jim- 
my Fennell, Nathan Yanish and 
Richard Risley, retiring president. 


Metzler Spreads Out | 


NIAGARA FALLS, N. Y.—Charles | 
Metzler, used-car dealer at 1202 
Main St., has opened a branch at 
1720 Pierce Ave., with Dan O’Con- 
nor as manager. 

oJ 2 s 
Texans Plan Convention 


In November at Houston 


FORT WORTH, Tex.—The 
Texas Independent Automobile 
Dealers Assn. has announced that 
its 11th annual convention will 
be held Nov. 6-7 in Houston. 
Headquarters will be the Sham- 
rock Hotel. 





Appel in Business 


ERIE, Pa.—Al Appel has opened 
a used-car lot at Twenty-fourth 
and State Sts. 


City iene eens 


DURHAM, N. C.—City Motors | 
has opened in a new location. 


Calendar | 


(Continued from Page 12) 
Dealer Auto Shows 


Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. > 





jl 


April 4-4—Second Annual Meeting of the 
National Fluid Power Assn., cancel 
Hotel Colorado Springs, Colo 

_ Jaen tae Beach Sp orts Car 

id Races, Pebble Beach, lif, 

Ann 18—New York Metropolitan Council 
of Automobile Old Timers Luncheon, 
Hotel Roosevelt, New York City. 

April 20-May | — 37th International Motor 
ant Turin, Italy. 

May I—GM Motorama, Common- 
a Armory, Boston, Mass. 

April 28-29—37t * Annual Meeting, Ameri- 
can Zinc Institute, Drake Hotel, Chi- 
cago, Ill. 

May 6-9—International Motor Exhibition, 
International room, Roosevelt Hotel, 
New Orleans, La. 

May 8-11—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, Ohio. 

May 16-20—Materials Handling Cogelanes 
— International Amphitheater, 

icago 

May 16-20—National Materials Handling 

ition, Exposition Hall, interna- 
tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of Automotive 
Spare Parts a i Australia. 

May 3l-June 3—Des' a Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 
inertean Welding Society, Kansas City, 


lune *8-10—Third Annual Welding Show 
American Welding society. unicipal 
Auditorium, Kansas C 

June 12-15—Directors a _ Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga, 
Cooperstown, New York. 

July 21-22—Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
eet reer, Chicago. 

i. 2 -22 — Federation of Automobile 

aler Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 29-30—National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit 

Nov. 6-7—Texas indepen lent Automobile 
Dealers Assn., Inc., tith Annual Con- 
vention, Shamrock Hotel Houston, Tex. 

Nov. 14—Automobile Old Timers, 16th An- 
niversary Dinner, Waldorf-Astoria Hotel, 
New York City. 

Ou. 7S. Booth Conforenae, oo 
ier icago—Sponsored by . “ 
M.E.M.A., and N.S.P.A. 

s 8s ®@ 


Regional Parts Shows 


Apr. 28-30—Southeast Automotive Show, 
Lakewood Park, Atlanta. 
May 19-22—Tri-State Automotive Show 
ingsbridge Armory, Broadway and 63rd 
St., New York Veo 
June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 








Madison Dealers 
Hold Open House | 


MADISON, Wis.— The two-day 
Open House Automobile Show in 
the showrooms of the 12 dealer- 
members of the Madison Automo- 
tive Assn. came to a successful con- 
clusion March 27. 

Beside the display of 200 new 


jcars and engineering exhibits, the 


chief attraction for the many thou- 
sands of visitors was a contest in 


|which a 1955 Chevrolet was do- 
| nated. 


Contestants were required to 


|complete the sentence “Madison Au- 
|tomobile Dealers are Important to 


” 


the Community Because .. .” and 
to secure the signatures of eight of 
the city’s 12 dealers. 

Last Friday (March 25) a parade 
was held to advertise the show. The 
prize car headed the parade and it 
was followed by three cars of each 
line, with a loud speaker explain- 
ing the show. The local TV station 
also held an auto show that night. 


Step Up Sales 
With ‘These Tested | 


ty 


ke 
Traffic Builders 
ae ae eee awe ey 4 


Guaranteed To Fit All Makes and Models! 








ERLE Te Se 






me 64 New! Self-Adjusting Bracket! 
: Clips on— off — instantly. No 
Ne : holes needed, can’t mar up- 
Nae holstery. Won't obstruct. vi- 
sion. Holds 100 Ibs.—32 garments, full length, 
wrinkle free. No tools needed! $3.98 Retail. 


HEAVY FURNITURE ROLLS EASILY 
ON ROL-A-BOUT 


ALL-BEARING 
CASTERS 


Tap these pronged 
all-steel ball-bear- 
ing casters into 
legs of beds, tables, 
chairs, etc. to roll 
heaviest furniture 7 
easily. 4 on card. 


Set of 8 for $1.00 « © 4 for 50¢ Retail 


SEE THE WHOLE DAMAR FAMILY OF BEST SELLERS 
CONTACT YOUR JOBBER OR WRITE DIRECT 


DAMAR PRODUCTS, INC., "=ws'e<s'ne 


20-5 Damar Buliding, Newark 5, New Jersey 
IN WEST: 269 Merchandise Mart, San Francisco 





re 


AUTO TURNTABLES 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 
Also 


avail- 
able 


ame 


ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


ERY oda ed: 


_ Jack-Bilt Guaranteed A1 


2 be 


SEWED ON VERY HEAVY 


PER FOOT 
Beautiful—Bright Colors. 9 rove 
Guaranteed. 1,000 feet, $45. 
500 feet, $25. 250 foet, $13. Free Sample. 5 
Order direct—Save. ; 


Frank D. Jackson, Jack-Bilt 
906 Central St. Kansas City 5, Mo. 
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Tai:bed Like Juvenile Delinquency ee 


Dealers ‘Bad’ Influence Rapped 


By Kate Savage 
Staff Cerrespondent 

BALTIMORE.—The era of “prof- 
itless prosperity,” according to 
some automobile dealers here, can 
be laid at the door of the manufac- 
turers and the bad influence of 
some competitors. 

However, Baltimore dealers seem 
to be doing what they can to rem- 
edy the situation. 

Mark R. Chenoweth, president of 
the Auto Trade Assn. of Maryland, 
and affiliated with Jarman Motors 
(Dodge - Plymouth), believes that 
manufacturers may be able to do 
something about it. 

“It’s similar to juvenile delin- 
quency,” he observed. “Sometimes 
righteous parents suffer for the 
influence of others that are not. 
That’s the case in this industry.” 
He believes that there are many 
dealers today who would be doing 
a better job profit-wise if it weren’t 
for the bad influence of competi- 
tors in their market who seem to 
be more interested in registrations 
and market positions than in profit. 
“I believe the 
could exert influence of a correc- 
tive nature,” he said. “These fast 
discount sales are more for regis- 
trations and market positions than 
for sound profits,” he continued. 
“And the profit picture can be 
summed up in one word: Dismal.” 

Chenoweth said that at Jarman 
Motors the firm was trying to 
stick to retail selling on a per- 
son-to-person basis through well- 
trained retail salesmen. | 
“We're endeavoring to impress on | 
our salesmen the technique of sell- 
ing by serving well, by building 
confidence with retail customers 
and trying to sell average custom- 
ers,” he said. 

“By the service we render and | 
our loyalty to our customers and | 
to the principles of fair dealing, | 
as well as fair advertising, we | 





New Sales-Service Facility 


Opened by Cole-Finder 

Cole-Finder Inc. (Mercury), 2700 
N. Cicero Ave., Chicago, has opened 
a new sales and service facility at 
6221 N. Western Ave. Irwin H. Cole, 
president, said he hopes the addi- 
tion will step up his sales to 1,000 
a month from its present 600. 


SO EASY! 


NO RUBBING — | 
NO SCRUBBING! 








Just spray it on 
— wipe it off! 
This new chemical compound 
takes all the hard work out of 
cleaning white tires. It penetrates | 
all dirt, grease and grime, in- 
stantly makes white surfaces look 
like new, yet it absolutely won't | 
harm chrome or rubber. | 

Sprayer furnished free with 
each bottle. 


ag" 


WHITE TIRE 
CLEANER | 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO. 
If your jobber can't supply 
you, order direct from factory. 





manufacturers | - 


hope to keep our business on a 
sound profit basis,” declared Che- 
noweth. 

Another dealer said, rather ve- 
hemently: “The first step has to 
come from our manufacturers. | 
That’s about it!” 

In his opinion, there is no hope 
of improving the automobile deal 
until the manufacturer decides that 
it needs to be improved. 

“As long as the manufacturer 
forces the market, there is no hope 
of the deals improving. The manu- 


Nevada Passes 
2% Sales Tax | 


CARSON CITY, Nev. — The Leg- 
islature has passed and sent to the 
governor a 2 percent sales and use- 
tax bill. Gov. Charles H. Russell 
has announced he would sign it. 

Among exemptions are transfers 
of used-cars, provided there are 





facturer has to decide that he 
wants the dealer to make more 
money, stop fighting for leadership 
and forcing the market,” he said. 

He added that in trying to im- 
prove his profit picture, his firm 
was working harder on retailing 
its used cars. 

Roland Flanagan, vice-president 
and general manager of Chesa- 
peake Cadillac Co., said his firm 
was “expense minded.” 

Flanagan said the company had 
long used expense controls, thus 
“we can control our expenditures.” 
He added, “we enjoy an enviable 
reputation due to the fact that we 
have in the past and will continue 
to adhere to suggested prices by the 
manufacturer.” 

He said the company did not par- 
ticipate in any “price-packing” pro- 
gram. “Realizing the importance of 
owner good will, we are endeavor- 
ing to give our owners the type of 
service that they rightfully deserve. 


not more than two such sales a/All these factors, coupled with an 
year, and motor vehicle fuel, which | efficient sales force, tend to make 


carries 4.5-cent tax per gallon. 


NEW SENSATION 


of the dump truck industry 


FOR BIGGEST 









These Telescopic Hoists let you haul up to 1,000 pounds 
and more additional legal payload on every trip. The 
extreme forward location and point of lift of these new 
ANTHONY Hoists shifts all the weight of the hoist ’way 
up front — transfers more of the permissable load to the 
front axle — and lets you carry far more payload on the 
rear axles. ANTHONY “Teleramic” Hoists are available 
for bodies 8 to 18 ft. long, in capacities from 8 to 25 tons, 


for all trucks — straight, 6-wheelers and semi-trailers. 





literature. 


models 6 to 13 ton capacities 


Nationwide Sales and Service 


any year a profitable one.” 








LEGAL 


PAYLOADS , 


Anthony Teleramic Twin Tele- 


scopic hoists “in mount’ 


Anthony Teleramic single 
cylinder hoists for single 
and tandem axle trucks 
—capacities 8 to 20 tons. 


f 
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Heart of New Steam Auto— 


This boiler of the hand-built steam engine which powers an automobile owned by 
Charles Keen, Madison, Wis., develops 1,000 pounds of pressure within 35 seconds 
after being started. Keen says he gets 25 miles to the gallon of water and can use 
any type of fuel. The car develops so much power he is afraid to open it up, Keen 
says. The auto, which he says cost $100,000 and took 13 years to build, has no gear 
shift and no clutch. (United Press Photo.) 












ANTHONY ‘Welleramfic HOISTS 











See your Anthony Distributor or Truck Dealer or 
write Anthony Company direct for new descriptive 















With RING TRUSSED Cylinders 


(Pats. applied for) 


Truss rings reinforce the ends 
of each cylinder tube to prevent 
“flaring”, and to adjust the 
packing. Extra-long bronze 
bearings and long overlap keeps 
cylinders in perfect alignment and 
provide extra stability and long life. 










Heavy Duty Roller Bearing Pump 


The Anthony pump on all “Tele- 
ramic” hoists is of newest “com- 
bination” design. Pump and 

valve are built into one hous- 

ing for better control, easier 
servicing and longer life. Pump 
has finest cage type roller bearings 
-double shafts and replaceable bronze wearplates. Valve 
is positive 3-way action with auto-manual check valve. 









ANTHONY COMPANY 


Streator, Illinois 


Manufacturers of Hoists, Dump Bodies and 
lift Gates for Trucks and Semi-Trailers. 
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New Air Spring 
Develo for 


Trucks, Buses 


AUGUSTA, Kans.— Truck and 
bus operators can expect an easier 
ride because of an advanced air- 
ride spring suspension recently de- 
veloped, according to officials of 
Spencer-Safford Loadcraft, Inc. 

The suspension consists of two 
General Tire air pillows per axle, 
connected with the vehicle’s air 
brake system and controlled by 
automatic height control valves. 

The pillows are seated on an axle 
saddle on each side of the suspen- 
sion to distribute the shock load 
over the entire surface. The air 
pressure in the pillows automati- 
cally increases as the load increases 
and also adjusts itself if the load 
is unevenly balanced. 

As a safety precaution the air 
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Air-Ride Spring— 


A rear viéw of the Loadcraft Air-Ride 
spring suspension. The positive stabilizer 
bar prevents side sway and the shock ab- 
sorbers tie on to futther stabilize the ride. 


pillows have rubber bumpers on the 
inside should the load ever bottom. 
They are coated on the outside to 
eliminate weather checking. 


Ford Plans 


Test Center 


Farm-Equipment Torture Track Detailed; 
Tricycle Tractors Unveiled 


CLARKSTON, Mich. — A unique 
outdoor evaluation center for test- 
ing farm equipment was announced 
last week by the tractor and im- 
plement division of Ford Motor Co. 
at the showing of its three new tri- 
cycle-type tractors. 


The center, which combines 
the best features of automotive, 
aircraft and tractor test facili- 
ties and laboratories, will be built 
on a tract of land adjoining the 
division’s general offices at 2500 
E. Maple Rd., Birmingham, Mich. 


In announcing Ford’s new mod- 


els at the company’s Deer Lake c 


Hills farm near here, Merritt D. 


the division, claimed a complete 
line of tractors. 

The new models, he said, in con- 
junction with Ford’s five standard- 
tread tractors and the English- 
built diesel, enable Ford to com- 
pete in any market. 

In answer to a remark made 
| earlier by John L. McCaffrey, 
president of International Har- 
vester Co., that “nobody hag ever 
planted corn with an interview,” 
Hill said that plenty of corn 
could be planted and tended with 
the new models. 

They will make Ford a strong 
ompetitor in the cornbelt area, 
where it has been weak before, he 


Hill, assistant general manager of | said. Approximately 45 percent of 





AIR CONDITIONING for: 





Buick ... Cadillac ... Chevrolet... Chrysler... DeSoto... 
Dodge ... Ford... Lincoln... Mercury ... Oldsmobile... 


Packard ... Plymouth... Pontiac ... Studebaker... 










AMERICA’S FIRST 


A HIGH CAPACITY 


OST 
TOMOTIVE 


Manufactured by the pioneer in automotive air condi- 


SUGGESTED RETAIL PRICE — 





Air C 


pus A 


—™ INSTALLATION 


ONDITIONER 





tioning industry . . . effective air conditioning for all MJ FAST AND EASY 


passenger cars, station wagons, convertibles . . . simple 
installation by local mechanics . . . distributed through = 
authorized dealers . . . for details, send coupon below. 


~-ALSO OFFERING— ~ 


Tat): truck air OTE, 


Nea ra 


CADILLAC DEALER SAYS: 


one car to another easily!” 


BUICK DEALER SAYS: “Easy to install after cus- 
tomer selects color and body style . . . gives our 
customers factory quality job right out of stock.” 


LINCOLN-MERCURY DEALER SAYS: “In our 


HERE’S WHAT DEALERS THINK 


OF FRIGIKAR PRODUCTS: |-~ 
“Since 1949 we’vel; 

installed thousands . . . gets cold faster . . . more 
comfort in city driving . . . can be changed from 


@veimproved 1955 re 
od seed TL 






TO INSTALL! 











opinion . . . is the finest. Priced right! Saves A AS EFFECTIVE AS. 


up to 50% installation costs . 











customers!” 


FPLEASE RUSH! 


I Literature, Prices, Specifications to — 


; Company. 

I By 

! City and State 

i Type Dealershi 
a yee ership 


FREE 
Literature 


Address 


. . satisfies Ay 
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AUTOMO 


OTHER AUTOMOTIVE 
m AIR CONDITIONERS 

mM COSTING HUNDREDS 
on Request Mf OF DOLLARS MORE! 


IGIKAR 


COR PO. RATION 


1602 COCHRAN * DALLAS, TEXAS 
phone Riverside 1661 


MANUFACTURERS 


OF REFRIGERATED 


TIVE ATR CONDITIONING 


all tractors are sold in that area, 
he said. 

Work on the tractor test center, 
Hill said, would begin during April 
and would be completed about mid- 
July. 

The center will have four “tor- 
ture” courses inside a third-mile 








Tractor Torture— 


A pitch-and-twist course at the new 
farm machinery evaluation center to be 
built by the tractor and implement divi- 
sion of Ford Motor Co. will have arched 
steel plates attached to T-slot steel rails. 
Spaced scientifically, the plates will vibrate 
the tractor so that critical stress and strain 
can be measured. 


* 
test track, eens enginews will 
be able to put experimental and 
production models through inten- 
sive tests simulating field condi- 
tions. 

The center.is designed so that a 
truck equipped with electronic re- 
cording devices can follow farm 
equipment through the torture 
courses to evaluate performance. 

* * x 


et (Ris . 5H 


How Ya Gonna Test 'Em Down on the Farm?— 


Evaluation and development of new farm machinery will be speeded at this test 
center being established by the tractor and implement division of Ford Motor Co. 
Special torture courses will put equipment through severe conditions seldom encoun- 
tered in farm work. The third-mile test track surrounds the four courses and special 
test ramps. Operation is scheduled for mid-July. 


Obituaries 





W. N. Potter, UMS Head, 
Dies in San Francisco 


SAN FRANCISCO. — Walter N. 
Potter, 60, general manager of 
United Motors Service division of 
General Motors, died March 25 of a 
heart attack after presiding over a 
company breakfast held in con- 
junction with the GM Motorama 
here. 

Appointed president and general 
manager of UMS in 1941, Mr. Pot- 
ter became general manager of the 
organization when it merged with 
GM in 1944. The division is distrib- 
utor for GM automotive parts and 
accessories. He was a past presi- 
dent of the Automotive Electric 
Assn. 

x * * 
James C. Gooch - 

PONTOTOC, Miss.—James C. Gooch, 62, 

local auto dealer, died at his home March 


21. He had been in the auto business at 
Okolona, Miss., and Pontotoc for 30 years. 
» * * 


A. J. Barnard 
LOS ANGELES.—Archie J. Barnard, 70, 
retired automobile dealer, died March 17. 
in Gallup, N. M., after being injured in an 
auto crash. 
* ~ - 

George Samuel Barr 
KINGSTREE, 8. C.— George Samuel 
Barr, 49, who operated a used-car business 

in Charleston, one iasch = 


Harold ‘Weuier 
MEDFORD, Ore. — Harold Skinner, of 
Skinner’s Garage (Buick-Cadillac), is dead 
of injuries suffered in an accident. 
* + * 


Fern K. Rittenhouse 
EDMONDS, Wash.—Fern K. Rittenhouse, 
55, manager-owner of Edmonds Motor Co., 
died March 26 after a heart attack. A na- 
tive of Indianola, Ill., he started his com- 
pany in Bimente in 1920. 
* 


Fred E. Van Tilburg 
BUFFALO. — Fred E, Van Tilburg, 66, 
an owner and vice-president of Pontiac 
Auto Transportation Corp., Inc., died 
March 27. He had been ill for 11 months. 
In 1929, Mr. Van Tilburg was one of the 
principals in forming Pontiac Auto Trans- 
portation in Pontiac, Mich. He moved to 
Buffalo in 1930. For several years, he was 
affliated with New England Tractor & | 
Equipment Corp., and J. & Steven Motor | 
Corp. * 
Max ll 
MURRAY, Ky. — Max Nance, 44, 










automobile dealer, drowned March 27 in 
the flood-swollen Buffalo River near Lin- 
den, Tenn. Also perishing were his wife, 
Mildred, and Noah Smith, 49, an employe 
of Nance’s. The three were killed when 
their car ran off a levee on a bridge ap- 
proach, They were returning here from 
Columbia, 
curred. 


3 Plant Guards 
Accused of GM 
Car Design Theft 


DETROIT. — The alleged theft 
of secret Genera] Motors auto de- 
signs by three plant protection 
guards is still under investigation, 
Michigan State Police said Thurs- 
day. 

Last week the three men were 
arrested by Lt. Fred Davids, who 
said the guards had $1,000 in 
marked money in their possession 
which he said was paid to them 
by an independent auto designer in 
Mt. Clemens, Mich., in payment for 
photos of new GM designs. 


Police also said that an unsuc- 
cessful attempt had been made by 
the trio to sell the photos to Chrys- 
ler and Ford. Davids said the in- 
dependent designer was approached 
and he called police, who advised 
him to go through with the sale, 
using the marked money. 

Those arrested and released on 
personal bond were Elmer E. Bolia, 
27, a Macomb County sheriff’s dep- 
uty; Thomas Robertson, a Roseville 
police officer, and Richard DeClaire, 
Bolia’s brother-in-law. 

The Macomb County sheriff said 
Bolia has been fired for giving a 
false name to Lt. Davids on arrest 
and the Roseville chief of police 
said Robertson has been suspended. 

Police said Robertson, in his 
|spare time, operated a protection 
service and Bolia and DeClaire 
| were hired by him. Police said the 
men photographed the designs 


Tenn., when the accident oc- 





local' while on duty as guards. 
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White production vice-president. 

Fries said that many companies 
are manufacturing products in an- 
tiquated or high cost plants and 
are reluctant to invest in modern- 
izing. 

“Thus,” he pointed out, “White’s 
machinery and knowhow could be 
used advantageously.” 

White has estimated that the dol- 


White Establishes 


se . e 
Non-Auto Diwision 
CLEVELAND.—White Motor Co. 
will form a special products divi- 
sion to handle development and 
manufacture of non-automotive 
products, Robert Black, president, 


has announced. 
ae of value of its nonautomotive pro- 
Newly invented or refined prod- | guction was under 5 percent of its 


ucts seeking manufacture are likely | $145 million business in 1954, but 
to be high priority targets for the | expects to double that figure within 
division,” said Vollmer M. Fries, | a year. 


Sell St. Paul 
aia 








Stress-proved and WORK-RATED 
for lowest cost per payload-hour 


Vow profit two ways when you sell 
St.Paul hoists for heavy-duty truck installa- 
tions. (1) Advanced Stress-proved design 
(with over 50 improved engineering features) assures better 
all-around hoist performance, with less strain on YOUR truck. 
(2) Conservative field ratings enable St.Paul hoists to deliver 
every ounce of capacity shown in the ratings — with plenty to 
spare. As a result, more and more users find that they can haul 
consistently full payloads for more hours, with substantial savings 
in down-time and hoist-truck maintenance. See your St.Paul 
Distributor for latest facts and figures. 
St.Paul Hydraulic Hoist, Wayne, Mich. 
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M°FARLAND “GREAT” UMBRELLAS 


NOW AT NEW REDUCED PRICES 


NEW SIZES ¢ NEW DESIGNS « NEW COLORS 
STATIONARY AND REVOLVING TYPE 


as . 
A A nant 





Give Your Display the "NEW LOOK" 
and Increase Your SALES and PROFITS 


Get Our New Reduced Price List and Complete 
information Now! Wire, Write or Call 


MCFARLAND GREAT UMBRELLA CO. 


DIVISION OF McFARLAND AWNING CORP. 
742 S.W. 8TH ST. MIAMI, FLORIDA 





Trend to Improve 
Riding Comfort 
Foreseen by S-P 


BOSTON.—The next major trend 
in automotive development will see 
the industry generally concentrat- 
ing its efforts on greater riding 
comfort and safety, it was forecast 
here last week by F. R. McFarland, 
chief special project engineer for 
Studebaker-Packard. 

“Motorists are already getting 
plenty of horsepower and styling, 
and likely will get more,” said Mc- 
Farland. “However, progress in 
those areas of car development for 
the foreseeable future will come 
from refinement of existing prin- 
ciples rather than the adoption of 
any revolutionary new ideas.” 


McFarland made his observations 
to top educators and representa- 
tives of safety organizations here 
at the opening of a series of educa- 
tional clinics on torsion bar sus- 
pension in American cars. The clin- 
ics are being sponsored by Packard 
for students of trade, technical and 
vocational schools in major cities 
throughout the country. 


“Prior to the introduction of tor- 
sion bar suspension by Packard 
this year,” said McFarland, “there 
had been no important develop- 
ments for improving the safety and 
riding qualities of automobiles since 
1934 when the auto industry gen- 
erally adopted front coil springing.” 

By mid-April, it was announced, 
clinics on torsion bar suspension 
will be running simultaneously in 
New York, Chicago and other cit- 
ies. A Packard official said consid- 
eration is being given to holding 
special clinic sessions for mechan- 
ics from independent garages. In 
Boston, it was said, three sessions 
were devoted to mechanics follow- 
ing special requests. 


Illinois Pledges 
Enforcement of 


Dealer Licensing 


CHICAGO.—A pledge to enforce 
the state law which licenses new 
and used-car dealers was made by 
Charles F. Carpentier, Illinois sec- 
retary of state, to representatives 
of the Chicago Automobile Trade 
Assn. 

Under this law only franchised 
dealers are permitted to sell new 
automobiles, and only the make of 
new car for which they hold a 
franchise. 

CATA urged more vigorous en- 
forcement of the law to stem the 
flow of new cars into unauthorized 
channels. 

CATA maintains that the new 
cars being sold through used-car 
dealers are coming from new-car 
dealers. It has warned its members 
not to become involved in viola- 
tions of the state law. 

CATA President Earl T. Zweifel 
gave Carpentier evidence of viola- 
tions and told him, “The business 
of selling or dealing in new motor 
vehicles of nearly every make on 
used-car lots, gas stations and re- 
pair shops has ecome so wide- 
spread and so public as to have 
become a complete disregard for 
and a flaunting of the law.” 


Dodge Picks Knuff 
To Head Planning 


DETROIT.—Appointment of Wil- 
liam Knuff as director of forward 
planning of Dodge has been an- 
nounced by W. C. Newberg, presi- 
dent. 

Knuff will be responsible for de- 
velopment of the Dodge forward 
planning program, together with 
coordination of staff departments 
relative to forward plans. 

Prior to joining Dodge last Jan. 
1, Knuff was special consultant to 
the general manager of the steel 
division and on the manufacturing 
central staff of another auto com- 
pany. 


Nash Deal in Jackson 
Ponder Motor Co. (Nash), a new 
dealership, has opened at 2424 Del- 
ta Drive, Jackson, Miss. Forest d. 
Ponder, owner, has been a dealer 


PHONE 2-8153 | in Jackson for 19 years. 
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O’Toole Buys Union 


Thomas J. O'Toole jr. has pur-; O’Toole Motors. O’Toole formerly 
chased Union Garage (DeSoto-| was general manager of O’Toole 
Plymouth), Ingram, Pa., from John| Motor Sales (Dodge-Plymouth), 
Nehus, now occupied with real| Crafton Heights, Pittsburgh, owned 
estate interests. New firm name is| by his father. 


a WAGON PARTS 


_ FOR ALL MAKES 


1 
WOOD PARTS 
HARDWARE 


Refinishing 
Materials 


1, an cm ann canensenanneameunennanatia? 


WOOD BODY REPAIR 
DECAL WORK 


Send fer Price Lists and Literature 
JERSEY CITY, N. J. e DElaware 3-6898 


fee FOR A “DEMONS Tea TION 
WARREN HASTINGS MTRS.2 


“Tell Your Story Here!" 
© Mounted or Dismounted in Seconds 


© Polished Aluminum Frames ® Sheet Steel Face 


© Sign Legs Telescope Into Non-Visible Brackets 
Mounted Behind Bumper Guards 
® Does Not Interfere with Operation of Trunk Lid 
e Available for Ford, Chevrolet, Plymouth and Mercury 


State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 
F.0.B., MOUNDS, ILLINOIS 


Signs Are Shipped 1 to 5 in Bundle via Parcel Post. 
Postage to Be Added. 


HASTINGS MOTOR COMPANY - 


103 NORTH BLANCHE 


MOUNDS, ILLINOIS 





Automobile Dealers, New and Used, Attention, Please! 


Car Buyers Are Boat Buyers 





Automobile Dealers are some of the world’s best 
merchandisers. They've proven it! Now. . . along 
comes an idea so rcfreshingly new, so startlingly 
inviting, that literally hundreds of dealers (new 
and used) have written in to ask: 

“How can | acquire an Owens Direct Dealer Fran- 
chise?”’ 

Ask yourself this question: If you could, in return 
for just 10% of your advertising, promotion, man- 
agement and sales efforts, produce very substantial 
extra earnings—would you do it? 

Answer: Yes, you would. These extra earnings are 
awaiting you in the modern boating field. 
Question: What about competition? 

Answer: There is much less organized, aggressive 
competition than in the automobile business! 
Question: Will this interfere with my car business? 
Answer: No, indeed not! Boat prospects are car 
prospects. The two mate well together. The 10% 
additional effort can and should be In addition to 
your car sales effort. 


Question: What about boating’s future? 
Answer: Look at the production and sales figures! 
Boat business today is Big Business, and it is 
growing with fantastic speed. It has just passed 
the billion-a-year mark! 
Question: What do I need to get started? 
Answer: Boats are mobile as cars. A small trailer 
moves them around on your lot or in your show- 
room. Location is immaterial (some of our best 
dealers are “‘dry land’’ dealers!) With minimum 
capital investment, minimum time investment, rea- 
sonable promotion effort—and, of course, a nation- 
ally-known quality lMne—you can enjoy the extra 
business and extra profits boats bring you. Owens 
is that line! Models included are 18’, 21° (and 
larger) cruisers listing from $1,390. 
Direct Dealer Franchises are available in some 
markets. 
Your inquiry will receive instant attention. 
Write today! 


OWENS YACHT CO. @ 700 STANSBURY ROAD @ BALTIMORE 22, MD. 
| ee nA NREL SIA POUR eNO A CIN LL SBI AECL NEED SOCIOL LOOTED EAE ENTIRE AE RE 
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After Shattering Quarterly, Monthly Marks . . . 
Peak Output Continues Into April 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended March To To 
Apr. 2, Week March 27, To Apr. 3, Apr. 2, 
1956 1964* 1965* Date 1954* 1955 
(U. 8. PRODUCTION ONLY) 

AMERICAN MOTORS 6,810 2,148 6,049 25,147 27,884 49,930 
IE: Sitnicteenssrsevevesccte 2,465 839 2464 10,472 6,550 20,080 
BEE ehtptconsicocsbcensenecstocce 3,345 1,304 3,585 14,675 20,834 29,850 

CHRYSLER CORP. .... 33,550 15,308 34,236 149,883 189,696 419,775 
SEE © ssiccvesetdicsesovseces 5,200 2,193 5,215 28,488 32,154 50,760 
NEED Seeddisreckaccevevevesobens 3,300 1,606 3,182 15,546 21,458 44,000 
BID seszcowsscatvesssersvsvevsves 7,550 2,389 7,508 34,423 32,3840 101,113 
Plymouth. .................05 17,500 9,120 18,336 76,426 103,744 214,902 

FORD MOTOR 45,760 36,561 46,382 201,056 482,574 570,708 
NEE Sivetebvdevscsesesssovsssetves 835,170 29,268 35,397 157,648 381,443 449,615 
NEL Sigosedcesatse ssvexuevanes 990 923 1,244 4,446 13,428 11,397 
Mercury ..... .. 9,600 6,370 9,741 38,962 87,703 109,696 

GENERAL MOTORS .. 85,816 60,568 85,545 379,501 731,126 1,066,188 
Buick ...... 19,050 11,822 18,169 79,021 136,100 211,422 
MEDD, © o6tbsc0iSs co) -cissovoeve 3,220 3,003 8,209 15,359 26,9538 43,633 
Chevrolet. ...... .. 37,200 29,182 37,355 168,660 371,075 489,523 
Oldsmobile .................... 13,046 9,187 12,800 57,991 94,896 161,166 
IED» citiekeconsosectessonensve 18,300 7,924 14,012 658,470 102,102 160,444 

KAISER MOTORS ....... 420 544 AAT 1,674 5,485 4,467 
Kaiser .. ‘datsieb eee ee. “chet 
NDEI. sxcvesnsccecsccsssesecvorese 420 341 447 1,674 3,514 4,467 

S-P OORP. ........60::c0:000 5,460 1,305 5,407 23,760 37,212 638,084 
EINE wiscersresesorsssecsssen 1,975 1,041 1,929 7,630 11,957 19,582 
Studebaker .................. 3,485 264 3,478 16,180 25,255 48,552 
Total Cars, U.S. ........ 176,816 116,429 178,066 781,021 1,473,477 2,174,152 

* Revised 

COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Jan. 1 Jan. 1 
Ended Same Ended March To 
Apr. 2, Week March 27, To Apr. 3, Apr. 2, 
1955 1954* 1955* Date 1954* 1955 

CHEVROLET ............... 11,400 7,250 9,507 35,211 95,078 67,694 

DIAMOND T ................... 125 71 130 535 348 1,191 

ee i decdab lien civkkenssivitses 80 80 60 329 1,040 824 

IEE buiseprcVecodusssensuctooeed 2,100 1,996 2,168 6,604 24,866 20,242 

a icine cdbidsiaseesisies 7,900 6,263 7,689 34,720 87,458 101,203 

TR ceca adibiecsesossscenssvics 2,510 2,109 1,966 5,888 25,086 13,228 

INTERNATIONAL 2,565 2,268 2,773 12,3881 28,571 31,540 

SII Setscstidhsnsescctttiesnse 275 148 274 1,097 1,743 2,862 

EE iaiaiascaariviscessi<cnceese 100 185 95 436 2,983 1,155 

STUDEBAKER 500 347 500 2,054 3,135 5,736 

I 5 ccclssichvecseosbartans 270 257 269 1,275 3,104 3,217 

WILEYS ......... iSsbd Laagassiel 1,617 905 1,801 7,246 15,364 20,320 

MISCELLANEOUS 100 146 100 440 2,076 1,320 
Total Trucks, U.S. 29,542 22,025 27,337 108,216 291,329 270,532 
Total Cars, Trucks, 

Total Cars, Trucks, 
=e 7,941 12,018 62,500 132,901 118,774 
Grand Total, 


Trucks, 
U. S. and Canada....218,654 146,395 


217,416 951,737 1,897,707 2,568,458 


RS 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 





SAN ANTONIO. — Competition 
among the nation’s automotive 
manufacturers, now on an “un- 
precedented scale,” is of direct 
benefit to the motoring public, ac- 
cording to James C. Zeder, Chrys- 
ler Corp.’s director of engineering 
and research. 

Addressing the Western Petro- 
leum Refiners Assn. at its 43rd 
annual meeting, Zeder termed the 
“new competition” within the in- 
dustry “a positive, dynamic, cre- 
ative force and not merely a 
struggle to seize a portion of 
already existing automotive mar- 
kets.” 


“It is competition in the best 
meaning of the word in our free 
economy,” he said. “The benefits 
realized are those that competition 
in a free economy always brings— 
namely, better products for more 
people. 

“What has happened in general 
in the automobile industry since 
World War II, and particularly in 
recent months, provides some of 
the most thrilling chapters in the 
entire story of the American 
economy. 

. ket analysts from one end 


Zeder Hails Competition 


New Kind of Rivalry Promises a Better Future 
For Everyone, Chrysler Aide Says 






of the country to the other are 
amazed at the unexpected surge of 
new-car sales. People who only 
three months ago were predicting 
passenger-car sales of 5.5 million 
in 1955 have raised their estimates 
by as much as a million units. 
Nearly everyone who comments on 
this unexpected rise in automobile 
sales attributes it to the many new 
models and new features born of 
the competitive pressures generated 
in Detroit. 

Zeder said that “if we are wise 
enough and lucky enough to have 
the right conditions for continued 
growth in this country, we can 
look forward within 10 years to 
@ population close to 190 million, 
as compared with 165 million 
now.” 

“That kind of growth,” he added, 
“means opportunity for the oil in- 
dustry as well as the automotive 
industry and for nearly every kind 
of business imaginable. It means, I 
believe, that in 1965 there will be 
over 80 million motor vehicles in 
use, as compared with 58 million 
now.” 


(Continued from Page 1) 


mark of 2,242,243 units built during 
the record quarter of 1950. 


If the present pace is maintained, 
it could mean that the industry will 
erect approximately 2,200,000 cars 
during the second quarter, which 
would erase an estimated 2,116,461 
cars built during the first quarter. 

+ . t 


og eters the second-quarter mark 
be attained, it would mean a 
first-half production of over four 
million cars. This also would be a 
new record, breaking the present 
mark of 3,256,010 set during the 
first half of 1953. 

Helping most to establish new 
quarter marks was the month of 
March, the month the industry re- 
wrote most of the important out- 
put marks. 

In addition to the estimated 
781,021 cars erected last month 
several other monthly records 
also fell. They were: 

1. A new alltime monthly car- 
truck production record of 889,237 
units, eclipsing the old mark of 852,- 
228 set during June, 1950. 

? * +. 


A NEW alltime United States- 
® Canada output record of 951,- 
737 cars and trucks, besting the 


News to Note... 


June, 1950, mark of 891,325. 

3. A new monthly mark of 201,056 
cars built by Ford Motor Co., sur- 
passing the old mark of 179,050 
turned out in January. 

4. A new monthly record of 379,- 
501 cars produced by General Mo- 
tors’ five divisions, breaking the 
old mark of 330,966 established in 
February. 


5. Anew monthly production rec- 


ord of 79,021 cars turned out by | 


Buick, besting the old mark of 67,- 
309 units produced in February. 
* * - 


A NEW monthly output mark 

*® of 58,470 cars by Pontiac broke 
its former record of 49,602 estab- 
lished in February. 

7. A new monthly production rec- 
ord of 57,991 cars produced by Olds- 
mobile broke the old mark of 50,- 
257 set in February. 

8. A new monthly mark of 157,648 
cars by Ford division erased the old 
mark of 148,563 established in De- 
cember, 1954. 

Helping to keep the better than 
29,000-cars-a-day rate on an even 
keel was last week’s production of 
an estimated 176,816 cars, second 
only to the 178,066 units erected 
during the week ended March 26. 

Last week’s production was 173.1 
percent of Automotive News’ three- 


Auto World in Brief 





(Continued from Page 14) 


luncheon at the Hotel Roosevelt in 
New York City, Apr. 18. 
* * 


+ 


Detroit Oldsmobile Dealers 


Hand Gavel to McIntyre 


DETROIT.—Don A. McIntyre, of 
Superior Oldsmobile, Inc., Detroit, 
has been elected president of the 
Detroit Oldsmobile Dealers Assn. 

Other officers are Edward A. 
Gage, of Gage Oldsmobile, Inc., 
Ferndale, vice-president, and Wil- 
liam T. Wilson, of Wilson Oldsmo- 
bile, Inc., Detroit, secretary-treas- 
urer. 

= * * 


Fox Joins Distributor 

HOLLYWOOD, Fila. — Guy Fox 
has been named general manager 
of South Eastern Motors, Inc., dis- 
tributor of Triumph and Doretta 
sports cars and parts in all states 
east of the Mississippi River, Louis 
W. Adams, president, has an- 
nounced. 

* = ~ 


AMC Plans Warehouse 


In Minneapolis Area 


MINNEAPOLIS. — American 
Motors Corp. is considering con- 
struction of a warehouse and of- 
fice building in the Minneapolis 
suburb of Golden Valley. 

Cost is estimated at about 
oenneee. * * * 


Portland Auto Managers 


Name Wentworth President 


PORTLAND, Ore.—The Portland 
Automobile Managers Assn. has 
elected Charles W. Wentworth, 
president; Donald Miller, vice-pres- 
ident, and Robert Myers, secretary- 
treasurer. 

Wentworth succeeds L. W. Danil- 
son. 

. 2 - 
Management Group Issues 


Published in New York 


NEW YORK. — The American 
Management Assn. has published 
its Special Report No. 2—“Report 
Forms and Procedures for Success- 
ful Sales Administration” (68 pages, 
$2.50)—in six chapters. 

It describes the reporting chain 
in sales organizations and lists 25 
pages of actual forms. The book is 
available to AMA members for 
$1.75. 


* x * 


Parker Names Norwest 
CLEVELAND. — Appointment of 
Norwest Co., Seattle, as authorized 
sales agent for Parker o-rings has 


been announced by D. W. Holmes, 
sales vice-president, Parker Appli- 
| ance Co., Cleveland. 

+ * * 


Plant Expansion 


DAYTON.—National Cash Regis- 
ter Co. is adding two buildings to 
its main plant here as part of a $17 
million expansion program for 1955, 
according to Stanley C. Allyn, pres- 
ident. 


* * * 
Lowe to Head Races 

PEBBLE BEACH, Calif.— The 
sixth annual Pebble Beach National 
Sports Car Road Races, scheduled 
| for Apr. 16-17, will have as its gen- 
eral chairman James Rowland 
Lowe, regional executive of the 
Sports Car Club of America. The 
event benefits the American Cancer 
Society. 





Wayne Pump to Build 


| $1 Million Addition 


| SALISBURY, Md.—Wayne Pump 
| Co. will spend $1 million for an ad- 
| dition to its plant here. The addi- 
jtion will have nearly three acres 
|of extra floor space and will be 
ready for occupancy by November. 

Included in the addition will be 
15,000 feet of floor space for office 
and administration purposes as well 
as a new system of finishing and 
painting gas pumps. 





Boston Torsion Clinic— 


F. R. McFarland, Studebaker-Packard 
special project research engineer, shows 
visitors to a Packard torsion suspension 
clinic in Boston how the new system works. 
From left are C. E. Collins, Packard branch 
| manager; John F. Shea, Massachusetts as- 
sistant director of vocational education; 
McFarland, and Rev. George Kerr, assist- 
ant director of Boston's Catholic Charita- 
ble Buregy. 


SS SSS SSS SSS SSS SSS SSS 
LS 





year index, compared with 174.2 
percent the previous week. 
* * * 


PITE a cutback of 1,250 cars 
from the previous week, the 
production of an estimated 29,542 
trucks last week was expected tc 
establish a new car-truck record of 
206,358, erasing the previous high of 
205,403 set during the previous 
week. 

An estimated 12,296 car-truck as- 
semblies in Canada also was ex- 
pected to hike United States- 
Canada car-truck output to 218,654 
This would break the record 217,416 
cars-trucks built by the two coun- 
tries during the previous week. 

Helping to establish the alltime 

car-production record the previ- 
ous week was Plymouth, which 
built 18,336 units, highest weekly 
production by that division since 
June, 1950, when it produced 18,- 
803 


Ford division also went on a 
record-breaking rampage the pre- 
vious week, establishing a new five- 
day production record of 30,501 
cars; a new six-day car output 
record of 35,397, and a five-day car- 
truck production mark of 36,871. 

Lincoln-Mercury also joined in 
rewriting the record books by 
building a record 9,741 Mercurys 
during the week ended March 26. 
That combined with 1,244 Lin- 
colns also estalished a new divi- 
sion weekly record of 10,985 cars. 

Ford Motor Co. established a new 
postwar daily record when it built 
9,397 Ford cars and trucks, Lin- 
colns and Mercurys on March 24. 
The erection of 338 tractors that 
day also established a new record 
of 9,735 vehicles produced by Ford 
Motor Co. in one day. 

* 


* x 

ONTIAC, with 14,012 assemblies, 
was the only General Motors 
division to establish a new record 
during the previous week. Pontiac's 
previous record of 13,329 was set 
during the week ended March 12. 
Only Buick with 19,050 assemb- 
lies, was expected to establish a 
new record last week. Its old record 
of 18,241 was set during the week 

ended March 19. , 


ok 

M, WITH a record 1,037,962 as- 

semblies, copped 49 percent of 
the total industry output during the 
record-breaking first quarter. This 
was about 34 percent ahead of the 
third quarter of 1950 when it 
erected 773,593 in the three-month 
period. 

Ford Motor Co. built an unofficial 
555,876 cars during the first quar- 
ter, or 26.3 percent of the total in- 
dustry output. 

Chrysler Corp., making a come- 
back after a poor ’53, turned out 
an estimated 408,195 cars during 
the first three months of this 
year, or 19.3 percent of the indus- 
try total. 

The Little Three copped the re- 
maining 5.4 percent, or approxi- 
mately 114,428 cars. 

Ford showed a 33 percent im- 
provement over the third quarter 
of 1950, when it built 417,872 cars, 
but Chrysler was nearly 20 percent 
off its 1950 pace when it erected 
488,898 units. 

The Little Three, with Crosleys 
and Frazers no longer in produc- 
tion and Kaisers suspended, was 
85.5 percent of the 1950 pace when 
those three companies along with 
the present Little Three produced 
212,259 cars. 





L-M to Add 2nd Shift 


At Metuchen Plant 

DETROIT.—A second shift will 
be added to the Mercury assem- 
bly plant at Metuchen, N. J., 
within the next several weeks, 
according to Benson Ford, gen- 
eral manager of Lincoln-Mercury. 
Employment at the plant will be 
hiked to 3,000 from 2,000. 

Asserting that Mercury sales in 
March were 25 percent above 
March last year, an L-M spokes- 
man said that Mercury sales in 
the March 11-20 selling period 
were the highest for any 10-day 
sales period since July, 1954, and 
the highest for any March sales 
period since 1950. 

The Metuchen plant builds 
Mercurys for 300 L-M dealers in 
the eastern sales region. 
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Efficiency Problem Solved... 


Ford Lifts the Veil 
On Turbine Secrets 


(Continued from Page 1) 


cation of plans for road testing of 


the Ford turbine. 


* x x 


HRYSLER and General Motors, | 


by contrast, have reached the 
road-testing stage in their turbine 
developments. A Chrysler turbine 
said to be the equivalent of piston 
engines in fuel economy is being 
road-tested on a 1955 Plymouth (see 
photos elsewhere in this issue.) 


Neither Chrysler nor GM, how- 
ever, has divulged as much infor- 
mation about their turbine proj- 
ects as Ford did last week. Chrys- 
ler and GM each announced a- 
turbine research program early 
last year, while Ford’s confirma- 
tion officially was not released 
until SAE’s 1955 convention. 


Function of the heat exchanger 
is to re-use exhaust fuel for heat- 
ing up air entering the turbine 
compressor. Without an exchanger, 
a turbine engine would waste ex- 
cessive heat energy in the exhaust 
and be too inefficient and costly to 
operate in production cars. 

* * * 


pcan prototype heat exchanger 
has attained an efficiency of 83 
percent at the idling engine opera- 
tion, according to 
Chao, who is su- 
pervisor of the 
combustor and 
heat exchanger 
section in the 
Ford scientific 
laboratory’s gas 
turbine depart- 
ment. 

The Ford re- 
generator is un- 
balanced in de- 
sign and of the 
disc-type, which wag picked over 
the drum-type because of its sim- 
plicity and the fact that the entire 
mass flow was small enough to be 
accommodated by a single rotor, 
Chao said. 

The complete rotor uses ap- 
proximately 35 pounds of sheet 
metal, 1,750 feet in length, and 
provides about 250,000 through- 
flow passages. It is driven by a 
pinion installed on the regenera- 
tor housing and through the rim 
gear on the rotor. It is held to- 
gether by radial spokes tightened 
between the hub and the inner 
and outer rings, which were 
shrunk on the matrix, or regen- 
erative material. 

A pressure-balanced-type sealing 


W. Wai Chao 





Ford's Regenerator— 


The wraps came off this gas turbine 
component Thursday when Ford engineer 


W. Wai Chao revealed details before 
American Power Conference. Chao said 
above unit has attained efficiency of 83 
percent at the idling engine operation. 

2s ¢ ®# 
mechanism prevents the com- 
pressed air from leaking to the gas 
side over the face and rim of the 
rotor. Piston rings seal off the air 
passages around the hub. 

* + * 


(cB40 said that the unbalanced 

regenerator shape was designed 
with a gas-to-air side area ratio 
around 2:1 to meet the general re- 
quirements of over 80 percent re- 
generator efficiency at, the idling 


Trailmobile Building Burns 

BALTIMORE. — A one-story 
building occupied in the county by 
Trailmobile, Inc., has been de- 
stroyed by fire. 


engine operation. With an average 
rotor speed of 20 revolutions per 
minute, there is less than one psi 
gas side pressure drop at maximum 
power, he said. 

Chao described the testing setup 
employed for the regenerator in 
Ford’s_ scientific laboratory. The 
combustion chamber in the test lab 
was used as a hot gas generator | 
with the heat exchanger, and the 
entire gas flow was throttled to the 
desired pressure level. 

The speaker observed that 

available information on regen- 





erator development for gas tur- 
bines was “very meager,” in con- 
trast to data on recuperator-type 
exchangers. The more conven- 
tional recuperator-type engine 
transfers heat directly from the 
hot to the cold fluid through an 
intervening wall. 

Chrysler has revealed that its ex- 
perimental turbine has a regenera- 
tor, but GM has not gone beyond 
a statement that a suitable regen- 
erator was needed for bringing its 
turbine to the “commercial” level. 
GM said it hoped to develop a 








Efficiency Aid— 


In the Ford regenerator, a pressure- | 
balanced sealing mechanism is used to 
prevent compressed air from leaking to 
the gas side over the face and rim of the 
rotor. Exploded view of sealing mechanism 
shows piston rings used to seal off air 
passages around the hub. 

* * * 
“light, compact heat exchanger 
with good effectiveness, constructed 
of non-critical materials.” 

* = * 
prosvs reported success in solv- 

ing such regenerator bottlenecks 

as cost and efficiency was expected 
by engineering observers to stimu- 
late early announcements by Chrys- 
ler and GM. 

While the various turbine regen- 
erators likely will feature distinc- 
tive design details, it was assumed 
on the basis of the Ford report that 
the engineering principles applied 
to the heat exchanger would be 
similar. 


_|Bootlegged Autos 
~|Are Not ‘New,’ 
_|Idaho Decides 


BOISE, Id.— An opinion by At- 
torney General Graydon W. Smith 
upholding the validity of a new law 
enacted by the 1955 State Legisla- 
ture has cleared the way for State 
Law Enforcement Commissioner 
Wayne Summers to crack down on 
“bootlegging” of “new” automobiles. 

Under the new law, Summers ex- 
plained, the State will register as 
“new” cars only those sold by a 
franchised dealer. Idaho residents 
may continue purchasing cars de- 
scribed as “new” by “curbstone 
dealers,” he said, but they won’t be 
registered as such by the state. 

Smith ruled that under the new 
law the state can issue a certificate 
of title for a new car “only if the 
application for such registration is 
endorsed by” a franchised dealer. 

Viewing the new law as a means 
of protecting both the public and 
dealers, Summers said cars had 
been purchased at auctions in Utah, 
Colorado and Texas, brought to 
Idaho Falls, Twin Falls and other 
| cities, and sold below the list price 

| by “curbstone dealers.” 


| below center of bumper. 





Turbine Powers ‘55 Plymouth— 


Without revealing further details, Chrysler Corp. reports it is testing an experi- | jars. 


| mental gas-turbine power plant in a 1955 
| road trials of the turbine last year in a 1954 Plymouth. ‘Major advances" in develop- | takes” which have been passed out 


Plymouth Belvedere. The corporation began 


61 


Misleading Offers 
Draw Warning 


From Miami Aide 


MIAMI.—Ed Keyes, manager of 
the better business division of the 
Miami Chamber of Commerce, has 
warned prospective car buyers to 
beware of “bushing,” which he de- 
fined as leading a person to believe 
he’ll get more for his old car than 
the dealer is really willing to give. 

Keyes mentioned an increasing 
number of complaints in which the 
prospective purchasers said certain 
prices were quoted by the salesmen 
but when it came time to sign the 
|contract they found the price had 
| been increased several hundred dol- 


He also criticized “would-you- 


meni of a turbine engine were reported by Chrysler in its 1954 annual report. In by some dealers. With this gim- 
rear view, note “Turbine Special nameplate on deck lid and exhaust arrangement | mick, Keyes said, the customer is 











UAW’s Drive for GAW 
Swings Into High Gear 


(Continued from Page 2) 


“blazing a trail’ for American 
workmen and that he is “for it 100 
percent.” 

Asked if he thought it feasible 
in the auto industry, Meany re- 


| that it will be vigorously anti-Com- 
;munist and that there will be an 
| efficient system for handling inter- 
|nal disputes. 


Reuther declared that the union 


plied, “P’'ll take Walter Reuther’s | wil] make full demands, including 


judgment for that. That’s good 
enough for me.” 

Discussing the coming labor 
merger, Meany said it would be 
open to all persons regardless of 
race, creed or color, that its leaders 
must have high moral standards, 





Chrysler Opens Drive 
To Woo Customers 


DETROIT.—Chrysler Corp. has 
started a customer relations plan 
aimed at providing “unsurpassed” 
service in retail outlets to stimu- 
late a flow of customers to all 
departments of their dealerships. 


Dodge, DeSoto, Chrysler and 
Plymouth will each have a pro- 
gram of its own. Signs announc- 
ing that the dealers have pledged 
the best in service and mainte- 
nance will be displayed promi- 
nently and recognition will be 
made through periodic awards, 
the company said. 


Withers Heads Up 
United Motors 


DETROIT.—Appointment of Ro- 
land S. Withers as general manager 
of United Motors 
service division 
was announced 
last week by Gen- 
eral Motors Presi- 
dent Harlow H. 
Curtice. 

Withers, gen- 
era! merchandis- 
ing manager for 
AC Spark Plug 
division since last 
July, succeeds 
Walter N. Potter, 








R. S. Withers 


who died March 25 in San Fran- 


cisco. 
Withers joined GM in 1933 and 


guaranteed employment, on the 
smaller car makers and the auto- 
motive parts makers. 

- * * 


St. Paul Strike Looms 


OX THE dealership front, 1,000 
shop workers in 36 dealerships 
in St. Paul were prepared to go on 
strike last Friday (Apr. 1) follow- 
ing a strike vote. The union has 
demanded a pay raise and the deal- 
ers are asking that wages be cut. 


In Minneapolis, negotiations are 
also under way between represen- 
tatives of 70 dealers and Local 974 
of the AFL Teamsters, representing 
1,500 shop employes. The Minneapo- 
lis contract expires Apr. 15. 


A $100,000 suit has been filed in 
Seattle by Bellevue Motors, 
against Local 882 of the AFL 
Salesmens Union. The complaint 
alleged that union officers have 
threatened the company “on nu- 
merous occasions with economic 
reprisals.” 

The company charged the union 
coerced the company’s landlord in- 
to cancelling the dealership’s lease 
on its premises. The owners of the 
building reportedly told the dealer 
that the lease cancellation would be 
withdrawn if the company signs 
the union contract. 

In Portland, Ore., 651 union mem- 
bers have signed a pledge to buy 
their next car from a _ unionized 
dealer. The pledge campaign was 
sponsored by the Automotive Em- 
ployes Council. 


|lured into the showroom with a 
|big tradein offer and then per- 
| suaded to take a substitute offer. 

| To avoid being “jobbed,” buyers 
| were warned not to buy blank con- 
| tracts, to know what they are sign- 
| ing, to get a copy of anything they 
sign and to walk out if anything 
| is changed. 

Keyes emphasized that the over- 
whelming majority of Miami deal- 
ers do not engage in these prac- 
tices. 


Maine, Tennessee 


e 
Pass Laws Aimed 
= 
At ‘Bait’? Ads 

NEW YORK. — Maine and Ten- 
nessee are the second and third 
states to enact laws designed to 
curb “bait and switch” advertising 
and selling practices, according to 
the Assn. of Better Business Bu- 
reaus. 

Maine’s bill became effective on 
March 14; Tennessee’s on March 22. 
The laws provide penalties up to 
$500 and advertisers may be en- 
joined from such practices. The 
purpose of the laws is to curb those 
who advertise merchandise at low 
prices with the intent not to sell 
the merchandise as advertised. 

Massachusetts was the first state 
to act. Its law has been in effect 
since July 15, 1953. Six other states 
have similar bills pending: Rhode 
Island, New York, Pennsylvania, 
Ohio, Kansas and California. Illi- 
nois is expected to introduce a bill 
shortly. 





Correction 


Howard H. Phinney, president 
of Ripon Nash, Inc., Ripon, Wis., 
has purchased complete control 
of the company from E. L. Bar- 
tell, vice - president, and Louis 
Butt, secretary - treasurer. Infor- 
mation about the firm previously 
carried in Automotive News was 
erroneous. 





- - Classified Want Ads - - 


FOR RATES, ETC., 


SEE NEXT PAGE 





HELP WANTED 


served as director of customer re-|NEW CAR SALES MANAGER, Excep- 


search before being named to the 
AC post. 


Covington Heads 
Plymouth Zone 


DETROIT. — Establishment of a 
new southern sales zone, with W. P. 
Covington as manager, 
nounced last week 
by William J. 
Bird, sales vice- 
president of 
Plymouth. 

The new zone, 
with headquar- 
ters in Dallas, 
will include the 
Dallas, Kansas 
City, Memphis 
and Atlanta re- 
gions. % 

A former dealer, W- P- Covington 
Covington had been Dallas regional 
manager since September, 1949. He 
joined Plymouth in 1941 as district 


was an- 


| manager in the Dallas region. 





| tional opportunity for an ambitious, ex- 
| perienced sales manager between the 
| ages of 35-45 who is capable of training 
| and supervising sales organization for 
| large volume metropolitan Ford dealer- 

ship—Chicago area, Must be thoroughly 

familiar with all phases of automobile 
| merchandising, used car market condi- 
tions, be able to appraise trade-ins, help 
| sales force close deals, etc. Top salary 
| for qualified man, Write giving complete 
| resume of experience, qualifications, age 
and telephone number. Replies confiden- 
tial. Box 4779, c/o Automotive News, 
Detroit 26. 





| WANTED—TOP QUALITY new and used 
car sales manager for live-wire DeSoto- 
Plymouth dealership leading in sales and 
service. Must be loyal and ambitious, 
have public personality, be a quick 
thinker and a good producer. Must know 
all phases of the automobile business and 
be capable of hiring, directing, training 
and supervising salesmen. Prefer one 
presently employed. Must be able to give 


excellent references. Apply in own hand- | - 


writing. Personal interview necessary. 
Unlimited opportunity. Salary and per- 
centage. No loafers or drinkers need ap- 


ply. Write Box 1470, McAllen, Texas. 


SALES MANAGER—Qualified for medium 
sized Chicago, DeSoto dealer. Salary plus 
percentage of net unit washout. Good op- 
portunity for right man. Write complete 
details of yourself. Box 4758, c/o Auto- 
motive News, Detroit 26. 


WANTED — COMBINATION parts and 
service manager for well equipped Lin- 
coln-Mercury dealership in north Texas 
town of 25,000. Should be young and ag- 
gressive with experience in managing 
service department (preferably Lincoln- 
Mercury or Ford), parts department and 
body shop. The man we want will han- 
die our simple but complete service fol- 
low-up system. Salary and bonus plan with 
lots of incentive opportunities. Permanent, 
good paying position for a hard worker. 
Write in your hand, giving all details of 





past automotive jobs, references and 
|; pertinent details including age, family, 
description, etc. All replies completely 
| confidential. Box 4771, c/o Automotive 
News, Detroit 26. 


SALESMEN WANTED. Interested tn a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


POSITION WANTED 


SALES OR GENERAL MANAGER. Pres- 
ently employed as manager of a volume 
Ford deal which is one of the district 


leaders in profit, sales and trucks. Under 
40, married and life-time successful auto 
experience with complete knowledge of 
all phases of the business. I'm interested 
in a position where I may become part of 
| the company. Address Box 4763, c/o Au- 
tomotive News, Detroit 26. 
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NOT WANTED —A salary; A draw; A 
title; A son or son-in-law. Wanted—A 
share of what I can save you; A share 
of your net profit, My assets—experience 
in New York and Chicago volume opera- 
tions; complete knowledge of dealer op- 
eration; capable of building a sales force 
from scratch; six years with factory 
working with dealers in the field, $20,000 
to invest if needed. Now general sales 
manager and acting general manager of 
a 1,000 car dealership. Age 38, married, 
height 6’2’’; weight 175. Box 4762, c/o 
Automotive News, Detroit 26. 





MAN FRIDAY AVAILABLE April 15th. 
No whiz-kid. Good substantial dealer- 
operator with productive and profitable 
background. Pre and post-war retail. 
Record speaks as developer of men. 
Methods and moncy. Solid administrator. 
Active promotional, advertising and train- 
‘ng ams, Sales and service. Com- 
pensation accomplishment basis. Married, 
good appearance, affable, healthy, re- 
sponsible. Interview arranged. References. 
Box 4731, c/o Automotivve News, De- 
troit 26. 


SERVICE MANAGER or factory represen- 
tative. Volume dealers. Eight years’ 
proven ability with Chevrolet-GM volume 
metropolitan dealer, college grad, If you 
can use young, aggressive manager who 
thoroughly understands all phases of 
service and parts business, I’m at your 
service. Available July. Excellent refer- 
ences. Under 40. Prefer permanent change 
to south or southwest for family health. 
For particulars, write Box 4772, c/o Au- 
tomotive News, Detroit 26. 
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motive News, Detroit 26. 





GENERAL MANAGER, 


SALES MANAGER, Eleven years’ experi- 


branches of 
EACH 
REQUIRED 


Tee TCL 
WORD FOR 
OF INSERTION 
ort 


advertiser 


Dollar $1) per 
unopened 


Contract 


Display ads 


rates 


POSITION WANTED 


volume operation experience, Thoroughly 
competent all fundamentals, Personnel 
training. Owners, unit satisfaction, good 
will, organization builder. 100% manage- 
ment detail. Will relocate proper opening. 
Box 4738, c/o Automotive News, Detroit 
26. 


| eee 


| GENERAL SALES MANAGER — age 38, 


ence in all phases of new-used automo- | 


tive retailing. Can train, close, 
sell and direct sales, Young, enthusiastic, 
aggressive, with college background, Cur- 
rently employed as new car sales man- 
ager. Excellent references. Box 4760, c/o 
Automotive News, Detroit 26. 





truck sales, em- 
ployed, age 43, family. Twenty years’ 
successful selling and dealer manage- 
ment. Specialized heavy gas and diesel. 
Desire position with future. Western or 
southern states. Excellent references. Box 
4761, c/o Automotive News, Detroit 26. 


finance, | 


DEALERSHIP handling 


college education, married, desires change. 
Must get with dealer who wants to move 
and make money. Proven record in or- 
ganizing and sales promotion since 1939. 
Chrysler-Plymouth and Lincoln-Mercury 
experience, with excellent factory refer- 
ences, Willing to relocate in middle At- 
lantic or eastern states. Box 4773, c/o 
Automotive News, Detroit 26. : 


DEALERSHIPS AVAILABLE 
Dodge-Piymouth 
in IHinois. County 32,000, city 15,000, 
Potential 120 to 175 
and equipment at real price. Retiring. 
Box 4692, c/o Automotive News, Detroit 
26. 





LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column— 
Maximum: 5 inches on 2 columns—Contact WANT AD 
DEPT., Automotive News, Detroit 26, Mich. 


EAST NORTH CENTRAL 





WES COON 


AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


EVERY MONDAY AND THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auctions 

Sam Giordano, Auctioneer 
KE. 1-9694 


Phone E 1254 
324 West Main Street, Fort en. Indiana 








DEALERS SAY 


Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. ~ 

OPEN ALL NIGHT MONDAY 

Phone E 5209 


We Guarantee Chec 
Dealers Only 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located ¥ mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Phone Dunkirk 3-0150 





PAOIFIO STATES 


California High Prices for Used Cars: 


Provides Extra Profit for Wholesalers Selling Cars 
through the 


SACRAMENTO AUTO AUCTION 


4304 W. CAPITOL AVE., WEST SACRAMENTO, CALIF. 


Established 4 Years — Financially Dependable 
References: Bank of America, Main Branch, Sacramento 
Dun and Bradstreet 


SALES DAY — EVERY THURSDAY 


TWO Large Buildings store 75 cars under cover—over 7 acres. 
Wire—Write—or Telephone Hudson 1-4076 for information. 


James Loupe and Wes Grosz—Owners 





On U. S. Route 20A 


Box 494 





EAST NORTH CENTRAL 


COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 

8 Years Old 
14 Miles West of Grand Rapids, Mich. 
on US-16 











GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half s* west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 
Phone 9009 








MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David 8B. Spielman 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State 
Accessible by train, plane or bus 
All titles and checks insured 
EVERY WEDNESDAY AT NOON 
Irving C. Owner 
Cortiand, N. Y. 
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DEALERSHIPS AVAILABLE 


GENERAL MANAGER FOR Ford or GM! SERVICE MANAGER AVAILABLE; large | DEALERSHIP AVAILABLE handling two 


lines of one of the big two. Located in a 
central state. area, 150,000 popu- 
lation. 300 unit potential. Service ab- 
sorption above 90 percent for 1064. Com- 
pletely new facilities covering one city 
block. Shop has underfloor exhaust sys- 
tem. Seven two-post hoist for mechanics. 
Exceptionally fine new car showroom. 
Beautiful used car lot adjacent to show- 
room, Four stails for conditioning used 
cars. Total area paved. Will consider 
leasing all land and buildings and sell 
for inventory of parts and equipment. 
Used cars and accounts recetvable not 
included. Profit first two months of 1955 
over $10,000. Factory approval must be 
@ part of any deal. This is an unusual 
opportunity for an aggressive dealer in 
an area destined for exceptional growth. 
Address inquiries Box 4702, c/o Automo- 
tive News, Detroit 26. 


outh in New York state. County seat, 
rural community. Total sales last year— 
$240,000. Sold 78 new cars. Good lease. 
$17,000 buys everything except used cars 
and receivables. Factory approval neces- 
sary. Box 4745, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Buick-Oldsmo- 


bile. Established 1940—prosperous 
Georgia town. Wide trading area. Ap- 
proximately 150-200 new cars per year. 
December, January, February new car 
deliveries were 48. Present owner has 
other business interest. Reply Box 4743, 
c/o Automotive News, Detroit 26. 


FOR SALE. One of top deals in the United | 


States, now handling Packard. Making a 
substantial profit now, have never had a 
red year. You buy only the current parts 
at less than dealer’s cost—you get obso- 
lete parts FREE. A very favorable lease 
can be had if wanted in the very heart 
of Automobile Row — no better location 
in Miami. Reason for selling, owner is 
desirous of getting larger deal. Contact 
E. O. Clifton, owner Packard Miami 
Co., 1700 N. E. Second Ave., Miami, Fila. 
Telephone 82-5512. 


DEALERSHIP HANDLING Dodge and 


Plymouth, direct. Gulf coast of Texas, 
town of 30,000 people. Sold more Plym- 
ouths in our county than either Chevro- 
lets or Fords for the months of January 
and February. Health makes it 

that I retire. Can purchase building or 
lease. Organized and operating at a 
profit. 20 new car sales February. $10,500 
gross. 220 car contract. Box 4750, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORDS. 150 


units, Southern Michigan. Located on 
busy highway. Lease building. Excellent 
opportunity for the right man, Factory 
approval required. Box 4756, c/o Auto- 
motive News, Detroit 26. 


GOLDEN OPPORTUNITY. Old established 


dealership available, handling Lincoin- 
Mercury, in southern town near Jackson, 
Mississippi—ideal site for a good way of 
life. Small investment necessary for ex- 
Pperienced automobile man—will partially 
finance. Excellent physical facilities in- 
cluding covered used car lot. Reason for 
selling—death of owner-dealer. Box 4713, 
c/o Autcmotive News, Detroit 26. 


DEALERSHIP HANDLING Ford-Mercury, 


town of 8,000. Central Missouri. 200 car 
potential. Excellent building, facilities. 
Clean parts inventory. Adequate shop 





units, Inventory | DEALERSHIP HANDLING DeSoto-Plym- | 





DEALERSHIPS AVAILABLE 


ONLY DEALERSHIP HANDLING S8tude- 
baker-Packard in county of 65.000 pop: 
lation, Shopping hub of northern Cal’. 
fornia and southern Oregon—populatio 

of 200,000. Eighteen years in same bus: - 

ness, Easy 150 car deal right in very 
heart of automobile district. $50,000 buya 
everything but the building — approx'- 
mately 15,000 square feet. All operations 
under one roof including used car lot 

Building erected in 1946 designed for on: 

man operation, For further information 

write J. Orbin Cooksey, Pres., Cooksey 

Motor Co., Inc., 134 8S. Riverside, Med- 

ford, Ore. 


ALERSHIP HANDLING Lincoln - Mer- 

cury. One of the best in a Central Ohio 
town of 15,000 with a 150,000 trading 
area. Showing good profit and very good 
service absorption. Get in touch with 
owner who is retiring. An excellent dex! 
can be worked out. Buyer must qualify 
for franchise. Box 4775, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh in eastern Nebraska. Prosperous 
farm community with State Teachers 
College. New unit sales, 75. Good body 
and repair business. Latest equipment 
complete. 100 foot building, 5 years old. 
Real estate may be purchased or leased. 
Used cars optional. Excellent personnel. 
All replies confidential. Must qualify of 
course with factory. This is owner's ad. 
- 4776, c/o Automotive News, Detroit 


AUTOMOBILE AGENCY. Old established 
automobile agency and service center. 
Large masonry building. Large show- 
room, stock, parts and service depart- 
ment. Has steam heat, also lovely 5-room 
apartment over showroom. This agency 





is in an excellent location on a much ! 


traveled highway, in southwest Virginia. 
Now doing an interesting volume of 
business. Owner retiring. Box 4777, ¢/o 
Automotive News, Detroit 26. 





Unusual Opportunity 
West Coast 


TOP LINE OF ONE OF “BIG 3." Good for 
3,000 new and used units per year. Net 
earnings over $250,000 per year 9 year 
average. Owner will keep all accounts re- 
ceivable and other liabilities; only sell 


| assets at net depreciated book value or 


outside appraisal—your choice. No blue 
sky. $200,000 will handle. 


Write Owner, Box 4781, c/o 
Automotive News, Detroit 26 





COLORADO DEALERSHIP — 600 car ac- 
count. Five year balance on lease. Have 
other interest. Fifty thousand will han- 
dle for quick sale. Box 4774, c/o Auto- 
motive News, Detroit 26. 


FLORIDA DEALERSHIP handling Stude- 
baker-Packard. No liabilities. Route U.S. 
1 and 60. Six thousand population area 
plus. $15,000 total. This is less than cost 
covering stock, equipment, merchandise, 
parts, etc. Will seil or lease property. 
= 4765, c/o Automotive News, Detroit 


DEALERSHIP HANDLING PONTIAC, 75 
car franchise in farming and industria! 
community of 35,000 in southern Wiscon- 
sin. $10,000 will handle. Will sell or lease 
building. Write Box 4716, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 


SUCCESSFUL AUTO MANAGER, 39 years 
old, wishes to buy a small agency or in- 
vest and actively manage larger deal. 
Eighteen years of auto and truck experi- 
ence. Finest references. Factory approval 
assured. Confidential. Box 4769, c/o Au- 
tomotive News, Detroit 26. 


WILL PURCHASE Genera: Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4783, c/o Automo- 
tive News, Detroit 26. 








equipment. $30,000 will handle. Must sell | 200 CAR FORD DEAL wanted in the south. 


due to health condition. Box 4766, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler and | 


Plymouth—San Francisco, California. Po- 
tential 300 to 350 units per year. Good 
lease, no ‘Blue Sky.’’ Write Ged. C. 
Merrill, 817 Matson Bldg., 215 Market 
St., San Francisco, Calif. 





ONE OF BEST, small deals in Iowa, han- 


dling Ford—75 units. Buy or lease mod- 
ern building. Excellent service depart- 
ment with body shop. No accounts re- 
ceivable or used cars. A bargain at 
$19,500 bulk sale or inventory basis if 
desired. Money maker. For sale by owner 
who is taking larger deal, Write Box 
4767, c/o Automotive News, Detroit 26. 


FLORIDA DEALERSHIP handling Pon- 


tiac. 75 car franchise. Tremendous po- 
tential. Entire operation—$13,500, Lease 
building. No used cars or accounts re- 
ceivable. Must secure factory approval. 
Box 4768, c/o Automotive News, Detroit 
26. : 





Factory approval. Cash available. Box 
4741, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divuige the 


name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 








HELP WANTED 


openings for District Managers. 


Factory Representative 


One of the “BIG THREE” AUTOMOBILE COMPANIES has several 











If you are between the ages of 25-35, experienced in Retail 


and Wholesale selling of automobiles—if you are looking for a 
permanent position with plenty of room for advancement, good 
salary, generous hospitalization and pension plan—here is your 


chance. 


Box 4780, c/o Automotive News, Detroit 26 
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DEALERSHIP WANTED 





JUST SOLD 
“MY AUTO DEALERSHIP 


Hav< available $250,000 cash 
DESIRE FORD OR GM 


500 to 2,000 cars potential 
Ready to move fast. 
Factory approval assured 
All inquiries will be answered immediately 
and confidentially. 
Box 4784, c/o Automotive News, 
Detroit 26. 


ne 


HAVE CASH AND FACTORY approval. 
Want large or small Cadillac deal; Buick 
deal, 250 cars up; Cadillac-Olds or Cad- 
illac-Buick, 250 cars up. Consider any 


good GM deal. Prefer Fla., others consid- | 


ered. Pay reasonable cash figure, Con- 
tact Bob Lee, c/o Williams Buick Co., 
2031 Atlantic Blvd., Jacksonville, Fla. 
Phone EX. 8-4516. 


DEALER SERVICES 





Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY 


The Low Cos# Will 
Amaze You 













Write for Details to 
FRED W. SCAIFE 


AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 








INVENTORY SERVICE 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 23, Mich. WE 3-6445 








BUSINESS OPPORTUNITIES 


AUTO TOP AND SEAT COVER shop. 
Choice Hollywood area location. Nets 
$11,000 yearly. 5-car shop. Real estate 
55’ x 155’. 1,500 square foot steel frame 
building. Priced low to sell quickly. No. 
21706. Ford, 6425 Hollywood Blvd., Los 
Angeles 28, Calif. 
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BUSINESS OPPORTUNITIES 


SERVICE FACILITIES available for man- 
ufacturer of equipment who can extend 
desirable service franchise for Wisconsin, 
surrounding area, Very dependable me- 
chanics and shop presently servicing au- 
tomotive industrial equipment. Box 4764, 
c/o Automotive News, Detroit 26. 


PARTS FOR SALE 


NEW 


Genuine Chevrolet 
FENDERS 
Front, "49-"53 
Rear, °49-"50 
ALL BODY PARTS 


$16.88 
8.10 


40% Discount 


Free Illustrated Catalog 
Shows Thousands of Parts 
at Lowest Net Prices 


G-M PARTS DISTRIBUTOR 


4120 Irving Park Road 
Chicago 41, Ill. 
We Ship Anywhere 





BUICK PARTS 
All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





CLOSE - OUT 


OVER $20,000 
Chrysler-Plymouth Parts 


We changed our franchise and are forced 
to selll All official MO-PAR parts. Many in 
original factory cartons. All current parts, 
years "46 thru ‘54. WILL ACCEPT BEST 
OFFER FOR ENTIRE LOT. Write Thos. Ama- 
tucci, Sr., 11416 Georgia Ave.,, Wheaton, 
Md., Phone Lockwood 4-5300. 





Do You Need 
LINCOLN - MERCURY 
PARTS? 


1938 thru 1951 
SHEET METAL - BODY 
and MOTOR PARTS 
30c on the $ 


Write—Wire—Phone 
Us Your Needs Now 


MEZEY MOTORS, INC. 
1229 Second Avenue 
NEW YORK 21, N. Y. 


TEmpleton 8-2700 





WRECKERS FOR SALE 


1—1950 Ford F-6 LWB Holmes 525 Wrecker 

1—1950 Chevrolet 6400 Series LWB Holmes 515 Wrecker 
1—1947 Chevrolet 6400 Series LWB Holmes 515 Wrecker 
1—1950 Ford F-4 SWB Holmes 410 Wrecker 

1—1953 Chevrolet 3 Ton 3600 Holmes 330 Wrecker 


All units have high speed towing cradles, V bars and safety equipment. 


217 W. DEPOT AVE. 


WANTED TO BUY 


New & Used Heavy Duty Trucks 
22 to 20 Ton 


We buy and sell all makes and models of new and used heavy duty trucks, 
trailers and truck equipment. The bigger they are the better we like um! We 
ty anywhere in the USA or Canada. Call us Now! 


COOK AUTO CO. 


Established 1914 
GMC TRUCKS & KINGHAM TRAILERS 


FR 4-4848 


TERMINAL AUTO PARTS COMPANY 


KNOXVILLE, TENNESSEE 


DISTRIBUTOR FOR HOLMES WRECKERS AND PARTS 
TELEPHONE 2-5135 
WE WILL TAKE YOUR OLD WRECKER IN TRADE 





LITTLE ROCK, ARK. 





PARTS WANTED 


CARS FOR SALE 


WANTED TO BUY—MoPar parts and ac- | 1953 PACKARD—8 passenger sedan. Black 


cessories for Chrysler, Plymouth, Dodge 
and DeSoto cars and trucks, from deal- 
ers, finance companies, banks and ex- 
dealers who want to liquidate inventory 
on bulk basis. Send your list to Niels 
Hansen, 5640 Suwanee Road, Kansas City 
3, Kans. 


WANTED — STUDEBAKER PARTS. We 
buy complete inventories. Send us your 
inventory, showing factory part numbers 
and quantities. We'll submit our quota- 
tion promptly. Gezon Motor Sales, Grand 
Rapids, Mich. 





WANTED 
BODY FOR 1954 CHRYSLER 


IMPERIAL 
WILLIAMSON MOTOR COMPANY 


1223 N. Water Street 
Corpus Christi, Texas 





ACCESSORIES FOR SALE 


AUTO RADIOS, We buy and sell late 
model custom auto radios. Mozel Auto 
Radio Center, 4041 Fenkell, Detroit 38, 
Mich, UNiversity 1-6931. 


CARS FOR SALE 


R.A.V.P. MEANS THE 
R.A. VALUE PLAN 


In Addition It Means 


- The largest indoor display of used 
Fords, Piymouths and Chevrolets. 


Strict ‘‘Dealers only’’ wholesale 
policy. 


. Guaranteed Titles. 


Large assortment colors and models 
always available. 


. All cars excellent condition. 


Insured transportation service avail- 
able. 


20 YEARS OF EXPERIENCE 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 
4038 Chestnut St. 
. Winton 1-7660 


Write or call your needs 
or for.our brochure 


BUY IN MIAMI 


300—1955 models—Ford, Chevrolet, Plym- 
outh, Pontiac, Buick, Dodge, Cadillac 


Sedans and Convertibles 
Driven Only 2000 to 4000 Miles 


Top Condition 
Delivery arranged 


MORSE AUTO RENTALS 
772% N.E. 2nd Ave. Miami, Fla. 


Inventory on Request 











ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 


Robinson Auto Rental, Inc: 


229 $. Hansen St. Philodeiphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








USED CARS 


1953 and 1954 used Fords, Chevrolets and 
Plymouths, all body styles, for sale. Excel- 
lent condition. Will deliver anywhere. 
Wholesale buyers welcomed. 
Write or call: 
W. V. Megee 
ROLLINS FLEET LEASING 


Rehoboth Beach, Delaware 
Telephone: Rehoboth 326! 








finish, White tires. Fully equipped and 
like new, Sold for $6,900. First $2,550 
buys. Fisher Motors, 2114 North Har- 
wood, Dallas, Texas. Phone Sterling 
4722. 


CARS WANTED 


WE NEED A CLEAN Chevrolet Corvette. 
Please advise model, condition, equip- 
ment and price. Contact Beard Motor 
Co., Inec., Lincoln-Mercury, Columbus, 
Miss. 

50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers, 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 


TRUCKS FOR SALE 


AUTO TRANSPORT—1951 Traffic Trans- 
port Engineering, Inc., type 107 (will 
haul four pickups), pulled approximately 
62,000 miles. Complete, ready to roll— 
$2,000. Frase Motor Co., Box 685, Donna, 
Texas. Phone HObart 4-1161. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


AMBULANCES FOR SALE 
1953 CADILLAC AMBULANCE, damaged 
—$1,000. F.0.B, Philadelphia, Pa., Wol- 
fington Body Co., Inc., 33rd and Arch 
St., Philadelphia 4, Pa. 


SHOP EQUIPMENT FOR SALE 

FOR SALE — Two Globe free whee! single 
post lifts—$200 each (used). One 5 H.P. 
stationary air compressor, nearly new— 
$250. One combination gear lube and 
chassis lube grease outfit with meters, 
portable, used—$250. One steel service 
desk with door (used)—$75. All items in 
good working condition, Wells Messemer, 
Inc., 300 Bridge St., Vestal, N. Y. 

USED MODEL 4942 Oakite vapor cleaning 
machine. Box 4770, c/o Automotive News, 
Detroit 26. 

FOR SALE. BEAR frame and front end 
machine, model 95, with all equipment. 
Has been used as alignment machine 
only. Just like new. Scott Chevrolet Co., 
Inc., Laurel, Miss. 

SHOP EQUIPMENT WANTED 

WANTED — TURNTABLE for automobile 
display, suitable for use outdoors, Crane, 
one to two ton capacity, portable floor 
type. Write or call, giving make, condi- 
tion, best price. Pollard Motors; 210 N. 
nants Elmhurst, Ill. Phone Terrace 
4- > 


MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers, Complete national 
list, December, 1954 checked. On ad- 
dressed labels, 32M, $14 per M. Box 
4782, c/o Automotive News, Detroit 26. 


For Quick Results 
Use Automotive News 
WANT ADS 


63 


NEW LINES WANTED 


ESTABLISHED MANUFACTURERS’ rep- 
resentative, able, responsible, wants spe- 
cialty or other items to sell to new car 
dealers in Northern California. Box 4778, 
c/o Automotive News, Detroit 26. 


MISCELLANEOUS 


REPLACEMENT: 3-ply convertible tops— 
$18.95. Auto headliners—$12.50. Civilian 
jeep tops—$70.20. %-ton truck canvas 
cover and bow assembly—-$65.00. 16 gauge 
clear Vinyl auto seat covers, Rush serv- 
ice. Boston Big Buck, 307 Cambridge 8t., 
Boston, Mass. 

1000 BUSINESS CARDS, raised printing 
(1 color) $3.50; (2 colors) $4.50. Cuts 
inserted: 50c extra per 1000. Samples 
free. Business Specialities, Dept. A - 4, 
1422 Rosemont, Chicago, Ill. 

FOR SALE — ONE Marquette A.C, Arc 
welder, 220 volts, 1 phase, 400 amps. 
Meyer Bros, Co., Philipsburg, Pa. 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Mee? 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Ilastrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 


“Leaders In The Industry” 
Since 1939 





ASTOUNDING NEW MASONRY 
PROCESS 


Franchises Now Available 


Applicants Must Be Men Capable of Earning $25,000 
or Better Per Year. Others Need Not Apply. Life- 
time Masonry Process, Applied Over Cement Block, 
Frame, Stucco and Old Brick Buildings. 26 Different 
Colors in Brick and Stone. No Inventory Needed. 
Franchise Package Includes Setting You Up in Your 
Territory in a Going Operation. Protected Territories. 
For Full Particulars On Your Territory Write or Call... 


Life-Brik & 


8821 FENKELL 


Stone, Inc. 
DETROIT 38, MICHIGAN 


Tel. TExas 4-9606 


for One Year $8 [[] 
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New Subscription Order: 


Send Automotive News to Address Below 


for which check is attached [[] or send bill [[] 





AUTOMOTIVE NEWS, PENOBSCOT BIBG., DEZROIT 26, MICH. 
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oniannantnhan --------+ 


or Two Years $14 [_] 







to your truck profits, 


LOU Clavancone-lele 


nana 





INTERNATIONAL has led the heavy-duty field for 23 straight years 


The INTERNATIONAL Dealer is in an 
enviable position to make truck sales 
and reap truck profits. 

He enjoys the advantage of repeat 
sales to operators who have made INTER- 
NATIONAL first choice in the heavy-duty 
field for 23 straight years . . . first choice 
in the six-wheel field for 20 straight 
years ... first choice in the multi-stop 
delivery field for 17 straight years. And 


he has an ever-expanding circle of 
new buyers brought to him by these 
INTERNATIONAL Owners. 

In addition, he has every other pos- 
sibility for profit. Every truck owner is 
his prospect because he offers the 
world’s most complete truck line—200 
basic models from %-ton to 90,000 
pounds GVW — 32 engines, in widest 
choice of gasoline, LPG, and diesel 


power — wheelbases, transmissions and 
axle ratios for every need. 


Franchises are available in a few 
choice locations. If you are interested in 
making extra profits from trucks, write 
the nearest INTERNATIONAL District 
Office, or: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue ¢ Chicago 1, Illinois 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST 


INTERNATIONAL TRUCKS 


"Standard of the Highway ~ 





